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State of Nation’s Economy: 
Up 

Stee. Propuction—Last week was 
slated at 94.6 percent of capacity, 
equal to 2,132,000 tons, compared 
with 91.8 percent in preceding 
week. In like 1952 month, rate was 
97.9 percent. 

ALUMINUM OutTpUT—In May to- 
taled 210,953,111 pounds, an in- 
crease of 6,810,343 pounds over 
April and a new monthly record. 
Output in May, 1952, amounted to 
161,607,096 pounds. 

EMPLOY MENT—Increased in June 
as students swarmed into the labor 
force. Number of job holders rose 
to 63,172,000, up 1.5 million from 
May. This compares with a total 
of 62,572,000 in like 1952 month. 

WEEKLY EarNincs — For produc- 
tion workers in manufacturing in- 
dustries average $71.05 for 40.6 
hours in mid-May, compared with 
$66.33 for 40.8 hours a year ago. 

Crupe On Stocks—Totaled 279,- 
858,000 barrels on June 27, an in- 
crease of 1,315,000 barrels over 
previous week. 

CONSTRUCTION OvuTLAYs — Climbed 
to record $16 billion in first half of 
year, up 8 percent from yeer earlier. 

INVENTORIES — Held by manufac- 
turing, wholesale and retail firms 
on May 31 were valued at $78 bil- 
lion, up $4 billion from year earlier. 

ConsuMER Dest—On installment 
purchases, climbed $429 million in 
May to slightly above $20 billion, 
a new peak. 

CaRLOADINGS—Were up 26.6 percent 
in week ended June 27 from preced- 


|Pontiac Planning 


ing week. Loadings totaled 818,450) 


cars. 

AvTOMOTIVE OuTPpUT—Totaled 159,- 
531 units last week against 131,882 
in preceding week. Production in 
like 1952 week amounted to only 
62,072 units. 


* * 


Down 


Iron Ore SHIPMENTS — Declined 
slightly in week ended July 6. Total 
was 3,179,900 gross tons, compared 
with 3,317,475 in preceding week. 

Business Loan s— By leading 
New York City banks dropped 
$170 million in week ended July 1, 
the largest week’s decline on rec- 
ord. Such loans of these banks 

now stand at $8.2 billion, $693 mil- 
lion higher than a year ago. 

AMERICAN CHEESE OvuTPUT—In 
week ended June 25 amounted to 
an estimated 27,850,000 pounds, a 
4 percent decline from preceding 
week. 


* 


’ 
Top Cars 

New-car registrations for five 
months: 
1953 Pos. 
1—532,692 
2—403,000 
3—244,132 
4—189,218 
5—161,021 
6—133,239 
7—128,732 
8—101,700 
9— 72,509 
10— 66,972 
li— 66,248 


Make 
Chev. 
Ford 
Plym. 
Buick 
Pontiac 
Olds. 
Dodge 
Mercury 
Nash 
Stude. 
Chrysler 
DeSoto 
Cadillac 
Packard 
Hudson 
Willys 
Lincoln 
Kaiser 
Henry J 
MG 
Austin 
Allstate 

Total All Makes 
2,338,000 1,716,220 
For further details, see page 
54, today’s issue. 


1952 Pos. 
361,084— 1 
286,835— 2 
188,367— 3 
130,995— 4 
107,175— 5 

92,120— 7 
99,672— 6 
72,971— 9 
55,487—10 
74,131— 8 
49,616—11 
38,636—12 
33,716—13 
27,756—15 
32,069—14 
13,310—18 
9,669—19 

15,846—16 
13,451—17 
2,401—20 

2,110—21 

567—22 


12— 50,878 
13— 46,137 
14— 36,829 
15— 31,208 
16— 23,413 


= 
~~ 
19— 
20— 
21— 


22— 


16,553 
12,781 
5,927 
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To Establish 


Dealer Council 


Request by NADA | 
Also Under Study 
At Studebaker, Nash 


ONTIAC is ironing out ra 


@ 


Study Indicates 
‘Buying Mood? | 


| 


minute details and will soon an- 
nounce formation of a _ Pontiac} 
factory - dealer council, AUTOMOTIVE 
News learned last week. 

It was learned also that the 
subject of factory-dealer councils 
has become a matter of serious 
discussions at Studebaker and 
Nash, which, along with Pontiac, 
are the only car manufacturers 
in the industry not yet sanction- 
ing such groups in their market- 
ing setups. 

A factory-dealer council at Pon- 
tiac will probably come into of- 
ficial being about Aug. 1. Mean- 
while, NADA is expected to press 
its efforts to get Studebaker and 


Nash to take similar action. 
* * * 


Intentions to Purchase 
Are at Highest Level 
Since Record 1950 


MERICAN consumers are 

better - heeled and in a buying 
mood this year, according to a 
Federal Reserve System study. 

The reason, the survey says, is 
that increased economic activity 
has spread more money around in 
the form of individual income 
while prices have changed but 
little since last year. | 

With their financial positions im- 
proved and confident that even 
better times lie ahead, consumers 
now are reported more willing to 
invest in major durable consumer 
goods—including automobiles—than 


at any time since 1950. 
a * * 








T IS understood there have been 
discussions recently at South 
Bend regarding a Studebaker 
factory-dealer council, but a com- 
pany spokesman said last week 
that Studebaker had no statement 
to make at this time. | 
NADA | 


Robert S. Armacost, Al 
president and a Studebaker sumer Finances,” published in the) 
dealer, said in Detroit only a Federal Reserve Bulletin. And that 
er : is a “considerable” rise in the level 
of consumer debt. 
The survey, which covers the 
(Continued on Page 49, Col. 1) 


NE note of caution is sounded 
| in the “1953 Report of Con--| 


month ago he was hopeful Stude- 

baker would set up a factory- 

dealer council soon, and that he 
(Continued on Page 53, Col. 1) 








‘Jewels’ of Columbus Association— 


Lou Wilsch (left), Chevrolet dealer, is congratulated by three leading members of 
the Columbus (O.) auto dealer association on his election as president of the Columbus 
Chamber of Commerce. From left are Wilsch, Charles W. Medick (Ford), George C. 
Bobb (Chevrolet) and Robert T. Oestreicher (Dodge-Plymouth). The four are known as 
the group's jewels for their civic work. Medick helped organize and is president of 
Pilot Dogs, Inc., an organization which trains and gives dogs to the needy blind; Bobb 
is pare of the Columbus Auto Club, and Oestreicher is mayor of Columbus. 


Automotive News Plaques 
Go to ‘Safety’ Dealers 


By Pete Wemhoff 
Editor, Automotive News 
“For distinguished service on 
behalf of automotive safety, 
which has received national 
recognition, Automotive News 
presents this plaque to...” 


* * * 


TO PROMOTE traffic safety at 
the “grass roots,” AUTOMOTIVE 
News today inaugurates a program 
whereby a bronze plaque will be! 
awarded monthly to one of the 
nation’s auto dealers. 

The dealer will be selected on 
the basis of his personal efforts 
to aid the cause of automotive 
safety in his own community, or | 
in the nation as a whole—through 


elimination of traffic congestion, 
inadequate roads, bad drivers, 
accident hazards, ete. 

The plaque, mounted on mahog- 
any wood, will bear the inscription 
noted above and, of course, will 
include the dealer’s name. The 
plaque will be suitable for office 
or showroom display. 

” * * 
WARDING of the plaque is a 


continuation of a program be- 
(Continued on Page 3, Col. 3) 
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Signs of Peace 
Seen in Strike 


At Tool Shops 


By Bob Lienert 
Staff Writer 
A THREAT of delay in the in- 
troduction of the industry’s 1954 
models showed signs of evapo- 
rating last week. 

Tantalizingly close was a settle- 
ment in the six-week tieup of 60 
automotive tool and die shops in | 
the Detroit area. Negotiators, 
meeting in extended sessions, 
reported that “only the details” 
remained to be worked out. 

As Avtomotive News went to) 

(Continued on Page 52, Col. 1) 
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New-Car Stocks Higher; 






FRB Survey Optimistic 


‘Dealer Average 


Is 12.7 Units 


Figure Just Under 
Postwar High of 
13 on May 1, 1953 


By Bernie Thomas 
Associate Editor 

EALERS moved into the last 

half of 1953 with new-car stocks 
approaching a new postwar high, 
and they cite discounting and over- 
allowing on trades as being the 
most significant trend in automo- 
bile retailing today. 

Those were the highlight find- 
ings of Automotive News’ month- 
ly survey of field stocks, which 
found the average franchised 
dealer with a potential inventory 
of 12.7 new cars on July 1, as 
compared with 11.9 a month 
earlier and 6.2 on July 1, 1952. 
New-car stocks were at the high- 
est level since the end of World 
War II on May 1 this year, when 
they averaged out to a potential of 
13.0 units per dealer. 

* cd cd 
(F: JULY 1 this year tabulations 
from the latest survey show, 
the number of new cars at dealer- 


|ships in the nation—plus those 


warehoused by dealer and factories; 
demonstrators, and units still in 


| transit—totaled 570,439, as against 
537,046 a month previous and 277,- 
| 962 on July 1, 1952. 


With new-car stocks on the 
(Continued on Page 55, Col. 3) 





Car Output 


at 137,599 


July Production Is Expected to Set 
°53 Record of 620,000 


se July as the best car-pro- | 
duction month of 1953, U. S. 
plants rolled out 137,599 units in 
that category last week. 

Truck makers were responsible 
for 21,932 units of the commercial 
type to give the auto industry a 
total week’s volume of 159,531 
vehicles, according to Automotive 
News estimates. 

The previous week’s production 
effort, abbreviated by holiday shut- 
downs, was made up of 116,242 cars 

and 15,640 trucks—a total of 131,- 
882 units. 





* 


ET up for July in industrywide 

planning is the production of 
620,000 cars and 99,000 trucks for 
a month’s yield of 719,000 vehicles. 
Best car-production month so far 
this year was April when 601,470 
were built. 

However, truck production 
topped the 100,000 level in each 
of the first four months of this 
year, hitting peaks of 132,000 in 
March and 129,000 in April, be- 
fore dropping off sharply in May 
and June. 

May truck production slumped to) 
89,000, and June truck output! 
totaled but 76,000, reflecting the ef- 
fects of supplier strikes and a/| 
slackening in demand. 

oe * ” 
THE Big Three, which accounted | 
for 89 percent of all cars pro-| 
duced in U. S. plants during the 
first six months of this year, seems | 
likely to take an even bigger share | 
of July car production. 
General Motors, Ford and | 


* * 


Chrysler were responsible for 
nearly 94 percent of last week’s 
car output, as the independents 
continued to feel the brunt of the 
recently settled Borg-Warner 
strike at Muncie, Ind. 

Last week found Nash out of the 


production lineup, and not 
scheduled to resume _ operations 
until next Monday (July 20). 


Nash’s return to production may 
find Hudson starting a shutdown 
that could last as long as a month. 
While replenishing its stocks of 
overdrives and transmissions, Hud- 
son will try to complete changeover 
operations in time to start pro- 
duction of its 1954 models Aug. 3. 
* 
Corp., 


+. * 
QRANWHILE, Chrysler 

with the exception of Chrysler 
division, continues to turn out cars 
at near-record levels. Chrysler di- 


vision is stretching out its 1953 
(Continued on Page 55, Col. 1) 


Production 


Automotive News Estimates 
U. 8S. Cars, Trucks 


159,531 





131,882 
62,072 
Last Prev. 1952 
Week Week Week 


For complete production totals 
by makes, see table, page 55. 
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In Detroit Area... 
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New-Car Sales Firm 
Following Holiday 


By Sam Sampson 
Staff Writer 
HERE has been no noticeable | 
drop in new-car sales in the} 
Detroit area since the July 4 holi-| 
day, according to an AUTOMOTIVE 
News’ survey of dealers last week 

While most of the dealers felt | 
it was too early to pin down a | 
definite trend since the holiday, | 
they reported that new-car 
volume carried over the period 
without apparent change. 

Some of the dealers feel that 
there will be no summer recession 
until late summer because of the 
market behavior so far this year. 
Rather than the boom spring 


Kaiser Refused 
Another Chance 
On Plane Work 


WASHINGTON.—Air Force Sec- 
retary Harold Talbott said 
Thursday he would not rescind his 
cancellation of contracts for the 
production of cargo planes at 
Kaiser Motors’ Willow Run plant. 

Fighting for reinstatement of the 
contracts, Emil Mazey, executive 
secretary of the UAW-CIO said “a 
serious depression threatens the 
Detroit area.” 

Automobile companies, Mazey 
charged, are already having diffi- 
culty selling trucks, may soon have 
trouble selling cars, “and may have 
serious troubles before winter.” 

Talbott observed that two Detroit 
manufacturers—Briggs and Hudson 
—had to cancel Air Force contracts 
because they were unable to get the 
workers required beyond their auto- 
motive activity needs. 

Talbott said the remaining C-119 
planes on the Kaiser contract would 
be obtained from the Fairchild Air- 
craft plant at Hagerstown, Md., at 
a savings of “many millions of dol- 
lars.” 

Talbott also said that the Chase 
C-123 plane, “if it is built, will not 
be built at the Willow Run plant.” 








Off the Road 


Weekend Trucking Curtailed 
As Safety Aid 
CANTON, O.—In an effort to 
help reduce highway traffic and 
resultant accidents, Timken Roller 
Bearing Co. has announced that it 
has halted all truck traffic between 
its plants, to customers and from 
suppliers between midnight Friday 

and midnight Sunday. 

During the first month of the 
program, 249 truckloads which 
would regularly have been shipped 
on weekends were held back. 








Seeks Plymouth Laurels— 


Model-plane enthusiast Janet Hoffmann 
displays the proper form in launching a 
free-flight plane during a_ preliminary 
meet in Michigan. She hopes to be one 
of 500 model-piane fliers to be invited 
to Plymouth's Seventh International Model 
Plane Contest at Detroit Aug. 19-24. 


Studebaker Tops 


market, which generally tapers off 
after July 1, there has been some- 
what less sensational but firm sales 
for the entire year thus far. 
* * Ed 

AY ANY shoppers are adopting a 

“wait-and-see” policy, one 
dealer declared, because of the un- 
certain work conditions in the 
future and the falling prices of 
used cars. If the used-car market 
firms up suddenly, he felt, many 
customers will stop hesitating and 
make up their minds to buy. 

Dean Sellers, Ford dealer, said 
that new-car sales continued firm 
after the Fourth, In addition, he 
said, his salesmen have been suc- 
cessful in moving used cars, and 
that service business is very good. 

“I have no cause for pessimism,” 
he declared, “for my business has 
been better so far this year than 
it was in other post-war years.” 


* a * 
HARLIE’S NASH, on Livernois 
4 Ave., said that his new-car 


volume so far since the holiday has | 
corresponded well with the period 
immediately before July 4, and that | 
the dealership is behind in deliver- 
ing new cars. Used cars, it was re- 
ported, have picked up during the 
last two weeks, and profit margins | 
on them have been a little higher 
than in the past. 


A typical reaction came from 
Davison Motors (Dodge-Plymouth), 
on Fort St. 

A spokesman for the company 
said that business had been run- 
ning in spurts so far this year, 
and it was difficult to spot the 
market on short notice. 

“However,” he declared, “we're 
moving new cars every day, and 
since the showroom is still being 
visited by potential customers, I 
can foresee no weakening in sales 
right now.” 


* * * 


EVERAL reports from across | 

the nation last week, however, 
told a story of slightly lower sales | 
figures in June than in May. 

At San Antonio, Tex., June 
sales were tallied at 1,199—58 cars 
less than May. New Orleans re- 
ported the sale of 1,560 new cars 
in June as compared with 1,669 
the previous month. 

On the West Coast, a report from 
Pierce County, Wash., showed 551 

new cars sold in June as against 
621 for May. New truck sales were 
down correspondingly. 

At Washington, D. C., the Wash- 
ington Automotive Trade Assn. re- 
ported June sales at 1,880 cars— | 
down 146 cars from May’s 2,026. | 

* ~« ok | 

OST of the reports say that | 
used-car sales are improving, | 
(See SALES, Page 56, Col, 1) 





Junking Drive Is Launched in Detroit 


DETROIT.—A “junk your jalopy” 
campaign the first in the city 
since World War II—has been 
launched here by the Chevrolet 
Dealers of Greater Detroit with the 
cooperation of the Detroit Police 
Department. 

Each dealership in the 35-member 
organization is paying more than 
normal prices for unsafe cars now 
being operated on the streets, and 
will retire them from the market 
in a huge bonfire on July 20. 

A parade of more than 70 
junked cars will move down 
Woodward Ave. on that date, 
complete with signs, banners, po- 
lice escort and a traffic safety 








Chrysler in Sales 


DETROIT. Studebaker moved 
ahead of Chrysler in the 1953 sales 
order as final reports of regis- 
trations for the first five months 
were made available last week by 
R. L. Polk & Co. 

Studebaker totaled 66,972 cars, 
putting it in 10th place in industry 
sales. Chrysler had sold 66,248 cars | 
at the end of May, according to 
Polk. 





| enlisted 


1953 





GM Leaders Together in 1933— 


R. H. Grant, who made his way into a top General Motors sales executive post | 
with an outstanding record as sales manager of Chevrolet, retired last week as a GM 
director. In 1933, when he was in charge of all GM merchandising, Grant (left) visited 
Chicago's Century of Progress with Alfred P. Sloan jr., then GM president, and the | 
late William S. Knudsen, executive vice-president. 

+ * * 


* * * 


Grant’s Retirement Recalls 
Magic Years at Chevrolet 


By Bob Lienert 
Staff Writer 

HE rough-and-tumble era of! 

fierce battling for sales leader-| 

ship in the auto industry was re-| 

called last week with the resig-| 

nation of R. H. Grant, of Dayton, | 

from General Motors’ board of di- 
rectors. 


Cast in the mold of the legend- 
ary American sales genius, Grant 
built his reputation as sales man- 
ager of Chevrolet. His five-year 
tenure there saw Chevrolet over- 
come an apparently insurmount- 
able sales margin to pass Ford 
and become top seller in the in- 
dustry. 

When Grant left Chevrolet to di- 
rect all GM sales operations in 
-| 





One Pct. Sales Tax 


V oted by Pa. House 


HARRISBURG, Pa.—(UTPS)— 
By a vote of 106 to 56, the 
Pennsylvania House last week 
passed a bill which would es- 
tablish a one percent State tax 
on retail sales, including auto- 
mobiles, Prompt approval by the 
Senate and governor were ex- 
pected. 

Effective Sept. 1, the tax would 
expire automatically in two 
years, unless reenacted. Under 
the House measure, the tax must 
be paid on installment purchases | 
at the time of the transaction. 
Retailers would be _ prohibited 
from advertising that they would 
absorb the tax, and ads would be 
required to state the price, plus 
tax. 





levy, the House dropped a pro- 
posal for a 2 percent motor vehi- 
cle sales tax, 





car equipped with a loudspeaker. 

As the cars are being burned, a| 
representative of a major scrap | 
steel concern will purchase them | 
and present the check to Saul Rose, 
president of the dealer organiza- 
tion and president of Grand River 
Chevrolet. He, in turn, will give the 
check to Inspector Jim Hoye, De- | 
troit Traffic Safety Director, who 
will set the money aside for use in 
city traffic safety programs. 

In addition, the dealer group is 
presenting special safety posters to 
the Police Department cautioning 
motorists to watch out for children 
and other pedestrians. 


The posters will be offered by 
the dealerships to the precinct 
captains, who will turn them over 
to block captains (homeowners 
in traffic safety work) 
for display at strategic points. 

The “junk your jalopy” campaign 
is another phase of the Detroit 
Chevrolet dealers’ program being 
carried on by W. D. Donor & Co., 
advertising agency. The program 
began with a used-car selling pro- 
motion, with dealers offering “red- 
tag specials” at all lots, and an ex- 
tensive newspaper, radio and tele- 
vision advertising campaign. 


Cars in the “death of a jalopy” | 





| 
In adopting the general sales | 
| 
| 


i“Don’t trust your 


1929, leadership was to change be- 


|tween Ford and Chevrolet three 


times in seven years. 
x * ~ 
N 1924, the year Grant took 
charge of Chevrolet, sales totaled 
289,962. Ford, booming along with 


its Model T, sold 1,414,293 cars, or | 
|nearly five times as many. Grant | 
set out to narrow the gap. And as} 
|he did so, hot-selling cars of that 


era, such as the Jewett, Star and 


Chandler, began to wither on the} 


vine, 
In 1925, Chevrolet sales jumped 


17 percent. Ford sales dropped and | 


continued to decline for three more 
years. 

Grant, meanwhile, drove Chev- 
rolet to a fabulous sales increase 
of 13 percent in 1926, 33 percent 
in 1927 and 19 percent in 1928 
before reaching a peak of 780,053 
units in 1929. Chevrolet sold half 
again as many cars as Ford—its 
nearest competitor—in ’27 and ’28. 

The sales figure for 1929, the last 
year Grant directly handled Chev- 
rolet merchandising, stood unsur- 
passed by the division until the 
banner year of 1936. Chevrolet 
barely managed to top its ’29 mark 


in 1940 and ’41, but couldn’t do it! 


again until 1949 (although pro- 
duction, not sales, was the re- 
straining factor in the postwar 
years). 


* * * 


MAY aspects and practices of | 


the dealership business, 
regarded as fundamentals, 


now 
were 


daring innovations instituted by 
|Grant in the Twenties. 
He put in the nationwide 


standard accounting system for 
Chevrolet dealers, developed the 
zone and regional splitup, started 
national meetings and was out- 

(Continued on Page 56, Col. 1) 


parade will carry signs to tell the 
complete story of the unsafe car, 
including, “I killed three persons,” 
“Retired before it’s too late,” and 
life with a 
jalopy.” 

—Sam Sampson 





New Auto Credit 
Shows Decline 


| But Total Paper Held 
| Rises $306 Million 


WASHINGTON. Installment 
| credit extended for auto purchases 
rose $306 million during May 
bringing auto paper to a total of 
| $9,380 million, according to the 
|Federal Reserve Board. 
However, in some categories at 

least, the volume of new exten- 
| sions of credit declined. 
| Auto paper accounted for the 
|major portion of the gain in total 
installment credit of $429 million 

Here is a breakdown on auto 

aper for the various classifica- 
ions: 

Auto dealers—$390 million. Up $14 
| million from April and $128 million 
|from last year. 
| Sales finance companies—$4,694 
| million, Up $158 million for the 
| month and $1,457 million from a 
| 
| 





year ago. 
Commercial banks—$3,794 million. 


| Up $123 million for the month and | 


$1,144 million over a year ago. 
Other financial institutions—$502 


| million. Up $11 million for the | 


month and $112 million from a year 
ago. 

| However, new extensions of 
credit on cars by sales finance 
companies in May were $32 million 
below extensions during April. 

This decline reflected decreases 
in financing of both new and used 
vehicles, the FRB said. 

The May figure of $577 million 
also was below that of a year ago 
as a result of reduced volume of 
used-car financing, while new- 
ear financing was above that of 
last year, the report showed. 

For commercial banks, auto pa- 
per purchased in May was $231 mil- 

lion, off $8 million from a month 
ago and off $12 million from a year 
ago. Auto credit extended direct 
by commercial banks in May was 
| $266 million, off $7 million from a 
|month ago and up $1 million from 
| @ year ago. 


K-F Sales Aide 


WILLOW RUN.—John W. Rais- 
beck, formerly associated with 
Packard for 23 years, has been 
named assistant 
general _ sales 
manager of Kai- 
ser-Frazer Sales 
Corp. 

His appoint- 
ment was an- 
nounced last 
week by Roy 
Abernethy, K-F 
general _ sales 
: manager. 

_. With Packard, 
J. W. Ralsheek Raisbeck served 
in executive sales capacities. He 
has a broad background in dealer- 
ship operation and in the develop- 
ment and administration of central 
office sales policy. 








Canadian Owner Costs Up 


OTTAWA.—Costs of auto opera- 
tion in Canada have advanced 
slightly again, the Government re- 
ports, disclosing that the consumer 
price index for such costs reached 
113.8 in April, compared with 113.7 
in March, based on 1949 being 100. 

eo Se = = 
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The Chevrolet Dealers of Greater Detroit have launched a campaign to get old 
and dangerous cars off Detroit streets. Inspector Jim Hoye (left), traffic safety director 
| of the Detroit Police Department, looks on as Saul Rose, president of Grand River 


| Chevrolet, shows a car for which he paid 


more than the normal price in order to take 


| it out of operation. More than 500 junkers, which are to be bought up by Chevrolet 


dealers, will be publicly burned. 
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By John O. Munn 





| past you ever meet a dealer who 
was active in a state retailers’ 
association? 

I didn’t until Jack Verschoor 
(Chevrolet) of Mitchell, S. D., who 
is a past president of the South 
Dakota Automobile Dealers Assn., 
and now state director for NADA 


(since 1940), recently asked me to} 


address the South Dakota retail 


group at its annual convention in | 


the Corn Palace in Mitchell. 


I know that state dealer associa- | 


tions are frequently affiliated with 
other retail groups—Arkansas and 


North Dakota, for instance, This | 


works out very satisfactorily be- 
cause most of their legislative prob- 
lems are identical. 

Verschoor is vice-president of 
the South Dakota Retailers Assn., 
and was convention chairman this 
year. One of the reasons that I 
accepted this engagement is that 
Verschoor had arranged for a 





Chief Waya-otain— 

While in Mitchell to address the South 
Dakota Retailers Assn., Columnist John O. 
Munn was inducted as an honorary chief 
in the Sioux Indian tribe on the Sisseton 
(S. D.) reservation. In English, Waya-otain 


means “Advertise."’ (That's John on left.) 


* * om 


personal coronation to induct me 
as an honorary chief in the Sioux 
Indian Tribe on the Sisseton 
(S. D.) reservation. 

My Indian name is Wayaotain, 
and I will expect to be saluted as 
such by those of my friends who 


count themselves original Ameri- | 
cans. It was a happy occasion as | 


well as a solemn ceremony in which 
100 Indians took part. The only ex- 
cuse for this honor is that I was 


born just south of the reservation. 
* * * 


Started in 1914 


I HAD the opportunity to talk to 
to a great many dealers on this 


trip, particularly small-town deal- | 


ers. It is on such occasion that I 


add much to my store of knowledge | 


of this trade. It is thrilling to learn 


Index 
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the personal history of dealers. So 
many of them have made remark- 
able success of their lives by con- 
stant resourcefulness and continu- 
ous energetic endeavor. 

The history of John Verschoor 
is typical. He landed at Kimball, 
S. D., at the age of 19 with $20 
in his pocket. He was experienced 
in the telephone business and con- 
tinued in that field. After being 
a lineman and night operator, he 
soon owned the business. In 1914, 
he was attracted to automobiles 
and signed an Overland sub-deal- 
er contract. 

During the deep depression he 
was offered an opportunity to take 
;}over the Chevrolet contract in 
| Mitchell. The dealership was in dire 
| straits, having had more than 200 
| repossessions during the preceding 
year. Verschoor worked the finance 





| companies, as well as himself, out | 


of the situation and has made an 
outstanding record ever since. 
First, he and his charming wife 


have raised seven children. The | 


three oldest boys graduated from 


the Chevrolet school and now have | 
in| 


General Motors dealerships 
Chamberlain and Huron, with one 
managing his father’s dealership in 


Mitchell. All of the boys are veter- 


ans of World War II. 


* * * 


Other Enterprises 


N 1946, Verschoor determined that 
Main Street in Mitchell was no 
place for an automobile dealership. 
Why occupy expensive space on 
Main Street for mechanical facili- 
ties? On investigation he found that 


one of the big mail-order chains 
was looking for a location. He re-| 
built his dealership to their speci- | 
fications and now, as a reward, is) 


|receiving 2 percent on the chain’s 


| volume as rental. The first day the | 
|store opened the volume was $34,- | 


| 000, so you can get an idea as to 
|how profitable his original 


turned out to be. 





owned an empty lot on the back 
end of his location which, by use 
|of materials that were extra in re- 
building his main store for the mail 
order house, he erected facilities 
|for a food chain store at a very 
| small additional expense. This loca- 
tion now returns him another $6,000 
|a year. 

About 10 years ago he organized 
and opened a locker plant with 
300 units. It was expanded to 900 
units. The front of it is occupied 
by a sporting goods store and the 
rear end by the largest pheasant 
processing plant in the state. The 
plant provides for its locker users 
by fattening 50 hogs a month ona 
farm on the outskirts of the city 
that is run by one of plant’s man- 
agers. A part of this operation 
are brine tanks and a smoke 
house to convert pork into hams 
and bacon. 





|picked up the Gazette, the weekly 
| newspaper in Mitchell. It is being 
|run profitably, 
| for an editor to take over. 
j * * x 


A Show Place 


| JN THE meantime, the dealership | 


| has never been overlooked. He 
jis erecting a beautiful, as well as 
| functional, building only a few 


idea | 
sage | Automotive News Honors Dealers— 
But this isn’t all of the story. He} 


| Somewhere along the line he 


but he is looking | 


| blocks from the center of the town, 
in which he can adequately provide 
|\for the needs of his owners for 
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| years to come. Because it was built 
jnew in a new location, his body 
| shop, service department, parts de- 
| partment, salesroom and used-car 
|display are all in one location with 
|plenty of adjacent black-top for 


|customers’ and employes’ cars. In|} 


| brief, it’s a show place. 

| I am sure that any dealer with 

| a 350-car contract, who is expect- 
ing to build, will benefit by look- 
ing over the place. 

In the meantime, Verschoor has 
lived a happy life. He is a respected, 
leading citizen throughout the area. 
He has served on the state legis- 
lature. He has held many offices in 
municipal and county administra- 

(See MUNN, Page 51, Col. 2) 
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'Federal Reserve System Reported Involved . . . 





Permanent Credit Curbs on Way? 


By William Ullman 
Washington Correspondent 

WASHINGTON.—Are certain 
high Government officials attempt- 
ing to promote legislation to give 
the Federal Reserve System perma- 
nent authority to regulate consum- 
er credit? 

Such a move is believed under 
| way, Automotive News learned 
| last week from a confidential 

communication sent by the Na- 


| 
| 
| 


- FT 





tional Foundation for Consumer 
Credit to its members. 

Officials named in the NFCC 
memo are Secretary of the Treas- 
ury George Humphrey and Arthur 
Flemming, director of the Office of 
Defense Mobilization. NFCC said its 
information came from “sources we 
believe reliable and close to the Ad- 
ministration.” 

“Presumably,” said the memo, 
“the avenue would be amendment 


~rd Stock Trend 


eM Lass AL 
ee ds) 


ted 


A bronze plaque will be awarded monthly to one of the nation’s auto dealers who 
has been active in promoting traffic safety. The plaque’s background is a page-one 


of the Federal Reserve Act of 1912 
as amended, This is to be a part 
of a package of amendments ‘per- 
fecting’ the Federal Reserve Sys- 
tem’'s powers; the objective being to 
enable the system more effectively 
to balance the money supply with 
the needs of a stable economy, It 
is said that Mr. Humphrey and Mr. 
|Flemming view consumer credit 
controls as ‘indirect’ fiscal devices.” 

In his testimony before both the 
House and Senate banking commit- 
tees, William McC. Martin, chair- 
man of the Federal Reserve Sys- 
|tem’s board of governors, said that 
while he did not speak for the 
| board, it was his personal view that 
|the Federal Reserve act should be 
| amended to provide permanent au- 
| thority over consumer credit. 

“Strangely, in explaining ‘why’ 
| he deemed this necessary,” said 
the NFCC memo, “he inferred 
that a major reason was to stop 
| the current tendency of business 
| to promote ‘no downpayment’ and 

unreasonably long term sales, 

“Strangely absent,” the memo 
added, “was any basic economic 
argument in his testimony. 

“We make this report as a mat- 
ter of information,” the NFCC 
members were told. “The most re- 
|cent news of the intention of Mr. 
|Humphrey and Mr. Flemming ties 
in too well with the expressed per- 
/sonal view of Mr. Martin to be 
| ignored.” 
| If Humphrey and Flemming do 
|have such legislation in mind, it 
| would likely be introduced in Con- 
| gress next winter, since it does not 
|seem possible at this session. 

The memo to the NFCC mem- 
| bers was signed by Executive Vice- 
| President William J. Cheyney. 

Herewith are some excerpts 
from the testimony of FRB Chair- 
man Martin before House and 
Senate banking committees, with 
one question by Senator Wallace 
Bennett, Utah Republican: 
| MARTIN: . .. The board is not 
|seeking authority to reinstate at 
this time regulation of consumer 
credit or real estate credit. It is 
true that both consumer and real 
|estate credit have expanded rapidly 
|in the last year and that some of 
|this credit has been extended on 
extremely easy terms... The board 
feels that market forces will even- 





replica of Automotive News. The plaque is continuation of a program started by tually assert themselves to bring 
Automotive News in 1951 when the first ‘‘safety-minded" dealer was selected. 


* a ea 


* * * 


Automotive News Plaques 


Go to ‘Safety’ Dealers 


(Continued from Page 1) 


| about readjustments provided they 

operate within a framework of 

proper fiscal and monetary policies. 
ab es 


x 

SENATOR BENNETT: I am in- 
|terested in these consumer credit 
controls. Do you think they should 
be a permanent part of the Federal 
Reserve legislation, so that they 
might be available without a proc- 
lamation by the President in the 
j}ease of what might be described 


gun by Automotive News in April, | Faust (Studebaker), Concord, N. H./4, a minor emergency, or do you 


1951, when Jack Rose, Detroit 
DeSoto-Plymouth dealer, was 
chosen as the first “Safety-Minded 
Dealer of the Month.” 

Since that time, Automotive 
News has honored 26 dealers 
across the nation for their safety 
work. These dealers, as well as 
future winners, will be given 
plaques. 
The 26 monthly winners thus far | 
have included dealers handling al-| 
most every make of car. Chevrolet | 

dealers have been the most fre-| 
|/quent winners so far, the total) 
being seven. Studebaker and} 
Dodge-Plymouth dealers are in|} 
second place with four winners 
each. 
Winners have come from every 
section of the nation, with smaller 
cities predominating. 
* ob * 


complete 


ERE is the list of 
dealers who have won AUTOMO- 

tive News’ safety award during the 
past 2% years: 
Jack Rose (DeSoto - Plymouth), | 

| Detroit (April, 1951); Karl T. Goep- 
pert (Dodge - Plymouth), Oakland, | 
Calif. (May, 1951); Larry Cain, | 
(Packard), Dallas (June, 1951); 
|Elsworth F. DuTeau (Chevrolet), | 
}Lincoln, Neb. (July, 1951); Lee D. 
Cosart (Dodge-Plymouth), Port- 
land, Ore. (August, 1951); Nile E. 








July Winner 
For the July winner of the 
Automotive News safety award, 


| 
: 
see picture on page 53 today. | 





(Sept., 1951), and B. B. Burns 
(Dodge-Plymouth), Decatur, IIl. 
(Oct., 1951). 


Lester A, Olson (Ford), Great 
Falls, Mont. (Nov., 1951); C. E. 
Brents (Buick), Lebanon, Ky. 
(Dec., 1951); Arnold Reading 
(DeSoto - Plymouth), Tacoma, 


| Wash. (Jan., 1952); R. T. Here- 


ford (Chevrolet), Emporia, Kans. 

(Feb., 1952); Robert F. Pulliam 

(Ford), Columbia, S. C. (March, 
(See WINNERS, Page 53, Col. 1) 


On the House . 


Insurance companies are again 


think of them as a tool only to be 
| (See CREDIT, Page 49, Col. 3) 


‘Cooper Indicted 
On Tax Charge 


SPRINGFIELD, Ill.—A Federal 
grand jury has indicted Chester E. 
|Cooper, formerly of Decatur, and 
|his Cooper Oldsmobile Co. on 
|charges of evading payment of 
|about $77,000 in income taxes, 


trying to wrangle 10 percent dis- 


counts on parts and supplies from auto dealers, Utah association 
reports. Companies are reported threatening to assign repairs else- 
where, but dealer group is urging its members to 
stand firm . . . General Motors has issued a nifty 


information handbook, covering officers, products, 
financial, labor contracts, historical highlights, ete. 


Amos Crowl, 


San Francisco association man- 


ager, is back at work following emergency oper- 


ation... 


Chris Rinkel, treasurer of Minnesota 


dealer association, has been named chairman for 


fall convention . 
be growing up; 


. . Aviation industry appears to 
there were no races or stunts at 


this year’s National Air Show in Detroit (steal- 
ing a page from auto industry?) ... 


Wemhoff 


Used-car sales were up considerably last month, 
Chicago Ford dealers report, with inventories de- 


creasing even more sharply. .. North Carolina association has added 


six new members . 


. . Lowell Thomas, now sponsored by Kaiser, can 


spin colorful yarns even when not on the air. 


—Pete WemMuorr, Editor 
Automotive News 
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OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
and dealers in motor vehicles, parts and accessories. § 2. A fair profit to 
the dealers on every used vehicle accepted in partial payment for a new 
car or truck. § 3. Every dollar of gasoline tax collected by state or federal 
jovernments applied to the building and maintenance of highways. 
4, The elimination of government and bureaucratic controls over this 
industry. § 5. A return to the precepts of independence and the rewards of 
* lied energy and ability, which made America and gave more of her 
c more of the better things of life than anywhere else in the world. 


AUTOMOTIVE 





Timing--Always Important, 
--Now Is Essential 


ANY in the auto business had looked toward the second 





| 





half of 1953 with a certain amount of dread. There | 


was a good deal of talk to the effect that the auto market 
would fall apart. 


Now the second half is here. . 
after all. 


There is a rising tide of optimism among dealers. Money 
is loosening up a little. New-car sales are still holding 
strong. 


. and it is not so fearful | 


Sure, there are problems. Buyers are more discriminating. | 


They won’t buy anything that runs. But that’s normal. They 
are entitled to buy with an eye to their own best interests. 
Some makers will have to catch up. They and their dealers 
will have to work harder on merchandising cars. 


Used cars have piled up for many dealers. And that is 
normal, too. It is the history of the industry that the used 
car holds the key to success or failure. 


Timing has played as important a role in the auto 
industry as it has among the great stars of music, dancing 
and comedy. Ever stop to think what a ham Jack Benny 
would be without his keen sense of timing? 


Now is the time for precise timing. The dealer, who times | 
his used-car operation to move fast, will find that he can) 


keep in step with the declining used-car market. 


The dealer, who times his salesmen, will find that he can | 


add to their productive capacity. 


This is most important, however, on an individual basis. 
The salesman himself must be sold on the idea of putting 
his productive time to work. 


He will find that by the proper buildup — again a question 
of timing — he will have more time to spend face to face 
with customers. And that’s the time that counts. 





since.—-WiLLiAM G. FELDHOUSE 


JR. 
* * * 


No Smooth Road 


The road to sound consumer 
credit is not a broad highway 
with direction signs which 
point out with certainty what 
is applicable under all condi- 
tions to all commodities and at 
all times. It is a road that 
must be travelled with judg- 
ment, intelligence, fairness and 
flexibility.—C. S. Klugh, general 
manager, Pennsylvania Auto- 
motive Assn. 

od * * 


Can’t Prove It 

Here is a topical wheeze mak- 
ing the rounds in Washington: 
A rabbit running full speed 
through the woods was hailed 
by a squirrel. “What are you 
running from, Rabbit?” asked 
the squirrel. “From McCarthy,” 
the rabbit replied. “He’s after 
the kangaroo.” “But you aren’t a 
kangaroo,” said the squirrel. “I 
know it,” shouted the rabbit, 
still running, “but I can’t prove 
it.”—Newsweek. 

* * * 


NOW 
S10 
Remember? 


The Model T was nota fussy | NEW Jk 


car ... It had clearance, it | 
had guts and it enjoyed won- | SPATE 
derful health . . . Structurally aon 
it was carefree, for it didn’t 
give a hoot whether it was in 
high, low, neutral, reverse, or 
any combination of the four, 
and would leap joyously from 
one to another with unbeliev- 
able abandon and success.— 
E. B. White. 

* * * 

History will record this as_ | 
the period when the torch of 
free world leadership was held 
out to America as the one na- 
tion which could keep it alive 
among the smothering forces 
of darkness.” — Apia STeEvEN- 
SON, 


NATIONAL 
SAFETY 
CWNIL 








* * * 


Bargain Awaits 
It cost us far more today to 
tolerate unsafe and inadequate 
highways than it would cost to 


Factory Influence 


John Munn’s column on used-car 
overallowances interests me. 


put on factory influence. 


NEW MOTORING LAW 
IN FORCE FORBIDS 


W DRIVING 


THERE 1S 
A "SLOW" 
ANP A "SLOW" 


‘Merchandising ...... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. 





BIG AR MAKER GIVES 
52 REASONS FOR US 
70 USE OUR AVTOS 
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Address Editor, Automotive News, Detroit 26, Mich. 





cisease is to attack at the source. 
—EASTERN DEALER. 


* * * 


Too little emphasis, however, is |Launderers Reply 


The Institute of Industrial Laun- 


finance a road system which 
would eliminate the economic 
losses and accident penalties 
resulting from lack of needed 





In my opinion, the greater ma- | 4erers, consisting of more than 140 
jority of dealers can and want to | industrial launderers coast-to-coast, 
be sound merchandisers. But under | has just concluded a thorough in- 


road improvements. — James 


Cope, vice - president, Chrysler a chance. a. 
Corp. Even today, as part of its) 
* * «* program, a major factory is recom- 


mending, yes RECOMMENDING, | 


Stull Under Control 


An economy operating at 
such a (near-record) pace is 
like an automobile being 
driven on the_ straightaway 
with the accelerator hard to 
the floor. It goes fast and it 
gets us there in a hurry. But, 
if anything goes wrong, things 
can also happen very fast.— 
James J. Nance, Packard pres- 
ident. 


sary in a competitive market, but 


how well you can afford it. 

You can enlarge on this negative 
approach and its effect. But until 
factories realize that automobile 
merchandising cannot be done at 
a prewar level, the dealer group 
will be fighting a losing battle for 
sound merchandising. 

The shortest cut to curing a 


10 Years Ago... 


The Big Story 


The threat to steel offered by light metals and plastics, which is 
said by many to be just over the postwar horizon, doesn’t worry 
Benjamin F. Fairless, president of U. S. Steel Corp. “Creating facili- 
ties doesn’t create a market,” Fairless said . .. All records for 
awards won under Oldsmobile’s employe suggestion plan were broken 
during June when war bonds with a maturity value of approximately 
$7,500 were presented to workmen for suggestions that improved the 
quality and quantity of war materials ... Value of total exports for 
the first four months of 1943 amounted to $3,438,000,000, a gain of 
more than 52 percent as compared with a four-month total of $2,- 
264,000,000 in 1942 . . . Production of 7,500 heavy trucks and 241 off- 
the-highway vehicles has been authorized by War Production Board 

. Competition between finance companies and banks in the 
purchase of consumer goods installment paper is expected in financial 
circles to be stronger, when civilian goods production resumes after 
the war, than it was in prewar days. 

—From the files of Automotive News. 





overallowances as not only neces- | 


factory pressures they don’t stand | Vestigation of market conditions in 


the Salt Lake City market. 


The investigation was the result 
of a story which appeared in the 
May 11 issue of the Automotive 
News, in which your Salt Lake 


| correspondent reported that a co- 


| 
| 
| 


| 


| 
| 
| 
| 
| 
| 


| 


| 


with tongue in cheek they show | Operative industrial laundry had 


been formed by automotive dealers 
in order to provide their own em- 
ployes with coverall laundering 
service. 

The article was a most dis- 

turbing one and we felt com- 
pelled to conduct a thorough in- 
quiry into the whole matter. 

Our investigation disclosed these 
important points: 

1. Established industrial laun- 
dries are not charging 85 cents per 
garment, as reported in the article. 
The current rate is 70 cents rental 
charges per week, per garment in 
Salt Lake City. 


2. The price for laundering gar- 
ments by the particular automotive 
cooperative laundry described in 
the article is 55 cents per garment 
and not 50 cents as stated. 


3. The article omitted to point 
out that, in addition to the 55 cent 
garment laundering cost, each 
customer, under the cooperative 
system, owns his own garments 
and has to buy new garments 
periodically to replace those which 
have worn out, or to outfit new 
employes. 

Each time such a replacement 
is made, either because of wear 
or labor-turnover, it costs the 

(Continued on Page 51, Col. 1) 
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THE HARD 


' PROSPECT 


TURNED 


SOFT... 


Dust 


ance renewal business. And he’s ready with a salvo of sales ammunition 


vhen the prospect needs softening. lJ N ly : R S A [ C | T 


if Dusty Motors, Inc. never overlooks the profitable Service Insur- 


‘Hello, Fred,” I say, as my prospect answers his phone, “this is 
Dusty. How’s the soft water business?” Fred travels for a water 
softener firm. 


‘“‘Hasn’t run into hard times yet!” quips Fred, pulling his usual 
joke. ‘‘What’s on your mind, Dusty?” 


‘Fred, I’ve been looking over my records and I see your Service 
automobile insurance is about to run out. Let’s be sure that car 
of yours is protected by the same policy you’re carrying now. 
That way you won’t run into trouble on the road one of these 
days and then find out you weren’t covered.” 


“Frankly, I hadn’t given it much thought, Dusty,” Fred says. 


‘‘Anybody who’s on the road as much as you are shouldn’t be 
without coverage,” I remark. 


‘*Yes-s-s,” he says too reluctantly to suit me. 


“Don’t you agree that the benefits of our insurance like Towing and Road Service 
can come in handy, Fred?’’, I ask, trying to smoke out his real objection to renewing. 


“That’s right, Dusty. But, you see, a fellow asked me the other day about taking a 
policy with him and I sort of thought I'd... .” he trails off weakly. 


“Since you’re going to get insurance anyway, Fred, let me tell you why Service 
insurance is your best bet,”’ I interject pleasantly. “In the first place it’s sold”by specialists 
—automobile dealers like myself who know what it takes to put a car in shape. Besides, 
the Service folks have always had a policy of arranging for factory-approved repairs.”’ 


‘I am pretty fussy about my car,” he admits. “I would want Mac out in 
your shop to handle the job.” 


‘Then suppose I see that your protection doesn’t lapse, Fred,”’ I ask a pay-off question. 
“Okay, Dusty,” says Fred, “‘Keep me on the books and send me a bill.”’ 





I couldn’t help thinking that prospects, like water, sometimes need a little softening. 


188 
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$8% Million-a-Day Discrimination . . . 


C of C Hits Unfair Tax 


On Auto, Truck Users 


WASHINGTON. — The U. S.| 
Chamber of Commerce charged 
last week that auto owners and 
shippers are contributing $8.5 mil- 





ment in special transport excise | 
taxes, most of which can be shown 
to be discriminatory. 

The daily rate is $1.5 million 
above last year and total receipts 
from the special taxes are ex- 
pected to top $3 billion for the 
first time in the fiscal year ended 
June 30. This represents a gain 
of $500 million, or 22 percent, 





Saving on Metals— 


Important savings in strategic materials | 
such as copper are made possible by 
use of a special iron-powder process in 
the manufacture of rotating bands for 90- 
millimeter shells by the Amplex division 
of Chrysler Corp. Two Oilite iron-powder 
rotating bands, such as those pictured, 
are used on each shell to assist the rifling 
inside the gun barrel in providing the 
spin necessary for range, accuracy and 
stability in flight. A. J. Langhammer, 
president of the division, estimates that 
for one million shells, 460,000 pounds of 
copper can be saved. 


Steel Sets Record 
Of 58 Million 
Tons in First Half 


PITTSBURGH. — With a record 
first-half production period behind 
them, steelmakers last week were 
looking forward to continued high- 
level operations for the remainder 
of the year. 


Despite labor negotiations and 
problems encountered in produc- 
tion, approximately 58 million tons 
of steel were produced in the six 
months ended June 30 as the mills 
operated at nearly 100 percent of 
capacity. 

The backlog or orders has been 
leveling off, and some plants have 
been able to round out their inven- 
tories. However, steel executives ex- 
pect the auto industry to maintain 
full production through the third 
quarter, and the steel plants to keep 
pace at about 90 percent of! 
capacity. 

Although the demand for all steel 
products apparently has not been | 
satisfied, the supply picture has 
brightened and clamor from buyers 
has eased. By the end of the year, 
some steel men predict that opera- 
tions at 85 percent of capacity, or 
even less, will be enough to match 
demand. 


Part of the reduced buying pres- 
sure may be attributable to clarifi- 
cation of the wage and price situa- 
tion, and confidence on the part of 
steel users that they will be better 
able to obtain adequate supplies 
when they need them without re- 
sorting to conversion steel or other | 


| 
costly sources. | 








Convention Plans 


Begin in Idaho 


over collections last year, the | 


chamber’s transportation depart- 
ment reported, 


, Largest share of the heavier tax | 
lion a day to the Federal Govern-| burden was borne by purchasers of | 
motor vehicles, who paid $280 mil-| 


lion, or 39 percent, more than they 
did in fiscal 1952. Total tax contri- 
butions for this group ran in excess 
of $1 billion. 


Users of motor vehicles also paid 
a major share of the increase in 
gasoline tax receipts of approxi- 
mately $200 million. This was 28 
percent greater than a year ago 
and brought the total to more than 
$900 million. 


Users of commercial transport 
facilities, according to the tabula- 
tion, contributed an _ estimated 
total of $740 million in special 
taxes on for-hire transportation. 
This was a 7 percent increase 
over last year. 


For the 1953 fiscal year, estimated 
excise tax receipts on motor vehi- 
cles totaled $1.01 billion, a 39 per- 
cent increase over last year; on 
gasoline $910 million, a 28 percent 
gain; on tires, tubes and auto ac- 
cessories $360 million, up 11 per- 
cent; on transportation of freight 
$450 million, up 8 percent; on trans- 
portation of persons $290 million, 
up 5 percent, and on diesel and 
lubricating oil $95 million, a decline 
of 7 percent. 


Dearing to Head 
Trans portation 


For Commerce 


WASHINGTON. — Effective Aug. 
1, Charles L. Dearing, long a staff 
member and research writer of the 
famed Brookings Institution, will 
become deputy undersecretary of 
commerce for transportation. 


The appointment was announced 
last week by Undersecretary of 
Commerce Robert B. Murray jr. 
Dearing has had broad experience 
in the field of transportation and 
is widely known in the auto in- 
dustry. 


In his new post Dearing will 
have direct supervision over the 
Commerce Department’s trans- 
portation studies leading to the 
formulation of Government-wide 
transportation policies and 
programs. 


Dearing is the author of two 
studies entitled “American High- 
way Policy” and “Automobile 
Transportation in the War Effort.” 

With Wilfred Owen, he wrote 
“The American Transportation 
Problem,” “National Transportation 
Policy” and “Toll Roads.” 

On _ several occasions, Dearing 
saw Government service on leave 
from Brookings. 








Used-Car Bulletin from Detroit... 


Latest Auction Prices 


(Aptco Auto Auction. Sale every Wednesday.) 


July 8 
(Not enough cars for the buyer 
crowd today. Bidding rapid and 
spirited. Sold 96 cars out of 127 
offerings.) 


BUICK — ‘53 Super 4-dr., $2,710*. ‘51 
RM 4-dr., $1,495*. '50 Special 4-dr., 
$990*, $1,010", 700, $910. ‘49 RM 
4-dr., $730*. 

CADILLAC — '52 (62) club coupe, §3, - 
400°. 

CHEVROLET ‘52 SL Deluxe 2-dr., 
$1,150, $1,265*. '51 SL Deluxe 2-dr., 
$990, $1,020, 2 at $1,015*; 4-dr., $1,- 
005; Bel Air, $1,200*. '50 SL Deluxe 
2-dr., $885, $665; club coupe, $775*; 
4-dr., $775; Bel Air, $1,020*. '49 SL 


Deluxe 2-dr., $600, $625, $745. 
CHRYSLER ‘51 Windsor 4-dr., 
210*. '49 Windsor 4-dr., $735. 
DeSOTO—'51 Custom 4-dr., $1,110*. 

Deluxe 4-dr., $750. 

DODGE—’50 Wayfarer 2-dr., 
Wayfarer 2-dr., 2 at $610. 
tom 4-dr., $495; 
coupe, $230. 

FORD—'53 conv., $2,060*. '52 Custom 
(8) 2-dr., $1,050; 4-dr., $1,565". '51 
Custom (6) 2-dr., $735, $815, $800, 
$785; Custom (8) 2-dr., $1,070, $1,- 
035; conv., $1,220, $885. '50 Deluxe 
(6) 2-dr., $609, $710, $640, $525. '49 
Custom (8) 2-dr., $620, $555, $605; 
4-dr., $565, $520, $450. 

HUDSON—’48 Super (6) 4-dr., $230. 

KAISER—’51 2-dr., $765*, $725; Henry 
J (6) sedan, $490. 

LINCOLN—’52 Cosmopolitan 4-dr., $2,- 
035*. 

MERCURY—'49 2-dr., $645. 

NASH—’'52 Rambler station wagon, $1,- 
055. °51 Statesman 2-dr., $750. ‘49 
Statesman 2-dr., $400. 

OLDSMOBILE "51 (88) 4-dr., $1,160. 
"50 (88) 2-dr., $990*. °48 (66) club 
coupe, $400. 

PACKARD—'51 4-dr., $1,350*. 

P LYM OU T H—’'51 Cambridge 4-dr., 
$935. °50 Deluxe club coupe, $650. '49 
SD club coupe, $615, $475; 4-dr., 
$590. '47 club coupe, $240. 

PONTIAC — '52 Catalina, $1,850*, $1,- 
810*. °51 Chieftain (8) 2-dr., $1,140. 
'50 Chieftain conv., $1,000*. '49 4-dr., 


$1,- 
"50 


$605. '49 
'48 Cus- 


Deluxe business 


$725. 

STUDEBAKER "50 Champion 2-dr., 
$550, $610; 4-dr., $400. '48 Champion 
4-dr., $300. 

WILLYS — '52 Aerolark 2-dr., 
’49 station wagon, $490. 


$1,195. 


| 





July 1 
(Prices down—but sale was fast. 
Sold 109 cars out of 149 offerings.) 
BUICK—’51 RM conv., $1,540*°. ’50 
Special 4-dr., 725, $960°; 2-dr., 
$905*; RM 4-dr., $945*. ‘49 RM 4- 
dr., $610; 2-dr., $620. ‘48 RM 4-dr., 
$460, $420, $350. 
CHEVROLET—'52 SL Deluxe 2-dr., $1,- 
225*. '51 SL Deluxe 4-dr., $1,010*, 


$910; 2-dr., $1,000, $900, $855; Bel 
Air, $1,285. ‘50 SL Deluxe 4-dr., 2 
at $800; club coupe, 2 at $700; SL 
Special 2-dr., $635. °49 conv., $775; 
SL Deluxe club coupe, $575; 2-dr., 
$510. 

CHRYSLER—’51 4-dr., $1,270*, $1,220; 
conv., $1,385*. 


DeSOTO—'51 Custom 4-dr., $1,060, $1,- 


170*. '50 Custom 4-dr., $870; club 
coupe, $785. ‘48 Custom 4-dr., $515, 
$505. 

DODGE—’51 Coronet 4-dr., $950. '50 


Wayfarer 2-dr., 2 at $715; Meadow- 
brook, 4-dr., $855. 


FORD—’52 Custom (8) 4-dr., $1,490*. 
’51 conv., $1,225*; Custom (8) 2-dr., 
$1,005*, $1,010*, $900; Custom (6) 
2-dr., $780. ‘50 Custom (8) 2-dr., 
$650, $705, $735, $510, $525; 4-dr., 
$725. °49 Custom (6) 2-dr., $500; 
Custom (8) 2-dr., $370, $470. 


KAISER—’51 4-dr., $965*; 2-dr., 


MERCURY — '51 conv., $1,225; 
$1,000. '50 4-dr., $880, $900; 
terey, $1,010. 

NASH—'52 Statesman 2-dr., $1,100; 4- 
dr., $1,275*. ‘51 Statesman 4-dr., 
$700. '50 Statesman 2-dr., $530. 


OLDSMOBILE—’52 (88) 2-dr., $1,775*. 
"51 (88) 4-dr., $1,235*. '50 (88) 4- 
dr., $930*. "48 (76) 2-dr., $440°. 


PACKARD—'51 (200) club coupe, $1,- 
350°; 4-dr., $1,130. 


PLYMOUTH—’52 Cambridge 4-dr., $1,- 
030. '51 Cambridge 4-dr., $850; club 
coupe, $810, $935, $770. '50 SD club 
coupe, $710; 4-dr., $750. 


PONTIAC—~51 Chieftain (8) 2-dr., $1,- 
325*. °50 conv., $1,135*. °49 SL (8) 
2-dr., $740*. °48 SL (8) 2-dr., $650. 


STUDEBAKER ~~ '52 Commander (8) 
club coupe, $1,190. °51 Commander 
(8) 4-dr., $775, $875; 2-dr., $710. '48 
Champion 4-dr., $390. 


$865. 


4-dr., 
Mon- 


*Indicates automatic transmission or overdrive, and (ps), power steering. 


Other Auction reports are on Pages 44-45-50 





DETROIT.—Largely neglected 
since 1940, community relations 
programs are an excellent means 
of building prestige and business 


Conn. Convention 


Slated Oct. 22 


HARTFORD, Conn.—The Con- 
necticut Automotive Trades Assn., 
Inc., has scheduled this year’s con- 
vention for Oct. 22 in Hartford. 

The convention committee will 
meet soon to approve the pre- 
liminary program, 

Chairman of the committee is 
Harold Nathanson, of Stamford. 
Members are Robert E. Wright, of 
Hartford; Edgar D. Williams, of 
East Haddam; Joseph S. Santin, of 
Mystic, and George A. Martin, of 
Greenwich. 





TWIN FALLS, Id.—Frank Bev-| 

ington, of Nampa, has been named | 

: : | 
ee Oe eee oe Dawson Gives Contest Aid to Veterans— 

Committee members appointed by Dawson Motor Sales (Packard), El Paso, Tex., recently sent part of its staff and 
President Charles C. Adams, of| several cars to William Beaumont Army Hospital, El Paso, to give 1,500 sick and 
Lewiston, to assist in planning the | wounded Korean War veterans an opportunity to compete in the Packard Invitation 
November meeting in Boise were) Month contest. Sammy A. Smith (center), of Dawson's, explains features on a Clipper 
N. C. Lodge, of Caldwell, and Mar-| to disabled veterans. The soldiers were given test drives, entry blanks and literature 
vin Peterson, Fred Lillge and Jack| to enable them to enter the contest. Hospital officials commended the dealership for 
Maxwell, of Boise. | contributing to the morale of patients. 





Bounty for Civic Service 


Walters Tells How Dealer Finds Sales Rising 
In Community Relations Venture 









for auto dealerships in a seller’s 
market, according to Fred J. 
Walters, marketing vice - president 
of Packard. 

In a letter to dealers, Walters 
cited public service activities car- 
ried out during June by a Pack- 
ard dealer in the Detroit area as 
an example of what one dealer 
was doing to rebuild his commu- 
nity relations fences. 

An almost immediate gain of 8 
percent in sales over the previous 
month was noted in the month fol- 
lowing several local community 
projects. The dealer estimated a 
permanent net gain of 2 percent. 
Cost was primarily in time and 
effort by him and his salesmen. 

In one of these projects, a drive 
for 500 blood donors in metropoli- 
tan Detroit’s lakeshore and east 
side areas, L. G. Davis, president 
of Grosse Pointe Packard, volun- 
teered the service of his dealership 
and turned over his showroom fa- 
cilities to the Red Cross and com- 
munity collection committee for 
two days. 

Packard cars were used to pick 
up donors at their homes and re- 
turn them following their donations. 
In addition, Davis offered a dinner 
to any person responsible for send- 
ing in five donors. He spent many 
hours at a registration booth in 
front of the dealership signing up 
more donors. 

Walters said many dealers had 
shied away from community serv- 
ice projects because the results 


of sales. 

Many local events offer prestige 
and sales possibilities, Walters said, 
listing these other projects under- 
taken by Grosse Pointe Packard: 

During June, Davis (1) enrolled 





1 Dealers Use Ad 


To Pay Tribute 
‘To Utica C of C 


UTICA, N. Y.—The Utica Auto- 
mobile Dealers Assn. employed a 
two-page newspaper ad recently 
to salute the Utica Chamber of 
Commerce for its work in building 
a better city and to tell the public 
something of its own aims and ob- 
jectives. 

The ad was captioned: “It’s nice 
to live in Utica—the city of happy 
motoring.” 

Copy read: “Hat’s off to the Utica 
Chamber of Commerce who de- 
serve congratulations for their fine 
service to Utica and vicinity in the 
past few years. 

“As part of our great democratic 
process and spirit, the automobile 
dealers of Utica and vicinity have 
joined together to work for a better, 
more enjoyable community. Indi- 
vidually, these dealers provide you 
with transportation, making it 
easy for you to do things you want 
and go where you wish. 

“One of the basic principles of 
the organization is community 
service. Working closely with the 
Chamber of Commerce when the 
need arises to transport visitors to 
the city, the members of the associ- 
ation make this principle work. 
Support for Chamber programs 1S 
provided in many ways by the in- 
dividual members besides partici- 
pation in association efforts to help. 





Chrysler Division 


Ups Gleeson 


DETROIT.— Appointment of Jack 
W. Gleeson as director of business 
management has been announced 
by C. R. Curtan, 
sales manager of 
the Chrysler di- 
vision, 

Gleeson, who 
has a broad back- 
ground in 
business manage- 
ment, including 
five years with 
General Motors 
Acceptance Corp. : 
and C. I, T. Corp., ' 
has been with 78k W. Gleeso 
Chrysler Corp. since April, 1942, 
when he joined the treasury de- 
partment. 

During this time he participated 
in a revision of the dealer account- 
ing system and in July, 1950, was 
transferred to the Chrysler division 
as a district manager. He was ap- 
pointed Memphis regional manager 
last November. 


‘Tall Tales’ Illustrate 


Role of Silicones 


MIDLAND, Mich.—America’s love 
for the “tall tale” has been utilized 
by Dow Corning Corp. to dramatize 
the myriad functions of its silicone 
products. 


In a neatly executed 10th an- 
niversary publication — “Tall Tales 
and Fabulous Facts” — Dow pairs 
traditional American whoppers 
with modern “tall tales” showing 
how silicones make practical what 
once was impossible. 














Plastic Rocket-—— 


This 1953 engine is a plastic model 
twice the size of the Oldsmobile high- 
compression power plant. It symbolizes 
more than doubled production of the 
engine compared with 1949, introductory 


his automobiles for disaster use and 
participated in a mock rehearsal; 
(2) gave a Packard to the commu- 
nity’s committee which welcomes 
new residents; (3) exhibited auto- 
mobiles in two charity fairs; © | vem of the rocket. H. N. Metzel, chief 
put cars with drivers in three char-| engineer of Oldsmobile, stands by the 
ity parades; (5) took an active part giant model. During the first six months 
in two comunity public service| of this year, 196,574 Rocket Oldsmobiles 
drives, and (6) spoke before two! were produced, or almost 8,000 more 
fraternal and business groups. than during all of 1949. 


were difficult to measure in terms 
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Daily ROP Color Rates 


Reduced 25% in 
The Philadelphia Inquirer 


Again, THE INQUIRER announces an important reduction in 


advertising rates for daily ROP color. New economies in 





mechanical processes make possible this second INQUIRER 
ROP color rate cut in two years. Now, at lower cost, you 
can get extra advertising results from color in The World’s 


Greatest Industrial Area—fast-growing Delaware Valley, U.S.A. 


Here’s how daily ROP color premiums have been 
reduced: 2 or 3 colors and black is now $600 
compared to the old premium of $800; 1 color and 
black $450 instead of $600. Daily color is available 


in full-page units. 
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Now you can make your advertising work even HARDER! 
Put it in color... in THE INQUIRER ... Philadelphia’s first 
newspaper. And remember, daily full color is EXCLUSIVE in 
THE INQUIRER in Philadelphia. 
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Now in its 20th 
Consecutive Year of Total 
Advertising Leadership + ° ® 
Constructively Serving the World’s Greatest Industrial Area 
Exclusive Advertising Representatives: 
ROBERT T. DEVLIN, JR. EDWARD J. LYNCH GEORGE S. DIX West Coast Representatives: FITZPATRICK & CHAMBERLIN 
342 Madison Ave., N.Y.C. 20 N. Wacker Drive, Chicago Penobscot Bidg., Detroit 155 Montgomery St., San Francisco 1127 Wilshire Boulevard, Los Angeles 


Murray Hill 2-5838 Andover 3-6270 Woodward 5-7260 Garfield 1-7946 Michigan 0259 
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AUTOMOTIVE WASHINGTON 
Spending for Highways 
Steadily Increasing 


By William Ullman 


Washington Correspondent 
r ie U. S. Bureau of Public Roads reported last week that 
preliminary estimates for 1952 and 1953 indicate that 
total expenditures for highway purposes are steadily in- 
creasing. No spectacular increases are noted, but the annual 
expenditures for all items are larger than corresponding 


with $4,541 





+> 


expenditures for pr ay ious /1953, as compared 
years, the report said. [million in 1951 


Total expenditures are | The major portion of the esti- 
mated at $5,014 million in 1952 and | mated rise in total expenditures is 





predicted to be $5,453 million in|accounted for by capital outlay, | 





Wheels, Brakes, Hubs and Drums. . 


| ; na a ‘ 
which will increase from $2,548 mil- 


lion in 1951 and $2,913 million in 
| 1952 and to $3,243 million in 1953. 

Estimates of 
| highway revenues 
| for 1952 and 1953 
jindicate_ sub- 
| stantial increases 
in Federal funds 
}and in highway- 
juser imposts. 
Federal funds for 
each of these two 
years will consti- 
tute 11.3 and 12.0 
| percent, respec- 
tively, of total es- 
timeated revenues, compared with 
10.8 in 1951. 

Highway-user imposts continue 
to be the largest single source of 
highway revenue, representing 58.7 
percent of the total available reve- 
nue in each of the years 1952 and 
1953, compared with 58.2 in 1951. 


Toll receipts are shown to be a 


William Ullman 





KELSEY-HAYE, 
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relatively small part of total esti- 
mated revenues but are rapidly 
increasing and are expected to 
exceed $200 million in 1953, 48 
percent greater than in 1951. 
BPR estimates that total 
way debt outstanding will increase 
by $1.5 billion between 1951 and 
1953. Huge borrowings for toll 
| facilities have swelled this total, 
| which is expected to reach a record 
|high of $6,475 million at the end of 
}1953. Of this amount, slightly over 
1$2 billion is for toll facilities, ac- 
|cording to the report. 


* * * 
Toll-Road Aid Sought 
PPEARING before the roads 
subcommittee of the House 


Committee on Public Works, Lt.- 
Gen. Eugene Reybold, executive 
vice-president of the American 
Road Builders Assn., testified that 
the “time has come for the 
liberalization of Federal laws pro- 





. also Parts for Farm Implements and Aircraft 


KELSEY-HAYES WHEEL COMPANY 


DETROIT 32, MICHIGAN 


PLANTS IN DETROIT AND JACKSON, MICHIGAN; McKEESPORT, PA.; 
LOS ANGELES, CALIF.; DAVENPORT, IOWA; WINDSOR, ONTARIO, CANADA 
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Kansas Group Notes 


Loss of 36 Dealers 


TOPEKA. — Thirty-six dealers 
who were members of the Kansas 
Motor Car Dealers Assn, in 1952 
are now out of business, Frank 
McDowell, chairman of the mem- 
bership committee, has reported. 

McDowell, reporting to the ex- 
ecutive committee last week on 
this year’s membership drive, said 
35 additional dealers had been 
enrolled, Present total member- 
ship, he said, is 1,028. 





|hibiting the use of Federal-aid 
funds for toll-road construction.” 

| He urged the integration of 
| major toll highways with the 
national system of interstate 
highways. ARBA, he said, ad- 
| vocates a modification of Federal- 
| aid laws in such a manner as to 
permit the limited application of 
| Federal funds for toll-road con- 
| struction. 

Reybold’s testimony was related 
to a bill introduced by Senator 
|/Prescott Bush, Connecticut Re- 
| publican, which would permit the 
| expenditure of Federal-aid funds 
|for toll roads. 

* * * 


\Red Tape Slashed 

| CCORDING to the 
| Chamber of Commerce, 
businessmen who have had de- 
j|fense contracts since June, 1950, 
agree with President Eisenhower 
that there have been too many 
lemergency defense agencies per- 
| forming services which were either 
| wasteful or duplicated. 

| The initial step toward bring- 
ing some semblance of order in 
| the industrial mobilization 
| picture came June 12 when the 
| President’s Reorganization Plan 

No. 3 became law. This plan 

created a permanent agency, the 

Office of Defense Mobilization, 

and transferred to it the 
| functions of the chairman of the 
| National Security Resources 
| Board. The latter was abolished. 
The prime feature of Plan No. 3 
jis that ODM, as a_ permanent 
j;agency, will be responsible for the 
|programs of the present defense 
| mobilization effort and will also do 
jthe planning for any future 
emergencies. ODM also has been 
| given responsibility for the stock- 
| piling of strategic and critical ma- 
terials. 

Assigning stockpiling functions 
|to ODM may be said to indicate an 
|awareness that the _ stockpiling 
| program is not an isolated activity, 
|but should be carried out in con- 
|junction with other _ industrial 
{mobilization programs. Actual 
| purchasing of stockpile materials 
| will still be carried out by the 
| General Service Administration. 

* * * 


More Controls Eased 
HE Government last week an- 
nounced removal of allocation 
|} control over molybdenum, columbi- 
um-tantalum and cobalt. The action 
leaves only nickel under complete 
control. 





Uv. S 
most 


* * a 


Mail by Motor 


| HE Post Office Department re- 
| portedly is planning to transfer 
additional amounts of mail hauling 
from the railroads to trucks and 
buses. 

Postmaster General Arthur Sum- 
merfield has complained that re- 
ductions in passenger train 
schedules have “indirectly caused 
deterioration in mail service.” 

* ca a2 


Murchison Joins FTC 


AUTO industry officials will be in- 
terested to learn that Edward 
Howrey, chairman of the Federa! 
| Trade Commission, has appointed 
|David C. Murchison as his lega 
| advisor and assistant. 

Murchison last year was head 
of the legal staff of NPA’s motor 
vehicle division and became well 
known to auto officials during 
hearings on the Ford Motor Co. 
challenge to the NPA percentage- 
of-industry formula. 

| He represented NPA before the 
|Government appeals board. Late! 
| he went to the Small Defense Plants 
| Administration as associate genera 
counsel. 

Murchison’s work with the NPA 
motor vehicle division gained him 
many friends and admirers for his 
fairness and competence. 
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~ Only Dodge Offers 
“May Dealer Profits 


From a Single Sales a: 


















TRIPLE-DECKED LINE 


1 DODGE action-built CARS... take the measure of all “eights”. 
2 PLYMOUTH .. . 3rd largest selling car in America. 


3 DODGE “Job-Rated”’ TRUCKS .. . meet 98% of all hauling needs. 





a ae a 
-— * — 


TRIPLE TIE-IN AGREEMENT 


Dodge dealers profit from the sales of ‘‘all three’—the only profit 
opportunity of its kind in the auto industry. 


TRIPLE-CHECKED ADVANTAGES 


1 A single overhead for “all three” . . . reduces operating cost 
. . . raises net income! 





2 Helpful field force . . . assists in dealer effort. 


3 Sales-building factory aids . . . available for selling, merchan- 
dising, training ideas. as ae 
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Compares Battery Construction Costs— 


This chart was used by lL. E. Wells, chief engineer of Electric Storage Battery Co., 
at the recent Society of Automotive Engineers summer convention to demonstrate cost 
factors involved in producing six and 12-volt automotive batteries. Wells said the 
larger number of plates, separators and other components required in 12-volt batteries 
will substantially increase battery costs if the 12-volt unit is adopted throughout 
the industry. 


160 H. P. 
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N. Y. Bank Reports... 


Business 


NEW YORK.—Except for a dip 
in production during the vacation 
period, there are no signs yet of a 
slackening in business activity, the 
| National City Bank of New York 
| observes in its Monthly Letter. 


June was a period of good 
trade and industrial reports, with 
business in general holding the 
high plateau of the past six 
months, the bank said, and des- 
pite widespread feeling that this 
record - breaking activity repre- 
sents the top of a boom, there 
are few signs that any great fall- 
ing off is imminent. 

Vacation shutdowns will reduce 


Sander Named Trustee 


CINCINNATI.—W. J. Sander, of 
Cronin Motor Co., has been ap- 
pointed to serve the unexpired term 
of William J. Fuller jr. as trustee 
representing the Ford line on the 
board of trustees of the Cincinnati 
Automobile Dealers Assn. Fuller 
resigned because he is no longer 








active in the retail automobile busi- 
ness, officials said. 


1953 





Activity Holding Up 


industrial operations during July, 
the report said, but regardless of 
this temporary influence, curtail- 
ment in consumer durable goods, 
including automobiles, 
as time passes, and is already ef- 
fective to a modest extend in a few 
lines. Order books in most in- 
dustries, the report said, are well 
filled. 


“If new business is a little slower, 
the slackening seems neither sub- 
stantial nor significant, the report 
said, because most merchandise 
markets’ supply and demand are 
well balanced. Buyers are not 
lengthening commitments or build- 
ing up inventory alarmingly, but 
are taking a conservative view in 
regard to staple goods and ma- 
terials, the bank said. 


International developments, 
pointing toward a Korean truce 
and some easing of the tensions 
of the cold war, have had a 
prominent place in the business 
picture, with market sentiment 
being uncertain and cautious in 
the belief that Government de- 


is expected: 


mand for goods and services may 
slacken, it was said. 

Although the best estimates of 
defense expenditures indicate that 
the effects of retrenchment cannot 
be pronounced for some time, ob- 
servers believe that defense re- 
quirements will hold near presen‘ 
levels for another nine or 12 
months, the report said. 


A better understanding of credit 
policy, with correspondingly less 
apprehension of a squeeze on trade 
and production, is likely to prevail 
in the future, the bank said, “How 
ever, sentiment should not swing so 
far as to assume that a tendency 
toward excessive credit expansion 
would not be met by appropriat« 
restrictive measures,” it said. 


Willys Car Sales 
Double in First 
Four Months 


TOLEDO. — Sales of Willys cars 


——jincreased 100 percent in the first 





FIRE DOME V-8 and POWERMASTER SIX 





four months of 1953 in comparison 
with the corres- 
ponding 1952 pe- 
riod, Gerry E. 
Lyons, sales vice- 
president, report- 
ed last week. 

Dealers regis- 
tered 18,892 new 
Aero Willys cars 
in the first four 
months of this 
year, he stated, 
as against 9,434 
last year. 

In a survey of dealers to deter- 
mine factors responsible for the 
sales jump, Lyons said he was in- 
formed that verification by present 
owners of this new car’s gasoline 
economy was one of the most im- 
portant point-of-sale elements. 

“Some of our best selling is being 
done for us by word-of-mouth re- 
ports by owners who have obtained 
up to 35 miles to the gallon with 
overdrive,” Lyons said he was told. 

Many dealers reported to him, he 
said, that women drivers were im- 
pressed by the ease of handling the 
Willys in congested shopping areas, 
commenting that all four fenders 
were visible to the driver. 





G. E. Lyons 


Pontiac Output 
Of °53s Reaches 
Record 268,614 


PONTIAC.—Pontiac’s production 
of 1953 models through June estab- 
lished an alltime record, R. M. 
Critchfield, general manager, dis- 
closed last week. 

According to Critchfield, 268,614 
| cars were built, exceeding the pre- 
vious high of 264,092 units produced 
through June, 1950. Pontiac’s 1955 
models were introduced last Dec 
6, and the 1950-model announce- 
ment date fell on Nov. 28, 1949. 

The new record was achieved, 
Critchfield said, in spite of ma- 
terials restrictions in the early part 
of the year and while Pontiac was 
carrying out contractual obligations 
on four defense projects. 

Employment at Pontiac also is at 
an alltime high, with more than 
18,000 employes on the rolls, Critch- 
field said. 
| He added that demand for the 
1953 car remained “very strong” 
|and that dealers in nearly every 
{section of the country reported a 
| continuing shortage of all models. 


Reo Takes Over 


‘Autocar Branch 


| LANSING.—Reo Motors last wee 
{announced purchase of the former 
|Autocar branch in Worcester, 
Mass., as part of expanded activi- 
|ties in the New England area. 

The Worcester operation will be 
under the jurisdiction of Reo’s Bos- 
ton branch managed by T. W. Pau’. 

Local Autocar personnel will b° 
retained in the Worcester outle'. 
headed by A. B. Whitlock as resi- 
dent manager. Reo will continue tv 
service Autocar trucks and hand]: 
Autocar parts for the Worceste: 
territory. 


} 
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Can you find the 
Chevrolet *“‘salesman” 


hidden 


in these pictures? 






















No wonder these people look happy. They ¢hivk they’re getting 
away from it all. They aren’t. Not quite... 

They’re not getting away from Chevrolet. And if you are a 
Chevrolet dealer they’re not getting away from you. Why not? 
Because whether they’re off on a weekend or just loafing at home, 
Chevrolet is putting a “salesman” right in that picture. . . all 
weekend long, all summer long. 

That’s right, that radio is a Chevrolet “salesman.” Right now 
Chevrolet is sponsoring a weekend avalanche of newscasts over 
ABC Radio ... 12 on Saturday, 12 more on Sunday, every 
weekend as long as the summer lasts. 

That’s 24 chances for motorists to hear your selling story. 
24 chances to uncover prospects you might never find yourself. 
Just think what these weekend sales talks are going to do for 
your weekdays! 

NOTE: If you are a manufacturer, this is only one of several 
smart summer “buys” to be found on ABC Radio. Why not let 
us make some suggestions? 






ABC RADIO NETWORK 


American Broadcasting Company 
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Ford Dealers’ Council Meets with Dearborn Executives— 


Reports of progress made by the Ford division and its plans for the future are being carried back to the nation's 6,400 Ford 
dealers through a series of meetings conducted by members of the national Ford dealers’ council. Above, council members pose 
with top Ford executives at division headquarters in Dearborn. 

In the first row (from left) are Raymond A. Pankopf, Pittsburgh; A. C. Baltes, Forest Lake, Minn.; L. D. Crusoe, general man- 
ager of the Ford division; C. F. McClure, St. Louis; L. W. Smead, general sales manager; Walker A. Williams, Ford Motor Co. 
sales and advertising vice-president, and Charles A. Cronin, Cincinnati. 

Second row: E. L. Hicks, Charlotte, N. C.; Frank J. McGinnis, manager of advertising, sales promotion and training; M. B. 
Wilson, Smithfield, N. C.; E. A. Kinsel, Beaumont, Tex.; H. M. Skaggs, Dodge City, Kans.; W. G. Stoddard, Spokane, and Peter 
Van Otten, Tooele, Utah. 

Back row: Harold W. Brown, Naugatuck, Conn.; C. J. Seyffer, manager of sales administration; J. E. Clune, Traverse City, Mich.; 
C. E. Bowie, manager of product sales and service, and Larry Doyle, Ford Motor Co. sales and advertising manager. 





OVER 
HEAD 


CAR WASHER 











Letter to Salesmen 
By John O. Munn 


Dear Son: 

THE PURCHASE of an 
automobile usually repre- 
sents the greatest outlay 

of cash that the 

NO.7 average citizen 

INA 

series @ver makes, ex- 

cept for his home. 
Therefore, to the buyer of 
a new car, the transaction 
is an important event of his 
life. Any automobile is a 
marvelous mechanical con- 
trivance. It is expertly de- 
signed and built by modern 
methods with materials 
that fit each need. But ev- 
ery new car, as it comes 
from the factory, needs ad- 
justment and preparation 
for delivery to each owner. 

The factories depend upon 





@® WEAVER wiomatic 


quickly gives a thorough wash, with 4 rinses 
--- yet uses less than 15 gallons of water 


You gain these important features with 
a Weaver Automatic Car Washer. 


“Weaver-Gloss” detergent needed per job. Wash- 
er automatically shuts off detergent during rinsing 


cycle. Gives 4 Clear-Water Rinses. Stops automati- 


1. AUTOMATIC CYCLING INCREASES PRODUCTION 


2. NO BOOTS OR APRONS NEEDED. No excessive misting 6. 
or sploshing 


ally. 


HANGS FROM CEILING — leaving floor space unob- 
structed for other services when washer is not in 


3. EXCLUSIVE Non-Corrosive ‘Spray Arch” contains use. 
clog-resistant nozzles — dispenses both the deter- 7. EASY ON ELECTRICITY — the power used is so slight 
gent ond water at constant pressure. that the ordinary 110-volt wall outlet is adequate. 
4. USES LESS WATER — less than 15 gallons required 8. “SPRAY ARCH” MADE OF ALUMINUM. 
for a complete wash — approximately one-half as 9. MODERATELY PRICED — only $825.00 complete. 


much as some others. Does not require large inlet 
pipes or storage tanks. 
5. USES LESS DETERGENT — only % to 2 ounce of 





For additional information, consult your 
Weaver jobber or write us for Bulletin AN-710 


Weaver Manufacturing Co., Springfield, Illinois, U.S. A. 


SERVICE SHOP EQUIPMENT 


Complete line includes—Twin Post Lifts. .Unit Lifts..Wheel Alignment Equipment..Headlight Testers 
--Brake Testers..Wheel Balancing Equipment ..Jacks..Wheel Dollys..Car Washers... Air Compressors. 


dealers to “make ready” the 
car so it can live up to the 
manufacturer’s ideals and to 
the owner’s expectations, The 
thoroughness of the dealer’s 
make-ready largely determines 
the satisfaction the owner will 
get from his vehicle. The lack 
of make-ready is very apt to 
result in expensive mainte- 
nance for the owner during 
the years he drives it. 

When the dealer gives 
the new car but “‘a lick and 
promise,” he might save 
money for himself, but it 
certainly will cost the own- 


er much in the long run. 
* * * 


A DEALER, to be suc- 
cessful long, must assure 
his customers satisfaction 
after they buy. This means 
not only a good thorough 
make-ready but the em- 
ployment of the best me- 
chanics and the finest 
equipment for serving the 
car owners promptly, intel- 
ligently and economically. 

Factories consider this make- 
ready important. They are very 
sensitive that dealers follow 
the suggested delivery price, 
but during the entire history 
of the industry they have 
never questioned dealers’ 
make-ready charge. While the 
charge is small, the work is 
most important. 

Unless it is properly 
done, any over-allowance 
on the used car is washed 
out rapidly. Failure in a 
thorough make-ready re- 
sults in the so-called ‘‘lem- 
ons” that operate so un- 
satisfactorily in many 
territories. 

oe oe * 

THE UNFORTUNATE 
part of it is that the buy- 
er never knows the make- 
ready has been skimped 
until it is too late. That 
proves a point. All cars 
are virtually the same when 
they leave the factory as- 
sembly line, but there can 
he a great difference when 
they are delivered to the 
customer. The allowance on 
used cars is not always the 
same from several dealers. 
This is true, too, because 
there is a great difference 
in the quality of the used 
car, as well as in the qual- 
ity of the dealer. 

The substantial dealers 
realize, if they expect to 
remain in business, they 
must assure their custom- 
ers satisfaction in owner- 
ship, and it requires a fair 
profit to do so. 

There always has been and 
always will be a type of dealer 
who enters the business for a 
quick profit from gullible cus- 
tomers. His stock in trade is 
to try to get the buyer to feel 
he is getting something for 
nothing. In the end, the pur- 
chaser pays, and this type of 
dealer fades out of the picture. 

So, every automobile 
salesman who has his own 
future, the future of his 
dealer and the interest of 
his customers at heart, has 
a duty to point out to each 
customer that the name 
over the dealer’s door 
means as much to the cus- 
tomer as the name on the 
car. 


Cordially yours. 


Dad 
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itle Insurance boosts volume 


or Auto 
Auction Owners ! 
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Your volume climbs when you guarantee your customers clear 
titles to every automobile they buy at your auction. And you 
do just that with LOW-COST Fidelity Title Insurance! 
Now, for the first time, you protect your customers from losses g 
through title invalidity due to: 
ior existing lien 
Prior existing lens Cofield Auto Auction Boaz, Ala. Mon. 
Prior existing chattel mortgages Columbus Auto Auction 2603 Cusseta Road, Columbus, Ga. Thur. 
Sealen eutomebiios Dixie Auto Auction Sales 217 Gadsden Road, Birmingham, Ala. Mon. 
Dixie Motors Auto Auction 718 Angier Ave., Atlanta, Ga. Tues. & Fri. 
Fraudulently possessed automobiles Maney Auto Auction Jordan Lane, Huntsville, Ala. Fri. 
Montgomery Auto Auction 729 .N. Court St., Montgomery, Ala. Wed. 
We urge you to study this LOW-COST title protection NOW. Slaton Auto Auction #1 U. S. Highway 11, Cleveland, Tenn. Wed. 
You'll see how it elevates your volume by delivering complete Southern Auto Sales Rt. 5, Bx. 163, Warehouse Point, Conn. Wed. 
a> 
protection to your customers. You’ll learn that it costs only Middle Georgia Auto Auction Eastside Highway, Macon, Ga. Wed. 
a tiny fraction of its value. And only Fidelity writes it. 
Call, write, or wire TODAY for full details. 
204 Stahlman Building, Nashville, Tennessee. Phone: 5-4101. 


OF TENNESSEE 
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Sales Conditions in Various Areas... 


Auto Market Reports 


Denver 

Sale of new cars in the Denver} 
market continues to show an in- 
crease over last year. 

In May local dealers sold 1,563 
new cars as compared to 1,150 dur- 
ing the same period last year. Dur- 
ing the first five months of this 

year dealers sold 6,126 new cars. 
During the same period of 1952 the 
number was 4,187. 

Chevrolet again led the field 
with 377 cars. Ford retained 
second place with 257. Pontiac 
stepped into third with 137, Other 
makes follow: Buick, 119; Plym- 
outh, 114; Oldsmobile, 109; Mer- 
cury, 89; Dodge, 68; Studebaker, 
48; Cadillac, 35; Nash, 35; Chrys- 
ler, 34; Hudson, 32; Lincoln, 26; 
DeSoto, 25; Packard, 22; Willys, 
15; Kaiser, 6; Henry J, 5; MG, 5; 
Rover, 2; Hillman, 1, Porsche, 1, 
and Siata, 1. 

Truck sales by make were: Chev- 


13; GMC, 11; Divco, 5; White, 5; | 
Fruehauf, 2; Studebaker, 2; Willys, | 
2; Essick, 1; Reo, 1, and Winter 
Weiss, 1. 

Used-car sales are reported good. 
Stocks, however, are much larger 
than they had been and there is 
a wide variety from which to 
choose.— (Ira R. Alexander.) 

+. * aa 


Cleveland 


Sales of both new and used cars 
dropped during the third week of 
June, with indications that June 
sales will fall behind the same 
month a year ago. 

In new-car sales, total turnover 
for the seven-day period ended 
June 27 reached 1,545, or 200 under 
the same period a year ago, Used- 
car sales of 1,863 were sharply 
under the 2,245 of a year ago. Only 
new-truck sales, at 116, were above 





| rolet, 65; International, 38; Dodge,|the 98 of the same June period of 


1952. 


Commenting on new-car sales, 
the Federal Reserve Bank of 
Cleveland made this mid-month 
observation: 

“Dealer deliveries numbered 1,- 
554 cars, an 11 percent gain over 
the sales rate of the first two weeks 
in June. Nevertheless, sales of new 
cars so far this month are running | 


average, whereas an estimate of | 
the postwar seasonal movement in| 
this series indicates a 9 percent 
advance between May and June.”— 
(Sanford Markey.) 

* * 


* 


Pittsburgh 
Aggressive new-car dealers in 
Pittsburgh apparently are getting 
along fine. They are working a 
little harder, but business is there 
for those who look for it. “My 
greatest difficulty,” said one sales 


L-O-F Super:Fine Fiber’Glass is installed 
throughout modern cars to greater 
senger comfort and safety. Super-Fine is highly 
efficient sound and thermal insulation. 


rovide greater pas- 


Your tinal step in muting 
high-frequency engine noise! 


The successful effort to quiet an engine begins with 
attention to moving parts, and ends with a blanket of 
L-O-F Super-Fine Fiber-Glass installed under the 
hood and on the fire wall. There are few owner satis- 
factions to compare with an engine that never speaks 


above a whisper. 


Inherently suited to those applications, L-O-F 
Super-Fine muffles high-frequency engine noise, tire 
whine, airstream whistle, helps block heat passage 
into car body. The glass fibers resist fire, oil, grease and 


most acids. 


Other applications of L-O-F Super: Fine Fiber’Glass 
—liners in roof, under package trays, on dashboard— 


further support 
tomers engines t 


Super: Fine is easily handled, 





“Reports say that the auto busi- 
ness is bound to be good this 
17 percent short of the weekly May| year. So it won’t matter what I 


do!” 





manager, “is getting salesmen to 


leave the showroom.” 


Used-car dealers are learning 
they cannot sell cars, just make 
their overhead and still stay in 
business. Dealers who have given 
too much for the tradein don’t 
feel it at first, but when they 
have held used cars for a time, 
haven’t gotten their price and 
have lost several deals in the 





our continuing effort to offer cus- 
t speak only in whispers and auto 
bodies that offer increased passenger comfort. 

On your production lines, featherweight L-O-F 


quickly applied without 


lost motion. Of course, it almost goes without saying 


that you can depend on Libbey-Owens:Ford, with 
its long automotive experience, to deliver top-quality 
Super: Fine Fiber-Glass right on schedule. 

For further information, call L-O-F’s Detroit office, 


610 Fisher Building, TRinity 5-0080. Or write Libbey: 


Owen:Ford Glass Company, Fiber-Glass Division, 573 
Wayne Building, Toledo 3, Ohio. 


LIBBEY-OWENS-FORD GLASS COMPANY 
FIBER-GLASS DIVISION 


FIBERGLASS 








attempt, they figure they are 
better off to take less. 

The independent used-car dealer 
who has been buying from new-car 
|dealers now is having a more dif- 
| ficult time. 

In the week ended June 20, 
business in general in the Pitts- 
burgh district rose to its best level 
since the middle of March, accord- 
ing to the Bureau of Business Re- 
search of the University of Pitts- 
burgh. Most of the increase was 
accounted for by a rise in the ad- 
justed volume of trade. Industrial 
production and freight shipments 
were about the same as in the pre- 
ceding week. 

The bureau’s seasonally ad- 
justed index, increased from 193.4 
percent of the 1935-39 average in 
the week ended June 13 to 199.7 
in the week ended June 20. It 
was 191.7 a month earlier and 
|197.9 for a corresponding week in 
April. 

Department store sales decreased 
from the June 13 week, but the 
drop was far less than seasonal. 
New-car registrations were up ap- 


preciably.—(Leon M. Leffingwell.) 
© * * 


Arizona 

Both new and used-car sales in 
Arizona have reached their highest 
level in three years, according to 
reported figures. 

Despite a slack in May, total 
sales for the first five months of 
this year totaled 32,463, compared 
to 26,522 for the same period last 
year, 31,328 for 1951 and 31,958 for 
1950. 

New cars sold during the 1953 
period totaled 12,934 and used-car 
|sales reached 19,529. 

A breakdown of sales follows: 


New-car Sales 





First 5 Months Entire Year 
1950 12,449 33,736 
; 1951 11,673 28,317 
1952 9,640 24,559 
1953 | eileen 
USED-CAR SALES 
First 5 Months Entire Year 
1950 19,509 46,277 
1951 19,655 51,528 
1952 16,882 46,853 
1953 eee) a CC euabainias 
—(Kay Travaini.) 
oa * x 
Cincinnati 


New-car sales in Hamilton 
County (Cincinnati) hit a monthly 
nigh tor the year during May and 
continued strong in June, but the 
final figure for that month was not 
availabie as this was written. 

The May total of 2,768 units 
| topped a previous high of 2,721 
recorded during March. Five- 
month totals showed this year 
with 12,253 new-car sales as 
| against 9,186 for the same period 
| of 1962. 
| Used-car sales hit a respectable 
| 3,931 figure during May, compared 
| with 4,308 units in March and 3,793 
| in April, but lots all over the city 
| still were full of good buys in all 
makes and models. For the year, 
| however, 1953 was running behind 
on a five-month basis, with 18,433 
sales for the period as against 19,- 
151 for the first five months of last 
year, 

New-truck sales slid off during 
May to 253 after a good April show- 
ing of 301 units. On the five-month 
basis, 1953 was slightly ahead of 
last year’s total, 1,303 to 1,257. 

New-car registrations by make 

during May were: Chevrolet, 607; 

Ford, 485; Plymouth, 316; Buick, 

256; Oldsmobile, 194; Pontiac, 

195; Mercury, 109; Dodge, 146; 

Nash, 80; Chrysler, 81; DeSoto, 

54; Studebaker, 94; Cadillac, 40; 

Packard, 32; Hudson, 21; Lincoln, 
223 Kaiser, 7; Willys, 15; Henry 
J, 33 MG, 2; Jaguar, 1; Hillman, 

1, and Porche, 2. 

Used-car registrations by make 
included: Buick, 381; Cadillac, 54; 
Chevrolet, 696; Chrysler, 136; De- 
Soto, 80; Dodge, 195; Ford, 614; 
Henry J, 14; Hudson, 120; Kaiser, 
44; Lincoln, 25; Mercury, 148; Nash. 
146; Oldsmobile, 318; Packard, 57, 
Plymouth, 412; Pontiac, 291; Stude- 
baker, 129, and Willys, 26.—(Emery 
Bacon.) 

+ = * 


Springfield, Mass. 
The advent of summer finds used- 


car lots in and around Springfield. 
Mass., loaded, with the result that 
some dealers are trying to find new 
sales techniques to lighten their in- 
ventories. 

The “prices slashed” line is not 
doing the job. People read the 
advertisements, compare notes 

(Continued on Page 40, Col. 3) 
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lt is no longer necessary to lift the foot and exert leg 
power pressure to bring your car to a stop. With the 
Bendix Low Pedal Power Brake on about the same level 
as the accelerator, an easy ankle movement, much like 
working the accelerator, is all the physical effort re- 
quired for braking. And by merely pivoting the foot 
on the heel, shifts from "go" to “stop” controls are 
made in far less time. 


keotube! 

OA ts - 

CSUEL: MORE DRIVING COMFORT, LESS 
FATIGUE AND GREATER SAFETY. 


Bendix . 
| Products —— TT 


WIKI 


MOST TRUSTED NAME IN BRAKING < 
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FOB FACTORY 
Dilemma on Machines 


Faces Auto Plants 


IGH-PRODUCTION industries such as auto manufactur- 





ing are caught between the urge to adopt latest ad-| 
vances in new equipment and new control methods and the | 


equally important necessity of holding back sufficiently to 
see whether these new manufacturing techniques can _be 
adapted economically tof——— oe 





whatever changes in product | engineers think the system of con- 
design the future may bring. 
It isn’t easy to decide just where 
to draw the line, no matter how 
progressive an executive or an 


tinuous conveyors feeding more-or- 
less standard machine tools may be 
replaced by vastly more complex 
machines performing a wide varie- 


ty of operations without the ne- 


Considerable emphasis is being ar p. a2 pe pe 


given to the elimination of eae 
handling of parts and materials. |P°'UOMME. | 


This i bably th f- 
— oo cmt en |foeals More Power ful 


fective route to reduced pro- 
duction costs available today. IKE modern cars, machine tools 
are becoming more powerful 


Much progress has already been 
every day. With increased power, 


made, but the auto industry is 

still working on the more obvious | these latest machines can perform 
possibilities. Much remains to be | several operations simultaneously. 
In most the machines in use now, 


done. 
Ultimately, lack of power effectively limits the 


engineer may be. 





for example, some 








Converter is easily adapted to most 
power units. Made almost entirely from 
stampings for low-cost production. 





minutes: of machining time were 
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Ford Folk Feted in Kenees City— 


Dealers and their parts and service managers, numbering 350 and representing 
more than 200 Ford dealerships in western Missouri, Kansas and northern Arkansas, 
recently attended a parts and service sales jamboree in Kansas City. The group is 
shown at a luncheon at the Ford division's Kansas City aircraft plant, which is 
building wings for the B-47 Stratojet bomber. Tours of both the aircraft and assembly 
plants preceded dinner in a downtown hotel. The jamboree was held for winners of 
a contest supervised by Ford's Kansas City district sales office. 


required. This single machine will 
replace turret lathes, Gibian said. 


While there have been many 
successful applications of these 
powerful machines, the problem of 
machine controls is still very much 
in the development stage. The past 
year has brought forth a number 
of highly ingenious machine tool 
control _methods with great po- 


number of simultaneous operations. 

In a talk to members of the 
Society of Automotive Engineers 
recently, E. F. Gibian, of Thomp- 
son Products Co., told about a 
new machine driven by two 150- 
horsepower motors which ma- 
chines a jet engine part in just 
five minutes. Previously, 150 








Welded for strength, with leak-proof 
construction. Designed for direct air- 
cooling, but oil cooler may be added. 


You Equip WELL...at LOW Cost 
with LONG TORQUE CONVERTERS! 


Designed and built to hold your costs down in most applications. Long 
Torque Converters are now in high-volume production for passenger car 


use. Easily modified for many 


industrial uses. We are glad to provide 


engineering cooperation, through to a satisfactory installa- 





For Automotive 
and Industrial 
Applications: 


Eleven and 12-inch 
diameters. 


Ninety to 200 Ibs.-ft. 
torque. 


Torque ratios at stall, 
2.1 to 1. 


address: 


Zé 
& 





Efficiencies over 90%. 


TORQUE CONVERTERS ° 


CLUTCHES e 


tion, to manufacturers of original equipment. For complete 
information manufacturers in volume production should 


LONG MANUFACTURING DIVISION « BORG-WARNER CORP, 
DETROIT, MICH., AND WINDSOR, ONT. 





RADIATORS e¢ OIL COOLERS 





tential ability—-including new anc 
more positive electronic circuits 
punched cards and punched tapes 
|The new methods have bee: 
| demonstrated successfully. Ulti 
[bem their adoption will b: 
| ae, a —— of Pr 


* * * 


Maintenance a Problem 

N AUTO producer, while he may 

be much interested in sucl 
developments, has other problem 
to consider. With the introductio: 
of the so-called transfer machine 
maintenance has become a majo: 
problem. How will the new ma 
chines affect maintenance? How 
will breakdowns affect productior 
totals? How reliable are the new 
controls? 

When Oldsmobile put in its big 
transfer machines at the Ketter- 
ing engine plant, there were 
members of even the General 
Motors family who did not agree 
with the decision to invest many 
millions of dollars in the new 
plant, Other car producers will 
have to take equal risks if new 
tooling methods are to come 
along at the rapid pace which has 
characterized the postwar period. 
That these risks will be taken 
and that they will succeed—seems 
assured. But this success won't 
happen the day after tomorrow 
Or even the day after that. 


. * * 


Help for Plant Layouts 

Repro-Templets, Inc., of Oak- 
mont, Pa., has announced a new 
line of templates printed on film, 
| for plant layout planning. 

Covering 10,000 standard machine 
tools and metal working equip- 
ment, the templates represent the 
| over-all dimensions of the piece of 
| equipment and show, in dotted 
|lines, the floor-contact base. 


Minneapolis Show 
Seen by 22,175 
Despite Weather 


MINNEAPOLIS.—Despite a 
record-breaking heat wave, the 
Upper Midwest Automotive Trade 
Show at Municipal Auditorium here 
June 18-21 drew a total of 22,175 
persons, according to H. H. Cory, 
manager. 

The unprecedented weather took 
its toll from the retail trade at- 
tendance, which totaled 5,773, about 
half the number expected orig- 
inally, according to Cory. 

However, attendance of jobber 
personnel reached nearly 8,000, 
|Cory reported, most of whom par- 
| ticipated in the hundreds of sales 
clinics held at the manufacturers’ 
booths. 

There were 242 exhibitors at the 
show and 330 sponsoring whole- 
salers from Minnesota, Wisconsin, 
Illinois, Missouri, Kansas, Ne- 
braska, North Dakota, South Da- 
| kota, Montana, upper Michigan and 
Iowa. 

The next Upper Midwest Auto- 
motive Trade Show is scheduled for 
| St. Louis in 1955. 


302 in Month 


GM Congratulates James 


On Buick Sales 


LOS ANGELES.— Ed James 
| Buick Co, reports selling 302 new 
| Buicks during June, with an addi- 
| tional 70 orders for future delivery 
| Congratulatory messages were re- 
ceived from General Motors officials 
for the outstanding sales figure and 
for James’ general progress during 
the year it has been organized 
Business volume in all departments 
has increased each month, the com- 
pany says. 

James says it believes the sales 
figure is a national record. 


American Bosch Making 
New-Type Nickel Battery 


SPRINGFIELD, Mass. — Donal! 
P. Hess, president of America: 
Bosch Corp., has announced tha 
the company has started productior 
of a new-type nickel cadmium bat 
tery in its Springfield plant. 

American Bosch nickel cadmiun 
batteries, it was stated, will b 
smaller in size and weight tha: 
those now manufactured and in use 
especially in Europe. The modifica 
tion is possible because of the bat 
tery’s sintered-nickel plate con 
struction, the company said. 
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y°° couldn’t take a publication in 
today’s highly competitive turmoil 
and build it from slightly over 200,- 
000 circulation in 1946 to 1,250,000 
net paid today — as ARGOSY has — 


and not write about automobiles, 





swum We have five million men readers 





keenly interested in cars and what 
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x ae J ee goes into them. We service these mo- 
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“Those Were the Cars”, for instance, 
brought in 10,643 requests for four- 
color reprints. The ARGOSY “Dream 
Car” feature in the September issue 


may break all records. It should—this 





is the family car American motorists 





SPRLTATORS pode conte vomance mem biggeot hasmesk, 


How | Won the. . 
Mexican Road Race 


themselves designed. 


This is how a responsive advertising 
by Chuck Stevenson as told te Griff Sargeven ‘ a Pa ee ra : . 

Pe bo cg he e815 ea eaten ane ae 4 2 audience is born, nurtured and kept 

oh uatamior mensiine baghay to wee Be wo s begrest shocear race 9 ‘ ‘ 


he aie aoe tae cao tae ta 


cheering. This goes beyond mere 





numbers or static statistics on in- 
come, education or home ownership. 
ARGOSY has all these facts and fig- 
ures — and they’re good! — but that’s 





not the point of our story. 


Our point is simply that in a man’s 
service magazine like ARGOSY you 
can reach without waste a concen- 


trated audience of your best custo- 
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business, your product. 





The sales potential is high—the cost 
is low. Only $3.00 per thousand for a 





black-and-white page; only $4.20 per 
thousand for a four-color page. 


ARGOSY, Penobscot Bldg., Detroit 


ARGOSY 


The Complete Man’s Magazine 


TeeRC ES bose 














Mexicans Admire Kaiser Dealer's Show— 


An exhibit of Kaiser sports cars and standard models in the showroom of Dis- 
tribuidora de Motores, Tijuana, Mexico, drew a crowd of 8,000 during a two-day open 
house program. Carlos Esquerro operates the dealership. 
president. Walker, 
was with International Harvester 
Co. as a truck sales representative 
in the east, will make 
quarters in Kansas City. 


Walker Joins Twin Coach 


Appointment of F. E. Walker jr. 
as central-western district sales 
manager of Twin Coach Co. has 
been announced by L. J. Fageol, 


who formerly 


his head- | 
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.| Two new district managers have 


| been appointed in the Wayne divi- 
| sion of Gar Wood Industries, Inc. 
Roy E. McCoy will cover the 


Kansas, Oklahoma and Texas and 
| parts of Missouri and New Mexico. 
Carl F. Paulsen will be in charge of 


' |the southern district, which in- 


|cludes Louisiana and Mississippi 
and parts of Illinois, Indiana, Ken- 


~ |tucky, Missouri and Tennessee. 


| * * * 


Hornbaker Appointed 


Appointment of G. S, Hornbaker 
}as credit manager for Studebaker 
has been announced by E. E. Rich- 
ards, treasurer. Hornbaker succeeds 
the late E. V. Kidd. 


* = - 
General Tire Promotes 


|Lundy and Smith 


General Tire & Rubber Co. has 
promoted Carl D. Smith to man- 
ager of special purpose tire sales, 
and Lee H. Lundy to manager of 
national account sales. 

In his new post, Smith is re- 
sponsible for contract and con- 





Better See Motorola Car Radios 


SALES 





Auto Personnel 


southwest district, which includes | 


1953 


struction 
off-the-road tires, 
ing out of the main Akron office 


operations employing 


Lundy, work- 


of General, is servicing 


national accounts. 
* * * 


large 


Superior Picks Allison 


Richard M. Allison has been se- 
|lected as Superior transit coach 
sales representative for Ohio, In- 
|diana and Michigan. The appoint- 
iment follows Superior Coach 
| Corp.’s formation of a transit coach 
| division and 
Superliner transit coach. Since 1939 
Allison has been Ohio distributor 
|for Superior conventional-type 


coaches. 
* ad * 


| Wiedemer Retires; 
|Parker Moves Up 


George A. Wiedemer, an em- 
ploye of Seiberling Rubber Co. 
more than 31 years, has retired 
from his position as manager of 
truck tire sales. He has been 
succeeded by C. Sterling Parker, 
truck tire sales representative. 

Wiedemer joined Seiberling in 


FIRST { ST 
IN 
RADIO 





Bree Fea 








introduction of new | 





February, 1922, as the company’s 
first office manager in the Kan- 
sas City (Kan.) district office. 

| * * * 


| Brower Named Manager 


Of Budd Wheel Sales 


Ernest Brower has been ap 
| pointed manager of truck, bus an 


trailer wheel sales of Budd Co 
Raymond F 
Littley, vice 


president of auto 
motive sales, ha 
announced. 

Since April 
1951, Brower had 
been assistant 
manager of truck 
bus and trailer 
wheel sales. His 
new assignement 
includes supervi- 
sion of wheel dis- 
tributor and service relations and 
the sale of heavy-duty hubs and 
brake drums. 

He succeeds Fred T. Roberts, re- 
cently promoted to wheel products 
manager. 





Ernest Brower 


Auto-Lite Ups Higgins 


In Spark Plug Sales 


Russell W. Higgins has been 
appointed assistant sales man- 
ager of the spark plug division of 
Electric Auto-Lite Co., according 
to Royce G. Martin, president. 

Higgins, formerly New York 
division manager, fills a post 
made vacant by the appointment 
of L. B. O’Loughlin as _ sales 


manager. 
* * 7 


Resolute Insurance Boosts 


|Ward to Vice-President 


Jack E. Baldwin, vice-president 
of Resolute Insurance Co., Hart- 
ford, Conn., has announced the 
election of Allen 
C. Ward as vice- 
president. Ward 
had been secre- 
tary since joining 
the company in 
1951, He previous- 
ly was zone claim 
manager in 
charge of com- 
nNany operations 
for Service Fire 
Insurance Co. of 
New York. 

Appointed to succeed Ward as 
secretary of Resolute Insurance 
was Lewis Armao, formerly under- 
writing manager of Service Fire 
Insurance. 


Allen C. Ward 


Bemis Appoints Raikes, Akin 


To New Sales Positions 


Appointment of A. F. G. Raikes 
as manager of the New York gen- 
eral sales division of Bemis Bro 
Bag Co. has been announced. 

Raikes will be succeeded as as- 
sistant director of sales by C. W. 
Akin, who was Bemis’ supervisor 
of paper bag sales. 

Raikes joined Bemis at Kansas 
City in 1938 as a salesman, and was 
|}appointed assistant director of 
|sales in 1948. Akin joined Bemis in 
1941, and was appointed supervisor 
lof paper bag sales for the entire 
| company in 1948. 
| e . 


bse Picks Committee to Plan 


Southwest Show for °55 


| Wayne Bull, president of South- 
|west Automotive Show, Inc., has 
jannounced appointments to the 
|show committee for the 1955 show 
|in San Antonio. 
| Members, all from Texas, are 
Elmer T. Miller, Straus-Frank Co., 
| San Antonio, chairman; J. T. Davis, 
|Motor Parts Co., Corpus Christi; 
|W. J. Edwards, B. B. Burk Co., 
\San Antonio; Wilton Jennings, 
| Walter Tipps Co., Austin; Dean A. 
|Johnson, Dean A. Johnson Co., 
| Dallas, and R. W. Johnston, Black 
|& Decker Mfg. Co., San Antonio. 
| * * * 


Mead Takes New Post 


A Donald Mead, former super- 
visor of plant layout engineering 
for Lincoln-Mercury, has joined 
Mechanical Handling Systems, Inc., 
as sales engineer, according to 
W. V. Casgrain, president. 
| * oJ * 


LM Assigns Page 


Appointment of Grover C. Page 
| as sales council manager is an- 
|nounced by George O. Hackett, 
manager of the sales training de- 
partment of Lincoln - Mercury. 
Page’s activities will include pub- 
(Continued on Page 26, Col. 1) 
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Leads again in advertising linage 
for the first 6 months of 1953 





Post SGen baeetieda 2 217 pages 
Life Pe é 6» Ga cea 2 1 1 7 pages 
Look ieee seas 7 i G6 pages 
Colliers.......... 6 DA pages 
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Again in pages of Again in pages of Again in Automotive 
passenger car and tire, tube and ac- advertising (total 
vehicle advertising cessory advertising pages and revenue ) 





POST Bugs the heart of America 


A CURTIS PUBLICATION 











dangerous army of the unem- 
ployed. 

It would be “economically in- 
gane” and “morally untenable,” he 
said, to follow a drifting policy 
which would “place millions of 
| Americans on the peacetime dole.” 


Coming Events 









CIO Calls for More Jobs 


Nation Must Create Work for 2 Million a Year 
To Avoid Recession, Reuther Says 





WASHINGTON. — America a Reuther said the nation 
create two million new jobs each | must boost its output of goods and 
year through 1956 to avoid a serious |services by $16 billion a year to 
economic decline, CIO President |insure jobs for everybody. 





Walter P. Reuther said last week. | Such an increase, he said, must | 
s Planned reductions in defense | be accomplished by a rise in the Dealer Conventions 

Jaguar's New Convertible— spending will free resources for | per capita income to about $1,760| Aug. 23-26—Automobile Dealers Assn. of 

Mounted on the XK120 chassis, this convertible is said to have great acceleration| civilian production, he said in |in 1956. eS Hotel, White 
and road-holding capacities. The hand-operated top is of padded mohair. The six-| making public a study of post- Failure to achieve such an up- Sept. 9-10_-N.HA.D.A. Granlidden Hotel, 
cylinder, 160-horsepower engine develops 5,000 r.p.m. The wheelbase is 102 inches.| truce problems prepared by CIO | ward adjustment in personal buy- Lake Sunapee, N. H. ; 
Delivered price in New York is $4,039; with modified equipment for racing, $4434.| Economic Policy Committee. ing power in a peacetime econo- 7. wacaak ted” meatnee — 
Ok a es ae a a aE ~~ |_ Citing population, productivity| my, Reuther said, could lead to | sept. i3-14—Colorado Automobile Dealers 

Wondering how new-car and truck production and sales are making out? AUTOMO- and planning as the three key| a “new and unpopular draft—a Assn., Broadmoor Hotel, Colorado 


TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 


Springs, Colo. 
automotive industry, every week throughout the year. 


factors in the prospects for fullem-| draft into a standing, growing, | ..04'"|3'is— New York State Automobile 
Dealers Assn., Saranac inn, Saranac 
Lake, N. Y. 

Sept. 13-15—Wyoming Automobile Dealers 
Assn., Irma Hotel, Cody, Wyo. 

Sept. 14-15—Automobile Dealers Assn. of 

orth Dakota, Patterson Hotel, Bis- 
marck, N. D. 

Sept. 17-19— New Mexico Automotive 
Dealers Assn., La Fonda Hotel, Santa 
Fe, N. M. 

Sept. 20-22—Wyoming Automobile Dealers 
Assn., Irma Hotel, Cody, Wyoming. 
Sept. 20-22—Kentucky Automobile Dealers 
Assn., Inc., Phoenix Hotel, Lexington, 





y. 
Sept. 21-22—Wisconsin Automotive Trades 
ssn., Hotel Schroeder, Milwaukee. 
Sept. 21-22—South Dakota Automobile 
Dealers Assn., Aberdeen, South Dakota 
Sept. 21-22—Minnesota Automobile Deal- 

ers Assn., St. Paul Hotel, St. Paul. 
Sept. 24-25—New Jersey Automotive Trade 
Assn., Hotel Traymore, Atlantic City, 


N. J. 

Sept. 26-29—Arkansas Automobile Dealers 
Assn., Inc., Convention, Arlington Hotel, 
Hot Springs, Arkansas. 

Sept. 27-28 — Georgia Automobile Dealers 
Assn., Biltmore Hotel, Atlanta, Ga. 

Oct. 2-3—Kansas Motor Car Dealers Assn., 
Hotel Town House, Kansas City, Kansas. 

Oct. 4-4—Texas Automotive Dealers Assn., 
Texas Hotel, Fort Worth. 

Oct. 7-9—National Used Car Dealer Assn. 
annual convention, Beuna Vista Hotel, 
Biloxi, Miss. 

Oct. 9-10—Pennsylvania Automotive Assn., 
William Penn Hotel, Pittsburgh. 

Oct. 11-13 — Mississippi Automobile 
Dealers Assn., Buena Vista Hotel, Biloxi, 


iss. 

Oct. 13-16— Federation of Automobile 
Dealer Assns. of Canada, Royal York 
Hotel, Toronto, Ontario. 

Oct. 17-19— Arizona Automobile Dealers 
Assn., Hotel Westward Ho, Phoenix. 
Oct. 18-20— Tennessee Automotive Assn., 

Buena Vista Hotel, Biloxi, Miss. 

Oct. 22 — Connecticut Automotive Trades 
Assn., Inc., Hotel Bond, Hartford. 

Oct. 25-27 — Automobile Dealers Assn. of 
Alabama, Inc., Buena Vista Hotel, Biloxi, 


Miss. 

Oct. 25-27— Florida Automobile Dealers 
Assn., Sheraton Beach Hotel, Daytona 
Beach. 

Nov. 13-14—Montana Automobile Dealers 
Convention, Finlen Hotel, Butte, Mont. 

Nov. 9-11—Ohio Automobile Dealers Assn., 
Hotel Commodore Perry, Toledo. 

Nov. 9-11 — Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Rich- 





mond. 

Nov. 18-19— Oklahoma Automobile Deal- 
ers Assn., Mayo Hotel, Tulsa. 

Nov. 30- Dec. 2—idaho Automobile Deal- 
ers Assn., Boise Hotel, Boise, Id. 

Dec. 3— Utah Automobile Dealers Assn., 
Newhouse Hotel, Salt Lake City. 

Dec. 4—Oregon Automobile Dealers Assn. 
Convention, Multnomah Hotel, Portland. 

” * * 


Dealer Auto Shows 
March 13-21, 1954— Chicago Auto Show, 
International Amphitheater. 
April 17-25, 1954 — Seattle Auto Show. Se- 
attle Civic Auditorium. 
. * * 


Score another blazing victory for Alemite! In the spec- 
tacular 1953 Mobilgas Economy Run between Los Angeles and 
Sun Valley, Idaho . . . 23 out of 26 drivers chose Alemite Elec- 
tronic Wheel Balancing to balance the wheels of their cars! 
Officially sanctioned by the American Automobile Associa- 
tion, this spectacular 3-day mileage test was made over a terrifi- 
cally rugged 1206 mile course! Across hot San Joaquin Valley, 
over the towering Sierra Nevada Mountains, through the con- a , 





tinual stop-and-go of city traffic. Altitudes ranged from 19 to G | 
i ° ry tiem te] Wheels C letely ! oo 
7400 feet. Temperatures ran from near freezing to almost 100°. Test he-e-t-ii-iild | eels tomplietely . Aug. =~ Annual Dealer Feast, Danville 
s t ti i 
In this toughest of all economy runs, top performance was a Unlike ordinary wheel balancers, . Above left, Les Viland, winner of gag ablb-dasieaal Teck taedion Sys 
must! No wonder 9/10 of these drivers insisted on Alemite the new Alemite Electronic Wheel nat i sweepstakes fir PB fom, lac. Gighth Annual Meeting, Palm- 
i Tou r e both Te} 1wa ery f er House, icago. 

Wheel Balancing! re agar Ue reg rab 2 é Sept. 21-23—Truck Body and Equipment 
a Siviglia esl Aiea I stat ; Assn. Inc., annual convention and dis- 
right on the car—at operating Wheel a mol ae, play, Sheraton-Gibson Hotel, Cincinnati. 

roto tel OO iz Oct. 19-23—National Safety Congress and 


Exposition, Chicago, Illinois. 
Oct. 21-31—38th International Motor Ex-- 
hibition, Earls Court, London, England. 








Les Viland : What the Winning Drivers in Each Class Said About Oct. 28-30—The American Society of, Body 
is ss | $ igineers, even nue 7 nica 
Grand i ‘7 ml Alemite Electronic Wheel Balancing! a ee eee tre 
Sweepstakes | ’ Clay Smith— Driver of the Lincoln Capri—“I can’t eau ee ee —— 
Winner a overestimate the importance of Alemite Wheel Bal- Plaza Hotel, San Antonio, Tex. : 
Chooses Alemite! —_— ancing in helping me to reduce friction on my car!” Sieae, Coos tines el, Coane 
“Woody” Bell—Driver of the Henry J. Corsair “4” Oe, 7 ae _— y eB 
—“Thanks to Alemite’s proper wheel balancing, we Hilton Hotel, Chicago. 
had a smooth ride all the way. At no time did we Dec. + ASI. executive Booth Confer- 
’ ‘ ; feel any vibrations or road tramp!” ence, Novy Fier, snicago. rc 
The victor! Les Viland, winner of the Grand Sweepstakes prize y : yr . la a ere Miami 
with his Ford Mainline “6,” accepts winning trophy along with a ae ee s _ ee eee March 4-7, 1984—Pacific Automotive Show, 
i ; ® me ustom — our wheels 0 eattle Civic Auditorium. 
ae oe - — rg aah —. f balanci with an Sea Electronic Wheel Balancer. It’s a —_—_—_——- 
al s, 7 a wheel metnod of balancing é, marvelous machine!” i 
because it balances not only the tire and tube—but the whole . | Banker McNeill Elected 
assembly !” cue ee Eviver of ee Reeteheher Sand \To Chrysler Board 
; , ruiser—‘Alemite balances perfectly .. . not only = : 
_ What better proof could you ask for? Alemite Wheel Balanc- the tire and tube, but the brake drum and hub cap Pigg yh tg age yee 
ing—first choice of race track drivers, preferred by major car as well! ce Getbee of the Manover Bank, 
makers—and now! ... chosen by 23 out of 26 stock car drivers has been elected to the board of 
in the 1953 Mobilgas Economy Run! For complete infor- directors of Chrysler Corp., accord- 


ing to K, T. Keller, board chairman. 


mation on how the new Alemite Electronic Wheel Bal- @ PRODUCT OF Soon in Live Oak. Bia. Mebelll 
: : ‘ ; ‘0 e . a 

ancer can build profits, increase customer satisfaction for began his business career as a 

you... write—today—to Alemite, Dept. C-73, 1826 Diver- watermelon and cucumber broker 


sey Parkway, Chicago 14, Illinois. REG. U SPAT OFF while still in high school. He 
entered the banking business in 
1929 and joined the Hanover Bank 
in 1940 as vice-president. He was 
elected president and trustee in 
1950. 
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“What goes on here, Mr. Beaver 2” 


Operation completely submerged . . . army trucks 
travelling under many feet of water . . . accomplishing 
missions impossible without such 100% amphibious ability! 


Among the new military vehicles, these versatile 
2'/2-ton trucks are the most revolutionary and efficient. 
On land or 10 feet under water, their dependable 
and uninterrupted service is achieved with the aid of 
Spicer Fully-Synchronized Transmissions, Spicer 
Propeller Shafts and Spicer Universal Joints. 


49 YEARS OF 


picer 


SERVICE 


SPICER MANUFACTURING DIVISION 
of Dana Corporation + Toledo 1, Ohio 
TRANSMISSIONS © UNIVERSAL JOINTS * BROWN-UPE AND 
AUBURN CLUTCHES « FORGINGS © PASSENGER CAR AXLES 
© STAMPINGS © SPICER “BRO WN-LIPE” GEAR BOXES * PARISH 
FRAMES * TORQUE CONVERTERS ¢ POWER TAKE-OFFS © 


~ POWER TAKE-OFF JOINTS © RAIL CAR DRIVES * RAILWAY 
GENERATOR DRIVES * WELDED TUBING 
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Darden Heads Association Quarter Shows 10.4% Gain... 


Vewly Organized in N. C. 

W. M. Darden, of Walker-Dar- 
den Motors, Plymouth, N, C., has 
been elected president of the 
Washington County Automobile 
Dealers Assn, 

Other officers elected at the re- 
cent organizational meeting were: 
Vice-president, James L, Lee, of 
Manning Motor Co., Plymouth, 
and secretary - treasurer, George 
T. Barden, of House Chevrolet 
Co., Plymouth, 


WASHINGTON. — The 


|by motor carriers in the 





Insure your 


| fleet investment 
| with this powerful, 
all-electric air horn 





Model 250 (Dual Mounting) 


Give your fleet the voice that can’t be 

ignored . . . the mighty Sparton Tornado air 

horn. You’ll find it one of the soundest in- 
| vestments you ever made. Here’s why: 


I 
2 


_ It’s powerful: Gives instantaneous, 
long-range warning in any kind of 


terrain. 


It’s beautiful: Solid brass. Chrome- 

plating adds glitter, prevents rust. 

— styling compliments any ve- 
cle. 


It’s rugged: Designed for toughness and 
dependability. Has stainless steel dia- 
phragm. Retains full warning power as 
long as there’s juice in the battery. 


It’s easy to install: All-electric, can be 
economically installed in minutes. Just 
connect to electric system. No pipes to 
fit; no bulky tank or compressor; no 
motor “tapping’”’ to run up time and 
cost. And no maintenance problems. 


It’s tried and true: The Tornado has 
proved one of the most popular horns 
ever produced. Now, made to the same 
specifications that prevailed before 
Korea, it’s ready to take up right where 
it left off. Available in either single 
(Model 260) or dual (Model 250) 
mounting. 


These five points add up to a smart invest- 
ment for your fleet. Look into the Sparton 
—, today . . . send for Catalog Sheet 


MAKERS OF QUALITY 
AUTOMOTIVE EQUIPMENT 


on Ve 


SINCE 1900 
Buy U.S. Defense Bonds 
today ... for your fu- stpicaneaed 
fd * THE SPARKS-WITHINGTION JACKSON 
1m ture security tomorrow COMPANY MICHIGAN 


THE EXTRA-COMFORT SEAT CUSHIONING 
IN THE NATION'S LEADING CARS 








American 
Trucking Assn. has reported that 
|intercity truck tonnage transported 


first 


|quarter of 1953 was 10.4 percent 





Intercity Tonnage Up 
Again, ATA Reports 


greater than in the same period of 
last year. 

The ATA pointed out that this 
is the second consecutive quarterly 
period in which a gain has been 
registered over the preceding year, 
and contrasts with a 4 percent de- 
crease in the same period last 
year. 

Using 1941 as a base of 100, the 

1953 first-quarter index rose to 


| 
| 283, a new high for the period. 


| The previous high was 269 in 1951 
| and it dropped to 256 in 1952, ac- 


| 
| cording to the ATA figures. 


A significant factor about the 
first quarter increase in 1953, said 
lthe ATA, is that every one of the 
nine regions registered a gain and 
in all regions both the common and 
contract carriers showed increases. 
This is in contrast to the normal 
pattern, ATA said. Usually one or 
two regions or one of the two types 
of carriage in each region fails to 


follow the pattern of the national | 


picture. 

On a regional basis, the central 
and Rocky Mountain regions led 
| the others with a gain of 14.6 
percent, The southern region fol- 
lowed with an increase of 11.7 
percent. 

Other percentage gains by region 
in 1953 over 1952 were: New Eng- 
land, 10.3; midwest, 10; northwest, 


and southwestern, 4.5. 





‘Pontiac Speeding : 
‘Rocket Output 
With New Process 


PONTIAC.—Quantity production 
of 4.5-inch rockets through use of 
}a revoluntionary new process is 
| now under way, it was revealed last 
week by Robert M. Critchfield, gen- 
eral manager of Pontiac. 

The new process, known as cold 
|extrusion or backward extrusion, 
is being utilized for production of 
the rocket head. It is considered a 
major manufacturing advance, 
Critchfield said, and Pontiac has 
one of the few such installations 
in the world. 

Described as an improvement 
over the well-known cold draw 
process, cold extrusion is accom- 
plished on giant presses which ram 
a specially hardened steel punch 
down on a steel billet, which has 
| been coated to eliminate friction. 
| The billet drops under pressure into 
a cavity, and the cold metal “flows” 
|} upward around the ramming punch. 


It is not necessary to heat the 
billet to accomplish this forming. 
Instead, through pressure, it is pos- 
sible to do with steel what a child 
would accomplish by pushing his 





finger into a jar of modelling clay, 


Critchfield explained. 


The extrusion process is followed 
by other draw operations, and the 
head is then trimmed and threaded 
}at each end for attaching the nose 
and body of the rocket. 

Threading is the only machining 
operation necessary. The extrusion 
process delivers the head to speci- 
fications for both inside and out- 
side diameters. Pontiac produces 
the entire rocket, ready for arming. 

Advantages of the cold extrusion 
process, which Pontiac engineers 
believe may have eventual 
adoption in industry, include pro- 
duction of a uniform, high-quality 
product with important savings in 
production time, labor, equipment 
and metal, Critchfield said. Because 
of the elimination of machining, 
there is minimum metal loss and 
no scrap or chip problem. 


Chabelco Chain Bulletin 

Chain Belt Co. of Milwaukee is 
distributing a new bulletin on its 
drive and conveyor series Chabelco 
chains. Designated as the “R,” 
“RX” and “RR” series, the new 
chains are said to provide higher 
strength, longer life and smoother 
performance. For a copy of Bulle- 
tin 53-59, write Chain Belt Co., 
Department P. R., Milwaukee 1, 
Wis. 


8.9; middle Atlantic, 6.8; Pacific, 5.8, | 





wide | 
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for all other intercity classes. 
The only specialized commodity 

carriers to show a decrease for 

the period were household goods 


Nine of the 10 commodity groups 
showed increases for the quarter. 
Carriers of motor vehicles led the 
way with an increase of 33.1 per- 


cent, Heavy machinery haulers,| carriers. They showed a tonnage 
with an increase of 13.7 percent,| decline of 2.7 percent for the first 
showed the second largest tonnage | quarter. 

gain of the specialized commodity | The increase in tonnage was 


carriers, and carriers of general 
freight registered a significant gain 
of 12 percent. 

The other increases were: 10.2 
percent for carriers of refrigerated 
liquids; 7.6 percent for refrigerated 
solids; 6.3 percent for agricultural 
commodities and building ma- 
terials; 3.7 percent for liquid pe- 
troleum carriers, and 13.7 percent 


TOW TRUCK EQUIPMENT 


THERE IS A Canfield WRECKER FOR 19 MODELS 


ANY TOWING OR WRECKING JOB! 
to choose from 


| favorable to both common and con- 
|tract carriers on a regional basis. 
|The proportional increase for both 
|the groups was nearly the same, 
|being 10.5 percent for common 
carriers and 9.9 percent for con- 
tract carriers. Common carriers 
hauled 86.7 percent of the tonnage 
included in the survey, while con- 
tract carriers handled 13.3 percent. 








\ 
LY 
Sova ces 
yh) 


11 Sch a 





POWER EXTENSION ‘BOOM—Model XH-305 
32 Ton Capacity — 366° Swivel Head 


MODEL XH-700 


Custom 


@ 7 Ton Capacity 
@ Full Swivel Head 
@ 30” Extension Boom 


THE XH-700 WILL HANDLE 
ANY HIGHWAY VEHICLE! 


Every inch of this wrecker spells 
strength and power. You'll be 
proud to own it! 














with a low cost 
CANFIELD 
FOLDING 
WRECKER 
<— POWER FOLDING 


Model ST-304 
3 Ton Capacity 





“Its on the truck, but bed is clear” 
In 30 seconds its 
rigged and ready! 





Contact your nearest Canfield Distributor 


Ace Auto Service, Los Angeles, California Hawkins Body Company, 
Auto Truck Equipment Company, Schuylkill Haven, Pennsylvania 
Paterson, New Jersey The Lang Company, 
The Automotive, Inc., Salt Lake City, Utah 
Muskogee, Oklahoma Missoula Motor Parts Company, 
Cecil & Bruce Truck Equipment, Missoula, Montana 
Miami, Florida Chas. Olson & Sons, Inc., 
Connecticut Truck & Trailer, Minneapolis, Minnesota 
Hamden, Connecticut Neil’s Automotive Service, 
Dealers Truckstell Sales, Inc., Kalamazoo, Michigan 
Memphis, Tennessee Nelson Truck Equipment Company, Inc., 
Forsburg & McLaughlin, inc., Seattle, Washington 
Berkley, California Towers Motor Parts Corporation, 
Garage Supply Co., Ltd., Toronto, Canada Lowell, Massachusetts 
Harrison Motor Supply Company, Win Ward Company, Pomona, California 
Montgomery, Ala a William & Harvey Rowland, Inc., 
Hawkeye Truck Equipment Company, Atlanta, Georgia 
Des Moines, lowa Wieser Brothers, Hamilton, Texas 


CANFIELD TOW BAR CO., INC. 


6033 E. McNichols Rd. Detroit 12, Mich. 


Some Distributor Territories Available 











Press Club Initiates Chrysler Aides— 


Walker Way (left), assistant sales manager for the Chrysler division on the west 
coast. and C. R. Curtan (center), division sales manager, are initiated into the Behind 
the Eight Ball Club in Los Angeles while Jack Tuttle, regional manager, looks on. 
Way, former director of merchandising and advertising for Chrysler Corp., recently 
was transferred from Detroit to Los Angeles to assume his new position. 


Horan Trys Real Estate 


Al J. Horan, a veteran automobile|He started in the automobile 
dealer in the Jamestown, N. Y.,| business in 1920 and recently oper- 
area until his retirement last year,|ated a Kaiser-Fraser deal _ in 
has entered the real estate business. | Jamestown with George L. Paul. 
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Missourian Emphasizes Car’s Mechanical Side . . . 





By L. H. Houck 


Staff Correspondent 


MOBERLY, Mo.—With competi- 


| tive selling in full swing here, A. E. 


Hubbard, sales manager for Fennel 


| Auto & Body Works (Chrysler- | 
Plymouth), believes in knowing | 
| more—and telling more—about the | 


product for sale. 

Here’s how he sold a man who 
had driven another make of car 
for many years. His goal was to | 
sell a new Plymouth to this brand- | 
conscious prospect. 


Hubbard never mentioned the 
other car during several Saturday 
afternoon discussions before the 
sale. He kept putting the good me- 
chanical features of the Plymouth 
forward during the conversation. 

When the prospect mentioned the 
car he had always driven, Hubbard 
answered that he didn’t know a| 
thing good or bad about the car. 
But about the Plymouth, he told 
the customer of steering, rings, | 
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Superfine Insulation for 


today’s superfine cars... 





LASS PAINTS + GLASS + 









CHEMICALS .« 


expectancy, and of the good things 
owners had told him. 

Hubbard prides himself on his 
knowledge of the mechanical side 
of the car, and the fact that he 
attends most of the schools for 
mechanics, He believes the sales- 
man should know more about the 
car than anyone else. He admits 
there are times when he could 
complete a sale by having a cer- 
tain color, but by far the most of 
his sales depend on knowing 
points of the car. 

Hubbard says that a prospect can 


| be chased too much and scared off. 


It is far better to let such pros- 
pects go, he feels, and concentrate 


Wives Ruled Taxable 


OTTAWA.—As a result of a 
judgment of the Income Tax Ap- 
peal Board here, businessmen at- 
tending conventions cannot claim 
colipany income tax exemptions 
for money spent in taking the 


|rims, tires, transmission and life! wife along. 





In keeping with the superb styling and mechanical fea- 
tures of the 1953 cars, Pittsburgh Superfine Fiber Glass 


provides the finest insulation 


for the control of noise 


and heat. Another contribution to motoring comfort! 


Pittsburgh Superfine is easily handled and completely 


adaptable to mass production 


techniques. It is manu- 


factured in a complete range of densities, thicknesses 


and blanket roll sizes. Facilities for serving require- 


ments are based on long association with the auto- 


motive industry. We will welcome the opportunity to 


provide complete information. Pittsburgh Plate Glass 


Company, Fiber Glass Division, 420 Fort Duquesne 
Boulevard, Pittsburgh 22, Pa. District Sales Offices: 
Detroit, Chicago, Cincinnati, Cleveland, New York, 


Washington. 
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Know Product Well—Then Sell 


}on buyers who can be made satis- 
| fied owners—and more important, 
| regular customers of the service de- 
partment. 

Used-car selling is occupying 
| much attention these days. Accord- 
|ing to Hubbard, many sales are 
| lost because the car is not in good 
|condition. He relates how he lost 
|the sale of a first-class used car 
because the water was low. When 
the car heated up on a short trial 


ride, the customers, a man and 
wife, would not consider buying 
the car. 


Hubbard believes in having all 
used cars properly serviced and 
tuned up, A new battery is cheap 
insurance against a car failing to 
start, and it makes a good talking 
point for the customer. 

There is no substitute for a used 
car in such mechanical shape that 
the salesman can guarantee it, 
Hubbard says, because a pleased 
customer will give the company his 
service business and buy cars again 
and again. 


New Haven Shops 


Form Organization 


NEW HAVEN, Conn.—Body shop 
operators in this metropolitan area 
have formed the Auto Body Assn. 
of Greater New Haven. 

The group is composed of inde- 
pendent body shops and dealer 
body department managers. Avowed 
purpose of the association is to 
facilitate the exchange of ideas and 
to develop a program to improve 
body-repair business. 

Officers are Frank Hromadka, 
president; Stanley Cieko, vice- 
president; Ernest Benedetti, treas- 
urer, and Anthony Scasino, secre- 
tary. 


Detroit Auto Row 


Chuck Hershenson, sales manag- 
er of Kircher Motors, Inc. (Stude- 
baker), admits to a unique problem 
—a car too “hot” for the showroom 
fioor. 

He’s speaking of the Studebaker 
five-passenger coupe and hardtop. 

“The four-door and two - door 
sedan,” Hershenson says, “are at- 
| tractive cars in their own right, 
| but nobody ever sees them on the 
floor when they have to com- 
pete with the low jobs.” 

As an experiment, Hershenson 
took the coupe and hardtop off the 
floor, and found sales on the other 
two models picked up. 

“Had to put a hardtop out in 
front again, though,” he says, “to 
keep peace with the salesmen.” 

7 ~ * 


‘Short Deals’ Discredited 


The sales manager of a Detroit 
new-car dealership says the appar- 
ent tightening-up on installment 
credit had to come because of so 
many “short deals” during the post- 
war years. 

“Banks and finance companies 
are just as smart as dealers,” he 
says. “All they’re doing is squeezing 
out the water.” 

. 








* 


°36 Nash Brings $500 


Market slow? Prices down? 
A Detroit used-car dealer says 
| he sold a 1936 Nash last week for 
$500. 
(Mint condition with 45,000 


miles on the clock.) 
* * * 


Pulling Back 


Jack Prince, sales manager and 
co-owner of Prince Motor Sales, 
Ine. (Dodge-Plymouth), says he has 
started to refuse deals if they in- 
volve tradeins which will be diffi- 
cult to move. 

Prince wholesales 60 to 70 per- 
cent of his tradeins now, but sees 
the market tightening still further 
on used cars. The spring market 
proved a myth this year, he says, 
and he has noted a slowdown dur- 
ing the last 10 days. 

Financing is tough, too, he says, 
with many deals with workers new- 
ly arrived in Detroit failing to clear. 
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Tennis, anyone? 


So help us, Henry, this is an authentic tennis get-up of 
some years back. 


If you never saw an outfit like this, chances are you might 
remember that even in the early 30’s tennis clothes still 
had a “‘tea party” formality about them. 


But then something happened. A big change took place. 
With the amazing new mobility and the vast increase in 
leisure time which we have enjoyed in recent years came an 
entirely new concept in sports clothes. T-shirts and shorts 
replaced the long-sleeve, long-pants, tennis costumes. Golf 
knickers gave way to comfortable slacks. 


Seven years ago, when America’s big change to a more 
mobile, pleasurable way of life was truly beginning to flower, 
Holiday Magazine was born. Immediately, Holiday became 
the only magazine that reflected and stimulated this big 
change from cover to cover! 


Naturally, its readers were the people most interested in 
“everyday holiday living’—the people in every community 
who lead the big change to a more enjoyable life. 


These Holiday families (today there are more than 860,000) 
are the big reason why advertisers have made Holiday the 
most successful new magazine of our time. 


Holiday, anyone? 


HOLIDAY MAGAZINE 


A CURTIS PUBLICATION 


... its readers are leaders 
of the big change in American living! 








(Continued from Page 18) 


lication of the monthly Sales Coun- 
cilor and a twice-monthly Sales- 
man’s Guide Book. He also will 
direct the Inner Circle, a promo- 
tional activity through which the 
division honors outstanding dealer- 
ship salesmen. Page formerly was 
with the parts division of Chrysler 
Corp. 


* + * 


Raider Named Vinyl Agent 

David Raider & Sons, Inc., 97 
Spring St., New York, has been ap- 
pointed sales agent in eastern New 
York, eastern Pennsylvania, New 
England and Maryland for vinyl 
sheeting produced by General Tire 
& Rubber Co. 


* * x 


Clapp Retires 
Truman L, Clapp, president since 
1937 of Clapp & Poliak, Inc., New 
York, has announced his retirement 
from active business. The company 
produces and manages industrial 
expositions. — 


Carlson to Warner Brake 


Fay Carlson has been named 
manager of the quality control de- 
partment of Warner Electric Brake 
& Clutch Co., Beloit, Wis., it is an- 
nounced by Steven P. J. Wood, 
president. Carlson formerly was di- 
rector of quality control for Sun- 
strand Machine Tool Co., Rockford, 
Ill. 

* * * 


Cook, Blair, Saddler Upped 
In U. S. Tires Shuffle 


Three new appointments in the 
U. S. Tires division of U. S. Rubber 
Co. have been announced by H. C. 
Oliver, sales man- 
ager. 

W. H. Cook jr. 
has been named 
district manager 
at Cleveland; J. 
E. Blair has been 
promoted to as- 
sistant district 
manager at Chi- 
cago, and E. R. 
Saddler has been 
advanced to as- 
sistant district 





W. H. Cook, jr. 
manager at Los Angeles. 

Cook was formerly assistant dis- 
trict manager at Boston and, in his 
new position, will succeed W. N. 
Collingwood. Both Blair and Sad- 


dler were formerly salesmen in 
their districts. 
* * * 


Tipton Succeeds Spoerl 


In U. S. Rubber Unit 


Warren A. Tipton has been ap- 
pointed general sales manager of 
the mechanical goods division of 
U. S. Rubber Co., succeeding Walter 
F. Spoerl, who is retiring after 45 
years of service, Ernest G. Brown, 
general manager of the division, 
has announced. 

Tipton joined U. S. Rubber as a 
salesman in its Houston branch in 
1935. Spoerl started his rubber ca- | 
reer in 1908 as a clerk in the com- 
pany’s Chicago sales office. 

* * * 


Master Template Board 


Elects Executive Staff 


The board of directors of Master 
Template & Engineering, Inc., De- 
troit, has elected the following of- 
ficers: 

Bartheld Zeunen, president; 
Joseph Legato, executive vice- 
president and treasurer; Hoyt T. 
Edwards and Robert B. Asher, vice- 
president, and Lee E, Zeunen, sec- 
retary. 





* * * 


Ford Reassigns Planck 


Appointment of Emerson Planck 
as sales manager of the Ford divi- 
sion’s Washington district has been 
announced by C. Gordon Johnston, 
southeast regional sales manager. 
Planck succeeds Howard W. Cook, | 
who has been appointed sales man- 
ager of the Chester (Pa.) district. | 
Planck had been Virginia sales | 
manager since 1944, } 

* ” . 


Higgins Chosen as Sales Aide 


For Auto-Lite Spark Plugs 


Russell W. Higgins has been 
appointed assistant sales man- 
ager of the spark plug division of | 





Electric Auto-Lite Co., according | 


Auto Personnel 
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to Royce G. Martin, president. 


Higgins has been with Auto- 
Lite since 1937 and _ recently 
served as New York division 
manager, He now fills a post 
made vacant by the appointment 
of L. B. O’Loughlin as sales man- 
ager. 






_ i 





. doe | Auto-Lite Spark Plug Officials Map Campaign— 
° Plans for future sales and advertising campaigns were discussed at a recent Toledo 

Anderson Appoints Bolt | meeting of executives of the spark plug division of Electric Auto-Lite Co. Seated (from 
Anderson Machine & Tool Works, left) are M. H. Smith, Dallas, southern division manager; K. B. Woyame, national 


Inc., Chaska, Minn., announces the | accounts manager; D. H. Kelly, vice-chairman of the board; L. B. O'Loughlin, sales | 


appointment of Bruno L. Bolt as manager; Robert Twells, manager of Auto-Lite’s Fostoria (O.) spark plug plant, and 
factory representative for the POW- | William Feldman, Detroit, midwest division manager. Standing are F. G. Vanzo, 


er sander division, Bolt formerly | vehicle replacement manager; F. |. Musselman, Toronto, Canadian division manager; | 


was associated with Highway Safe- R. F. Maw, Chicago, central division manager; J. W. Fairbanks, San Francisco, western 
ty Appliance Co., St. Paul. | division manager; Robert R. Campbell, service manager; R. W. Higgins, newly 
a | appointed assistant sales manager, and E. A. Spencer, sales control manager._ 


Roe-James to Distribute 
LOF Insulating Glass 


Appointment of Roe-James Glass 
Co., St. Paul, as distributor of su- 
perfine insulating fiber glass for 


fine sales for the LOF fiber glass | 
division. | distribution in the area. 


The glass company maintains | eT 


warehouses in St, Paul and Helena, | Detroit Arsenal Commander 
Mont., and will distribute fiber glass . ° 
Libbey-Owens-Ford Glass Co. has | products throughout the northwest. Retires from Army Service 
been announced by H. E. Schell, Roe-James, incorporated in 1914,| Col. Glenn C. Wilhide, command- 
president of Roe-James, and Fred|has been handling LOF windowing officer of the Detroit Arsenal, 
W. Segerstrom, manager of super-' glass, plate glass, Thermopane and/has retired from the Army. Wil- 


other products since their earliest 
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*VACATIONLAND AMERICA” 


CONTEST / 


eer ee 
j i i 


rt +t 











hide, who assumed command of the 
arsenal in March, 1951, has long 
been associated with the develop- 
ment and production of military 
vehicles. 

Col. Harold C. Parsons will be 
acting commanding officer until a 
successor for Col. Wilhide is ap- 
pointed. 

* * * 


| Stewart-Warner Appoints 
Thomas J. Tucker has been ap- 

pointed to the newly created po- 
sition of assistant controller of 
Stewart-Warner Corp., according to 

| Wilfred Reetz, controller. Tucker 

| started with Stewart-Warner as a 

|corporate accountant in 1948. 

* + * 


Wheeling Branch Opened 
E. B. Carter, vice-president of 
| Wheeling Corrugating Co., Wheel- 
ing, W. Va., announces the estab- 
lishment of a new branch, with 
sales offices in the Prudential Bldg., 
1100 E. Holcombe Blvd., Houston 
Manager will be E, R. Cole. 


* * x 
Vineyard Heads Exports 
Appointment of Eugene J. Vine- 
|yard as export manager is an- 
|nounced by Leo M. Brown, sales 
|}manager of St. Paul Hydraulic 
! (Continued on Page 27, Col. 3) 
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GOT MY ENTRY BLANK FROM 
EARL...GOTTA HURRY HOME 
AND WRITE ABOUT MY 
FAVORITE VACATION spoT! 


HEY EARL... GIMME A 
FRAM CONTEST ENTRY BLANK 
AND CHANGE MY CARTRIDGE 
WHILE YOURE AT JT. 
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Teacup Test Includes Baby- 

Bill Lavigne (left), Detroit Hudson dealer, has set up a playground corner in his 
showroom to entertain youngsters while their parents take the ‘teacup test’ in a 
Hudson Jet. Here he “‘sits’’ with two children, while their mother talks with a salesman. 





Stearns, Caples Elected 


Inland Steel Vice-Presidents 


Election of Neele E. Stearns and 
William G. Caples as _ vice-presi- 
dents of Inland Steel Co., has been 
announced by Joseph L. Block, 
president. The two men will occupy 
newly created positions in the com- 
pany’s management. 

Stearns, who has been president 


|of Inland Steel Products Co. a 
|manufacturing subsidiary, will be 
|in charge of long-range planning 
| activities and liaison with Inland’s 
subsidiary firms. 

Caples, formerly president of 
Inland Steel Container Co., will 
supervise personnel administration, 
industrial relations, public rela- 


tions medical services and manage- 
ment development. 
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(Continued from Page 26) 


Hoist, Minneapolis. Vineyard for- 
merly served as a foreign repre- 
sentative in Sweden for Skoda Mfg. 
Co. and as an industrial engineer 
for Seeger Refrigeration Co. in the 
United States. 

* + * 
General Acceptance Elevates 
Vice-President Vaughey 

Election of T. Alexander 
Vaughey to the newly created 
position of executive vice-presi- 
dent of General Acceptance Corp. 
has been announced by F. R. 
Wills, president. 

Vaughey, who is also a director 
of General Acceptance, joined 
the company in November, 1951, 
as vice-president. ‘ 

+ * 


Judge, Cornell, Strong Get 


New Assignments at L-M 


Appointment of J. Emmet Judge 
as assistant general purchasing 
agent of Lincoln-Mercury has been 
announced by C. S. Brown, general 
purchasing agent. Other reassign- 


ments in the purchasing office in- 
clude the appointment of S, A. Cor- 
nell as manager of the purchase 
janalysis department and F. S. 
|Strong as senior buyer for the 
|service and accessories section. 

| * * * 


|Government Names Cameron 


\To Export Advisory Group 


| A. G, Cameron, veteran Good- 
| year Tire & Rubber Export Co. 
| vice-president, has been invited 

by Samuel W. Anderson, assist- 

ant secretary of commerce, to 
| serve on the Export Advisory 
Committee. 
| 





The new committee will advise 
the Commerce Department on 
matters of foreign trade. 

* * * 


| Detroit Auditors Elect 


Lawrence P. Hourihan, general 
auditor of Ford Motor Co., has been 
elected president of the Detroit 
chapter of the Institute of Internal 
Auditors. Other officers include: 
Vice-president, Joseph V. Mencotti, 
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Fram Distributor 





IF You NEED 

BOOKLETS, ENTRY BLANKS, 
STREAMERS, ETC. 

MAIL THIS COUPON NOW/ 


FRAM CORPORATION, Providence 16, R. I. 


Please rush me details including free poster and 


CASH IN 
FRAM 
T/ 















i 






Now Fram pyramids Vacation- 
land America advertising with a powerful 


keep motorists’ 


interest high during peak vacation months. 
Latest AAA reports show these months 
account for 72% of highway travel. And 
this year’s vacationers will spend around 
14 Billion Dollars, 15% ahead of 1952. Get 


this staggering 
in... cash in. 


Ask your Fram Distribu- 
tor or mail coupon below. 
Contest soon to be an- 
nounced on 


TELEVISION 


NEWSPAPERS 


L MAGAZINES 


. . with copy appearing 
throughout the contest in 
Saturday Evening Post, Holi- 
day, Popular Science, Popu- 
lar Mechanics, Mechanix II- 
lustrated, Outdoor Life, Field 
& Stream ,Country Gentleman. 


FREE 
WINDOW 
STREAMERS— 
TIE IN! 


WESTERN 
UNION OPERATOR 


25 
«, 
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assistant secretary and assistant 
treasurer of Oval Tool & Die Corp., 
and treasurer, John F. Burke, di- 
visional auditor for the Detroit 
Diesel Engine division of General 


Motors. 
* . * 


Thompson Takes New Post 


With Dearborn Division 


James A. Thompson has been 
appointed industrial relations 
manager of the Dearborn general 
manufacturing division of Ford 
Motor Co., it is announced by J. 
C. Thrasher, division general 
manager. 

Thompson joined the company 
in 1942 after nine years in 
— service in Washing- 
on. 

Since 1945, he had served as 
labor relations section supervisor 
in Ford’s central staff industrial 
relations department. Also, he 
was chairman of the proceedings 
review board for Detroit-area 


plants. 
+ * * 


Pontiac Appoints Blamy 


Assistant Personnel Chief 


R. M. Critchfield, general man- 
ager of Pontiac, has announced the 
appointment of John F. Blamy jr., 
as assistant personnel director in 
charge of salaried personnel. 

Blamy has been with Pontiac 
since Sept. 29, 1930, most recently 
as assistant superintendent of plan- 
ning and standards. 

. * * 


Institute Names Cook 


Neil J. Curry, of Los Angeles, 
president of the Western Highway 
Institute, has appointed S. B. Cook 
as chairman of the organization’s 
finance committee for 1953-54, Cook, 
immediate past president of the 
institute, is vice-president of Cum- 
mins Service & Sales, Los Angeles. 

+. * * 


Ethyl Promotes Philp 


Promotion of Howard J. Philp to 
assistant manager of Ethyl Anti- 
knock, Ltd., Toronto, is announced 
by Oscar B. Lewis, vice-president 
of Ethyl Corp.’s Canadian subsidi- 
ary. Philp joined Ethyl Antiknock 
as sales representative in 1949. 

oa + * 


Budd Shifts Ramsay 


William W. Ramsey, associated 
with Budd Co. for 27 years, has 
been appointed head of central ma- 
terial control at Philadelphia, a 
new post which will entail re- 
sponsibility in all five of Budd’s 
manufacturing plants. Ramsay pre- 
viously was on the staff of the 
manufacturing vice-president in 
Detroit. 


x ® x 


Attridge in New Post 


R. B. Attridge has been appointed 
head of the manufacturing engi- 
neering division, Ainsworth Mfg. 
Corp., Detroit. Attridge had been 
with Budd Co. 15 years. 


x * x 


Airco Appoints Clark 


E. C. Clark, assistant director of 
the research and engineering de- 
department, has been appointed 
director of operations of Air Re- 
duction Sales Co., it has been 
announced by C. G. Andrew, vice- 
president. Clark has been with 


Airco 24 years. 
* + 7. 


Wayne Names Shumaker 


Fred S. Shumaker, long associ- 
ated with Wayne Pump Co., has 
been made a special representative 
}and marketing consultant for the 


company in the New York region. 
* * . 


L-M Boosts Shoemaker 


Appointment of John H. Shoe- 
maker as assistant manager of the 
business management department 
has been announced by Joseph E. 
Bayne, general sales manager of 
Lincoln - Mercury. Shoemaker was 
promoted from a similar position in 
Lincoln-Mercury’s district sales of- 


fice in Los Angeles. 
* oJ : 


Seiberling Post Filled 


James K. MacDougall has been 
appointed director of industrial re- 
lations for Seiberling Rubber Co., 
Akron. MacDougall formerly was 
with Harshaw Chemical Co., Cleve- 
land, where he served in a similar 
capacity for seven years. At Seiber- 
ling, he permanently assumes the 
duties of Wilfred Andrew, factory 
personnel administrator, who has 
been granted an extended leave of 
absence. 


2 
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Cafeteria Lends Reality to Expression . . . 


Berglund Offers ‘Soup to Nuts’ | 


CAMDEN, N. J.—‘Soup to nuts” 
in parts and service is offered by 
Berglund Motor Co. (Ford) in an 
endeavor to please its customers 
and build up employe relations. 

Berglund believes it is the only 
dealership in America which has 
a large cafeteria as an integral 
part of its operation. 

The cafeteria, which is located on 
the mezzanine floor and which is 
said to be the most beautiful res- 
taurant in town, can accommodate 
80 persons. 


Meals are priced moderately, and 
employes can purchase $4 worth of 
lunch tickets for $3. Employes have 
found the cafeteria a great conven- 
ience, and its existence has proven 
a boon in employe morale. Mechan- 
ics have brought their wives and 
children in to have lunch with 
them. 

Aside from the regular entrance 
to the cafeteria from the showroom 
floor, there is a separate entrance 
from the shop, and service em- 








ployes are making use of the cafe- | 
teria during their staggered lunch | 


periods and for a quick snack dur- 
ing working hours. 

The cafeteria is also patronized 
by garage and filling station men 
who come to Berglund to purchase 
parts. Service customers and car 
prospects, too, eat at the cafeteria, 
and Berglund has found that out- 
siders who work nearby are begin- 
ning to patronize it. 

While the cafeteria provides the 
“soup,” Berglund’s parts depart- 
ment, with a $120,000 inventory of 
more than 100,000 parts, provides 
the “nuts.” The parts department 
is so located that it has counters 
in both the showroom and service 
departments. 

The parts manager has a sepa- 
rate office in a glass enclosure 
where he can see the parts counter 
and be sure the customers are get- 
ting prompt service. A perpetual 
parts inventory control system is 
kept which is easily accessible to 


Facts show that The American Home families are 





both the office and parts depart- | 
ments. | 

Berglund’s which is celebrating | 
its 21st year as a Ford dealership, 
has won the Ford four-letter award 
for three straight years. 

The firm’s building was rede- 
signed last year by Ed Berglund, 
and now has a 427-foot frontage 
on Admiral Wilson Blvd., is 380 feet 
long and has an overhang breeze- | 
way to the used-car office. 

Berglund made good use of space | 
in designing the building to get 
maximum utility. For example, 
there is one cashier’s cage with a 
window in both the service depart- 
ment and showroom. This cashier 
handles the shop, and new and 
used-car sales. 

Berglund also made the build- 
ing “liveable” so as to attract 
personnel and customers. There 
are eight all-tile washrooms and 
another specially large one cov- 
ering 1,200 square feet, with lock- 
er space for the mechanics, A 


<illing 2 out of D 
will buy this year! 


Two out of every five families who read 
The American Home will buy a car this year. 


a car-conscious, new-car-minded group! 


93% own one or more cars... far more than the national 


average of 65% ...86% have bought new cars since 1948. 
AND 39% WILL BUY A CAR IN THE NEXT YEAR. 











46 Stalls in Service Department— 
Berglund Motor Co. (Ford), Camden, N. J., is built in a large way. The service 


department covers 16,250 square feet 
* 

20-ton air conditioner cools the 

showroom, offices and cafeteria. 

Flowers and living plants can be 
found throughout the building. Ge- 
raniums decorate the used-car 
office. 

The service department has 46 
bays. It is 130 feet wide and 125 
feet long, and contains 206 lineal 
feet of overhead doors. 

Four of the overhead doors are 
14 feet high and 20 feet wide so 
that trucks can enter with ease. 
There is also a 30-foot long pit used 








And it stands to reason, too, that The American Home families should be car-conscious. 


lhe 3,000,000 American Home reader families are 100% homemakers. As you well know, 


homemakers today are dependent on their cars. Without them, they can’t get to work, 


get the kids to school—or even get the groceries in. To them a car is no longer 


a luxury. It’s a necessity they couldn’t live without. 


Furthermore, The American Home audience shows only 9.3% inter-duplication when 


combined with that of another mass-circulation home magazine. This means that your automotive 


sales message is missing a very important, car-conscious group of American families. 


Why not look into The American Home as a medium for your advertising? Let Ed Sullivan, 


manager of The American Home Detroit office. tell you more about The American Home’s possibilities. 


There’s no place like 


The American Home for results 


The American Home, Penobscot Building, Woodward 5-9878 


Detroit 26, Michigan 





of floor space and contains 46 working bays. 
* * 


, to service big trucks, This pit makes 
| it possible to lubricate trucks when 
they are loaded. 

Control over all service work is 
maintained from a desk in the 
front of the service department, 
equipped with a _ public-address 
system, The service control desk 
is raised about 30 inches off the 
floor to provide an over-all view 
of the department. 

Because of this physical setup, it 
is possible for the one supervisor 
to speak directly to the shop parts 
counter that adjoins the service 
desk quarters. Berglund contends 
that this system of control is much 
better than the tower method be- 
cause it eliminates the need for a 
trolley or pneumatic tube and 
makes the supervisor readily ac- 
cessible. 

The showroom is 120 feet long 
and covers 6,600 square feet of 
space. There are 19,500 square feet 

om * * 





Berglund Eases Waiting— 


| The Berglund dealership has a comfort- 


able lounge area in the showroom so 
service customers can relax, read, or listen 
to radio music while they are waiting for 
quick adjustments or minor repairs. 

. ¢ * 


|of window glass in the showrom, 
converting it into a large display 
window. 

There are four special closing 
rooms in the showroom building, 
|}and also rental, finance and insur- 
ance rooms. Also to be found is a 
large conference room which is 
used for sales meetings and train- 
ing. It seats 30 persons. 

Recorded music is piped into each 
|of the various departments. 

In back of the parts department 
there is an entrance for trucks, and 
an electric hoist for loading and 
|} unloading motors and heavy parts. 

Adjoining the showroom, there 
is a used-car reconditioning room 
which has a 16-car capacity. The 
lot, itself, is 125 by 125 feet. Berg- 
lund tries to have a 10-day turn- 
over on used cars, and retails 
almost all tradeins, wholesaling 
only the undesirable cars. 

Berglund sponsors a radio show, 
“Let’s Take a Ride,” on WKDN in 
Camden, six nights a week. One of 
the primary themes of the show 
is highway safety, livened up with 
music and interviews. 

Berglund is now distributing 10,- 
000 illustrated booklets telling the 
“Story of the House of Happy Mo- 
toring.” Its letterhead states that 
it is “the house that repeat busi- 
ness built’—from a small garage on 
Crescent Blvd. in Collingswood in 
1932. 





Northeastern N. Y. Dealers 
Hold Parley in Ogdensburg 


Automobile dealers from St. Law- 
rence, Clinton, Essex, Franklin 
Hamilton, Lewis, Herkimer and 
Jefferson counties in northeastern 
New York recently met in Ogdens- 
burg, N. Y. 

They heard talks by William 
Frame, president of the New York 
State Auto Dealers Assn.; Vernon 
F. Murphy, association counsel; 
Carl E. Fribley, state director of 
NADA, and E. D. Henderson, exec- 
utive vice-president of the state as- 
sociation, 








Highways & Safety . . . 
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Where Reason Fails, 
A Prayer May Help 


By Gerhardt Neumann 
Staff Writer 
5 SAFE driving a matter of com- 
monsense — or do magic factors 
enter the picture? 

Observers wonder after noting in 
recent months that the number of 
prayers for a safe 
trip has increas- 
ed remarkably. 
Newspapers and 
magazines vie for 
their publication, 
in an obvious at- 
tempt to appeal 


SATIONAL SAFETY 
counceu’s 


coal 
oan 


yi 


HO to motorists’ emo- 

AUTOMOTIVE tions, where their 

MEWS judgment may 
mee *2l. 


Here is one of 
the examples of recent vintage: 
“Dear Lord, before I take my 

place 
Today behind the wheel, 
Please let me come with 
humble heart 
Before Thy throne to kneel— 


And pray that I am fit to drive | 


Each busy thoroughfare, 
And that I keep a watchful eye 
Lest some small child be 


there. 


And keep me thinking 


constantly | 


About the Golden Rule, 
When driving past the 
playground zones 
Or by some busy school. 
Then when I stop to give 
someone 
His right to cross the street, 
Let me my brother’s keeper be 
And spare a life that’s sweet. 
Please make me feel this car 
I drive 
You gave me to enjoy, 
And that its purpose is to serve 
Mankind — but not destroy.” 
Author of this poem is Catherine 
Clark, and it was published in 
Guideposts magazine. 


* * * 


Light-Colored Dress Safer 


FAOWEVER, Los Angeles police | 
statistics make it clear that, in 
addition to a prayer, light-colored 
clothing might help pedestrians 
stay alive. 





The figures revealed that 42 


States in Northeast 





Drive on Speeders 


More than 14,000 enforcement 
officials have been organized to 
control speeders who threaten the 
highway safety of others in the 11 
northeastern states. 

From Maine to Maryland local 
police in 2,570 cities and towns and 
sheriffs in 675 counties will back 
up the “summer slowdown” en-| 
forcement efforts of nearly 2,500 
state police patrolling rural high- 
ways, according to Paul E. Burke, 
director of the Maryland Traffic 
Safety Commission and secretary of 
the Northeastern State Safety Co- 
ordinators, sponsors of the speed | 
control program. 

Speeders arrested will face “firm 
and impartial justice” before nearly 
8,400 magistrates and justices of 
the peace whose aid has been en-| 
listed in the anti-speeding program 
following its recent proclamation 
by the governors of all 11 states, 
Burke said. 

The states are Maine, Vermont, 
New Hampshire, Massachusetts, 
Rhode Island, Connecticut, New 
York, New Jersey, Pennsylvania, 
Delaware and Maryland. 

“The governors of these states 
have joined hands in this pioneer- 
ing life-saving effort,” said Burke. 
“We know the police of each state | 
will concentrate on the speeders 
and keep drivers to moderate} 
Speeds. We're not, however, setting 
up speed traps. We're only request- 
ing the cooperation of highway 
users in observing the rules of cau- 
tion and courtesy and in strict ad- 
herence to speed regulations.” 

Several million leaflets titled, “To 
really enjoy your journey — ‘Slow | 
Down and Live!” were distributed | 
to drivers in the vanguard of the| 
peaixt vacation and Fourth of July | 
holiday travel. 








pedestrians garbed in dark were 
killed in traffic mishaps during 
the first five months of the year, 
while only 17 who wore light- 
colored dress lost their lives. 

Forty of these fatalities occurred 
during the hours of darkness, and 
33 of these victims wore dark cloth- 
ing. 

It also seems that women are 
smarter pedestrians than men. Of 
the 59 fatalities, 41 were men and 
18 were women. 

* = * 


Appeal to Reason 


AFETY experts seem to rely 

pretty much on the “normal 
rules of self-preservation,” accord- 
ing to the American Automobile 
Assn. A person who normally would 
not think of jumping off a sky- 
scraper, these experts say, will 








NADA Urges Dealers 
To Take Lead on Roads 


NADA is now sending out a 
leaflet urging dealers to take an 
active part in the discussion on 
modern highways. 

“Start some talk in your 
town,” the publication advises, 
suggesting that dealers talk not 
only with the people with whom 
they are in touch daily, but also 
with the groups they belong to. 

“Highway needs will be met 
only when the public demands 
action, and this job needs com- 
munity leadership,” the leaflet 
says. 





often steer his car into a situation 
in which the impact would be just 
as great. 


Misjudging his distance is one 
of the most frequent mistakes of 
a driver, the experts warn, They 
say that driving at an even and 
moderate pace is the surest way 
to keep out of trouble and to get 
to one’s destination alive. 


The experts don’t mention any 
prayer. But it seems likely that mo- 


torists who pray 
close ‘ “together.” 


Traffic Puraiios: 
Deaths, Safety Up 


More persons were killed in auto 
| accidents in May than in any previ- 
|ous month this year—but even so, 
|} it was the only month this year to 
| show an improvement over last 
|year, the National Safety Council 
| reported. 

Fatalities for May totaled 3,090— 
ja reduction of 2 percent from the 
| 3,150 killed in May, 1952. The pre- 
|vious monthly high this year was 
| 2,890 in April. 

The Council said the traffic death 
total for the first five months was 
14,230—an increase of 4 percent 
over the comparable figure last 
year. 

Travel volume showed a direct 
relationship with deaths, according 
to the Council. Gasoline consump- 
|tion increased in the same per- 
centage as deaths, so the mileage 
|death rate (deaths per 100 million 
| miles) remained the same at 6.6. 
For May, 23 states had decreases 
|in deaths, two showed no change 
‘and 21 reported | increases. For the 


won't stay 








too! five-month period, 


29 


17 states had 


|fewer deaths, two reported no 


| change, and 27 had increases. 


+ + + 


| Inter-Industry Group Names 





Lowrey to Field Position 


Francis P. Lowrey has been ap- 
pointed field representative of the 
Inter-Industry Highway Safety 

' Committee, ac- 
cording to M. R. 
Darlington jr., 
managing di- 
rector. 

Lowrey will as- 
sist state dealer 
highway and 
safety chairmen 
and their com- 





mittees in plan- 
ning their pro- 
F.P. Lowrey — 


He was former- 
ly associated with Northwestern 
University’s traffic institute, and 
also served as director of highway 
safety for the Massachusetts Safety 
Council. 


Richmond Motor Looted 

Theives who burglarized Rich- 
mond Motor Co., Augusta, Ga., got 
only a few small items. 


McOUAY-NORRIS: 


PISTON RINGS 





Manufacturers have recognized the 


engineering and production skills 


of McQuay-Norris in the piston ring 


field for more than 42 years. 


For Piston rings to meet every requirement 


—no matter how exacting — 


our engineering know-how is at your disposal. 


MCQUAY-NORRIS MFG. CO. 


ST. 





LOUIS 10, MO. 








a 






_owneda 


Myron L. Boyd 
Boyd Bros. 
Honesdale, Pa. 


Dear Mr. Boyd: Myron L. Boyd 


Here is how the famous artist Howard Scott has painted the 
prize-winning poster idea you sent in for the contest we 
recently conducted for Nash Dealers and their employees. 
One hundred million people will see your idea on bill- 
boards from coast to coast in July. 


We received more than 4,000 entries in this Poster Contest 
and all were exceptionally good. All gave positive proof that 
Nash Dealers understand the philosophy of Nash outdoor 
advertising, with its warm, human interest approach in 
selling the Nash Airflyte line. The quality of the suggestions 
made the job of selecting winners doubly hard. 


So, our congratulations to you again, Mr. Boyd; on coming 
out on top. You were correct in picking pride of ownership 
as a leading reason for the ever-growing popularity of Nash 
Airflytes. Correct, too, were the other Nash dealers who 
based their suggestions on style, performance, economy and 
exclusive comfort and safety features. Truly, no other car 


has so many outstanding sales advantages. 


The art work for your poster, Mr. Boyd, was cleared with the 
United States Army for technical accuracy. We are indebted 
to the Army for this cooperation. 


Yes, Mr. Boyd—you too can “stick out your chest’’—as can 
all the other Nash dealers in America. Thanks to all of you 
for helping us make the most phenomenal strides in our 
entire 51-year history. 


When the Second Annual Nash Dealer’s Poster Contest is 
announced shortly, we know we can expect another deluge 
of red-hot ideas. We know you and your employees are 


thinking them up right now. 


Congratulations! 


Hath. yehotoe/1A. 


Division Nash-Kelvinator Corporation, Detroit, Mich. 


k out your chest, like you 


| 
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NEW PRODUCTS 


two square feet of floor space, 


on the dash flashes when pressure 


| has been issued by Ingersoll-Rand. 








| j 

PRESSURE CHARGER—Designed for use 
in conjunction with piped high-pressure 
lubrication systems to cut lubrication time. 
The device is air-operated and provides 
6,000 pounds of lubricant pressure at the 
control valve when used with 125 pounds 


or more of air pressure, according to 
Stewart- Warner Corp., 1826 Diversey 





Parkway, Chicago 14, Ill. 





POWER SAW —This Key-Hak portable 
unit has 360-degree rotability and drills 
with chuck speeds of up to 3,000 revolu- 
tions per minute, according to the manu- 
facturer. Designed to cut directly, without 
the aid of a starting hole, into 20-gauge 
or lighter sheet metal as well as into 
wood of any thickness. Producers & Dis- 
tributors, Inc., 714 S. Sixth St., Allen- 
town, Pa. 





BEARING PACKER—Operates in original 
grease containers, while grease stays clean 
all the way from container to bearing, 
according to the maker. Hinged cover 
keeps receiver free of dust and dirt when 
not in use. Available in three sizes. Gray 
Co., Inc., 1018 Sibley St., Minneapolis 13, 
Mian. 





AUTO LAMP MANUAL —The Tung-Sol 
Guide gives information on cars and 
trucks from 1938-53 and also contains ref- 
erence material on how to troubleshoot 
signal systems and make flasher replace- 
ments. May be hung up as a wall chart. 
Tung-Sol Electric, Inc., 95 Eighth Ave., 
Newark 4, N. J. aa 


Ingersoll-Rand Publishes 
Hudson Service Guide 


|The manual gives time studies on 


| York 4, N. Y. 





various disassembly and assembly 
operations. 

Further information and copies 
of guides on Hudson, Ford, Chevro- 
let, Plymouth, Studebaker or Olds- 
mobile, are available from Inger- 
soll-Rand Co., 11 Broadway, New 





AUTO FAN—The Fahrenheitor, an air 
conditioner which, it is said, purifies the 
air with its filterpaper discs, can be 
mounted on the dashboard or in an open 
window. The six-volt motor can be wired 
to the battery or plugged into the cigaret 
lighter socket. The firm also offers larger 
units for rooms. Chemex Corp., 41 Murray 


St., New York 7, N. Y. 
. a @ 


ama 


ad 
Ps 


F. | 








CHEVROLET SPARK PLUGS—A new set 
is being offered for Chevrolet cars and 
light trucks. Said to have a special heat 
range for extra resistance to fouling. Hast- 
ings Mfg. Co., Hastings, Mich. 

ae 





AUTO COMPASS—Designed in the form 
of a world globe, the device measures 
three inches in diameter and is available 
in brown and gold or gray and silver. It 
has a built-in light. Franklin Accessories, 
5915 Blackwelder St.. Culver City, Calif. 

* 





COLLECTS LEAVES — This truck body 
with suction unit can be mounted on 
either a_ straight truck or a_ trailer. 
Omaha Body & Equipment Co., 24th and 
Vinton Streets, Omaha 9 Neb. 


Kit Warns Truck Driver 
If Air Pressure Falls 


Cole-Hersee Co. is marketing a 
kit for buses and trucks to warn 
drivers when air pressure falls be- 
low the safety point of 60 pounds. 

The kit consists of a dash unit 


A service guide for the Hudson 'and a pressure switch. A red light 





|drops. A price list and data sheet 

are available from Cole Hersee Co., 

20 Old Colony Ave., Boston 27, Mass. 
* fe * 





FOR CHEVROLET, GMC — Featuring a 
windshield which offers the driver 180- | 
degree vision, this new line of parcel de- 
livery bodies is being built for Chevrolet 
and GMC eight, 10 and 12-foot chassis. | 
The units are designed for low setup, a| 
convenience for loading and unloading. 
Utility Truck Crermeses, Saree City, Ind. | 








OFFENHAUSER UNITS—The Ford 6 OHV | 
intake manifold (top) is offered for stand- 
ard and automatic transmission and is said 
to effect equal fuel distribution and bet- 
ter engine performance. The valve cover | 
(bottom) comes in high-lustre finish and 
has a finned top for faster heat dissipa- | 
tion. Also offered is an intake manifold 
for V-8 Ford and Mercury cars which is 
claimed to be the only dual manifold per- 
mitting operation of fan in regular posi- | 
tion on all models from 1932 up. Offen- 
hauser Equipment Corp., 5054 Alhambra | 


Ave., Los Angeles 32, Calif. 
>. 2 s 











POWER-STEERING HOSE—The 1953 edi- 
tion of the Weatherhead J-103 Catalog 
contains information on power-steering re- 
placement hose assemblies. Weatherhead 


Co., 300 E. 131st St., Cleveland 8, O. 
s «= * 








STEAM - CLEANER — This _ self-contained 
unit offers a graduated range of cleaning 
pressures suitable for both paint stripping 
and heavier duties, it is claimed. The 
firm says the Model LH Clayton Kerrick 
unit delivers 150 gallons of solution per 
hour and that full working pressure is 
attained in two minutes from a cold start. 
Clayton Mfg. Co., Box 550, El Monte, 
Calif. 


* * a7 
Indestro Unveils Stand 
For Displaying Tools 
New floor-stand merchandisers 
for Indestro tools have been an- 
nounced by Indestro Mfg. Corp., 


N. Kildare at Schubert, Chicago. 
The units, which occupy less than 


have trays for displaying wrenches, 
sockets, screw drivers, punches and 
pulleys. 
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AUTO PoLisy 





AUTO POLISH — Said to combine the 
best properties of synthetic waxes with 
| the brilliance of silicones. Gives sparkling 
finish without rubbing. Garry Laboratories, 


Inc., 701 Seneca St., 
| 7 *x 


Buffalo 10, N. Y. 
* 








DISPLAY BOARD—Available to jobbers 
and distributors handling spray-painting 
equipment. The board shows five types of 
spray guns, two styles of blow guns, a 
siphon cup and two models of oil and 
water extractors. Binks Mfg. Co., 3122 W. 


| Carroll Ave., Chicago 12, Ill. 
+ 


* * 








RADIATOR PROTECTOR—Protecto Rod 
consists of a series of copper and zinc 
plates assembled like those of a battery. 
It keeps new engines rustfree, while in 
older engines the accumulation of foreign 
matter is released for easy flushing from 
the system, according to McRay Products 
of California, 4907 Melrose Ave., Los An- 
geles 29, Calif. i 





STUD WRENCH — Designed with ratchet 
action built in. Stud will either twist off 
or turn before jaws slip, and tool marks 
are minimized, according to Clark-Feather 
Mfg. Co., Fort Morgan, Colo. 

* * * 


Power Timing Light 
Minus Vibrator Offered 


A power timing light which has 
no vibrator or moving parts has 
been announced by Harvey E. Han- 
son Co., Paw Paw, Mich. 

The device, Hanson Model 39, 
works on six, 12 or 24-volt systems, 
the firm says. It has removable and 
replaceable cords. 

a 7 * 


Welding Hose Bulletin 


A new two-page welding hose 
bulletin contains photographs of 
the various types of Quaker weld- 
ing hose, as well as constructions, 
performance data, recommended 
uses, sizes, working pressures, 
weights and lengths. For copies con- 
tact W. M. Taylor, advertising man- 
ager, Quaker Rubber Corp., division 
of H. K. Porter Co., Inc., Tacony 
and Comly Sts., Philadelphia 24, Pa. 


ee 


POLISH CONTAINERS—tustur-Seal Haze 
Cream and Cleaners No. 1 and 2 are 
being packaged in light, unbreakable 
containers made by Imco. The attractive 
bottles, it is said, give merchandisers 
unique product identification. Imco Con- 
tainers Corp., Seventy-fifth and Cleveland 
Sts., Kansas City, Mo. 

* x ” 


|Carlife Booklet Discusses 
Used-Car Merchandising 


Carlife Guaranty Co., Detroit, 
has issued a booklet explaining its 
new Series B plan of used-car 
merchandising. 

The folder discusses problems of 
used-car selling and offers advice 
to dealers. Copies of the booklet are 
obtainable without cost from Car- 
life Guaranty Co., 16501 Wyoming 
Ave., Detroit 21, Mich. 

e -@ 6 


Loose-Leaf Binders 


Loose-leaf binders and page in- 
dexes for sales and reference pur- 
poses are described in a 40-page 
booklet, “Binders That Build Busi- 
ness,” released by Remington Rand 
Inc., 315 Fourth Ave., New York 10, 
N. Y. The booklet is designated 
LL234. 





"> 
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TPYHIS is a confidential letter to a 
young man, named Joe. 

As a repairman in a garage, he 
is exactly in the same position as 
was William Richard Morris, son 
of an Oxfordshire farmer, in Eng- 
land, when “Dick” got a job in a 
bicycle shop at five shillings a 
week. But he retired the other day 
as chairman of British Motor Corp., 
at the age of 75, after inventing 
the Morris car in 1912, and bring- 
ing it to a production of 150,000 
annually by 1939 . . . being honored 
as Lord Duffield . . . and contribut- 
ing $70 million to philanthropic 
causes. 

Morris is the same type of man 
as Alfred P. Sloan jr., who started 
on the drawing board at $50 a 
month ... or C. E. Wilson, whom 
this writer remembers as the 
ablest young man in Remy Elec- 
tric and who is now secretary of 
defense. 

What is my advice to young Joe? 

Follow the example of those boys 

. Hitch your wagon to a star. 

Remember, there are five stars in 
the business firmament: Food, 
clothing, shelter, communication, 
and transportation ... and the fast- 
est moving of these five are the last | 
two. 

And remember that during the 
next 10 years every market in the 
world will be open to American | 
products .. . not only Punxsatawny | 
and Oshkosh, but every spot on the | 
face of the earth where you can 


land a cargo. 
* * * 


New Market Vistas 
bony SAM is going to rapidly 
live down the reputation of 
being a sucker for a loan of a few 
billion of the taxpayers’ money. 

Production will increase by leaps 
and bounds. Scientists and engi- 
neers will accomplish that. Tariffs 
will be revised, not to protect 
American industry ... but to widen 
the world market for American 
goods in exchange for what other 
nations can produce. 

For 100 years the politicians 
have figured that the greatest 
help to their voting clients was to 
build a tariff wall around Amer- 
ican products to bar foreign com- 
petition. 

Then the hopeful dreamers who 
had never made a legitimate dollar, 
or met a payroll of their own in “all 
their born days,” kidded the Amer- 
ican people into thinking they had 
to loan more than $87 billion ($7 
billion a year for 12 years, to last 
June 30) to help our competitors 
among the nations (with several 
billions to Soviet Russia, our for- 
mer “ally”). 

We will never regain the respect 











Hanging by a Thread— 

Two single threads of nylon are strong 
enough to support an entire wheel as- 
sembly, according to the Fisk division of 
U. S. Rubber Co., whose new Fisk Safti- 
Flight is made of nylon and is said to} 
hove up to 95 percent more strength than 
ordinary tires. | 
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of the panhandlers of the world | 
until we live down that reputation | 
‘ Nor can we ever meet our 
“freshman obligations” unless we 
vastly increase our production and 
attain volume which will open up} 
every market in the world. 
+ * * 
Revival of Export Spirit 
ps point is, Joe, America is 
going to GROW UP in the next} 
10 years and you can grow with it. | 

How to go about it? 

There are 224 companies which 
invested a million dollars, or more, 
in advertising, in one or more of 
the years from 1936 to 1950. They 
are all eager for knowledge of 
the foreign markets. Some have | 
had valuable experiences. Some | 
have been retarded by the old- 
fashioned politicians. 





GMC Starts Building in Denver— 


Ground has been broken for a new building of the GMC Truck & Coach wholesale 
zone in Denver, according to J. C. O'Connor, zone manager. The GMC retail store at 
620 W. Twelfth Ave. will remain in operation, while all wholesale activities will be 
moved to the new location, 4715 Colorado Bivd. 


are like the rest of the world “wait-| inform you, if you show them this 
ing for the sunrise.” | column.) 

The whole list was published by| : «& &® 
Printers Ink in a brochure entitled | ’ 
“Profile of the Advertising Market,” | Get on Bandwagon! 
under the title “The Millionaires of OW ... what do you do? 
Advertising.” (Any advertising Pick the largest of these com- 





33 


apply for a job in the export de- 
partment. You won’t find many lads 
around who lunch at the Stork Club 
or wear Brooks Brothers clothes 
(est. 1818). Then learn all you can 
about the foreign markets. 

The whole field is practically 
new. Only a few far-sighted ad- 
vertising men have sensed the 

| coming market. They haven’t 
been able to do much while the 
Administration was teetering be- 
tween being called a Shylock and 
an all-day sucker. 
| Now the horizon will grow 
| brighter, day by day. 
| P.S. High-speed transportation 
|}and communication embody the es- 
|sentials of trade. Let the scientists 
| figure out when you can open that 
| supermarket on Mars. Learn more 
j}about the markets within reach 
than the guy at the next desk. And, 
before long you'll be tellin’ him... 





All, in the words of the old song, | agency that is alive has it and will| panies in your neighborhood and | how it’s done. 





OST EFFECTIVE BUSINESS BUILDERS 
we’ve ever used”... so say the thousands of 
shops displaying the ‘‘Bear’’ Sign now being 
nationally advertised in 


\ 
(POS) «ng Fania 


WHEEL ALINEMENT & BALANCING 
FRAME & AXLE STRAIGHTENING 
HEADLIGHT & BRAKE TESTING 


















No Limits to What It Will Do...No Limits on the Profits You Make! . 


You Do the Job Right in Less Time with the 


EXPAN DABLE “BEAR” 


... that’s why it is the most popular 
... the most widely used alinement 


service in America! 


> 
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You’re not limited to just a 
few simple wheel alinement 
service operations when you 
set up with the “Bear’’ 195- 
84! There is NOTHING IN 
ALINEMENT IT WON’T DO... 
that’s why the sky’s the limit 
for profits! And when you’re 
ready for frame straighten- 
ing... you can E-X-P-A-N-D 
your “‘Bear’”’ by just adding 
a few tools and frame attach- 
ments and you’re all set for 
big frame straightening prof- 
its, too! This EXPANDABLE 
feature is a ‘“‘Bear’’ EXCLU- 


YOU GET ALL THIS! 


1 Complete 5-point Alinement Checking 
and correction plus axle and rear housing 
straightening. 

2 72,000 Ibs. of hydraulic pressure for 
speed and ease in correcting. 

3 Extra high so mechanic can work faster 
and easier. Available in flush or floor models! 


SIVE that makes “‘Bear” the 
smart investment from the 
start! The BIG PROFIT POWER 
of nationally-advertised 
“BEAR” SIGNS... the extra 
stamina of ‘“‘Bear’’ built-like- 
a-battleship construction... 
the extra speed ...extra 
power ... and extra tools you 
get with the ‘“‘Bear’’ 195-84 
make it the No. 1 choice of 
America’s automotive repair 
men. For all the facts write 
for catalog data bulletin. 
BEAR MFG. CO., DEPT. A-14, 
ROCK ISLAND, ILLINOIS. 


4 EASILY ADJUSTABLE TRACKS FOR ALL 
TREAD WIDTHS! 


5 Satety stops on-each track. 
© Special precision gauges. 
7 Handy accessory tools. 


ALINEMENT 


COMPLETE 


STRAIGHTENING 
SERVICE 


5 84lservice 


EXPAN DABLE 


9)-in-)] Teal s 


le ee ae le 
Tattle 






the MORE “BEAR” you have...theMORE MONEY you make 
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Oldtimer Joins Packard Family— 


Noll Auto Co., of Los Angeles has become a Packard dealership after 37 years in 
the automobile business. Partners in the firm are W. A. Noll and R. W. Baldwin. The 
dealership’s new showroom, used-car lot and service department are shown. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 


»».fO squeeze more water off the 













oily fumes. 
Check the wiper arms, 
teo, when biades are 
replaced! Even the 
best blades are inef- 
fective if wiper arms 
are worn out, or have 
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Lawsuits Affecting Dealers... 


Court D 


By Lee T. Parker | 
Attorney at Law | 


AConwue to a late higher 
court decision, one who 


| purchases a ticket on a chance to 


win an automobile, cannot compel 
the seller of the ticket to deliver 
the auto to the winner. 


For illustration, in Holmes v. 
Saunders, 250 Pac. (2d) 269, it was) 


ecisions 


drawn and he was declared to be 
winner of the automobile. However, 
he was not permitted to take pos- 
session of the car, and he filed suit 
asking the court to compel the 
seller of the ticket to give him pos- 
session. The higher court refused 
to do so, saying: 

“Since plaintiff’s cause of action 
depends on their success in a lot- 





shown that an organization sold|tery, which is a criminal offense, 
tickets at $1 each which entitled |the doors of the courts are closed 
the purchasers to a six-month sub-|to them. 
scription to a magazine and a a bw 
numbered ticket to be drawn on|Emergency Vehicle Privileges 


® * * 


a certain date for a Buick sedan. 
A man proved that his ticket was 


water off the glass. 


Trico Products Corporation, Buffalo 3, N. Y. 


i pe higher courts hold that an 
emergency vehicle not on an 





No bevel! Two equally sharp edges give a perfect wipe 
in both directions. 


Trico television, coast-to-coast, is picturizing the new hollow- 
cut blades to audiences of millions of car owners...on Rainbows 


for curved windshields and Triple Actions for flat. 


Countless wiper blades are ready for replacement...worn and 


dulled by abrasive action; hardened by sun, heat, weather and 


Multiply your profits by offering your customers new, live, 


soft-rubber Trico Wiper Blades, now hollow-cut to squeeze more 


emergency run has no_ special 
privileges. And although a majority 
of higher courts hold that emer- 
gency vehicles on emergency runs 
have special privileges, some courts 
hold to the contrary. 

For illustration, in Fayette County 
v. Hill, 201 S.W. (2d) 886, it was 
shown that a policeman, the driver 
of a police car, had received an 
emergency call and was traveling 
at a speed of approximately 40 
miles an hour. A bus had the green 
light when it entered a street inter- 


section while the light was red 
against the police car. 
A collision resulted which in- 


jured many passengers in the bus. 

The bus company sued both the 

municipality and the policeman 

for damage to the bus, and the in- 

jured passengers sued them to re- 

cover damages for their injuries. 
. 2 . 


Unusual Decision 


| higher court held the police- 
man and municipality jointly 
liable in damages. The court said: 

“It was the duty of the de- 
fendant, Sylvester Kiger (police- 
man), before proceeding against 
the red traffic signal to slow down 
the car he was driving to the ex- 
tent necessary for the safe oper- 
ation thereof.” 

This decision is unusual. First, a 
majority of courts holds that a 
municipality is not liable in dam- 
ages for injuries negligently caused 
by employes who perform govern- 
mental functions, as the operation 
of police, fire and sanitary de- 
partments. 

Second, a majority of courts holds 
that it is the duty of all drivers of 
motor vehicles to yield the right of 
way to emergency vehicles, when 
such vehicles sound sirens. 


Oklahoma Court Order 


Halts Car Giveaways 

OKLAHOMA CITY.—-The Okla- 
homa Supreme Court has ruled that 
if a customer is required to go to 
a store to get a ticket and to re- 
turn there to get an auto the tick- 
et wins, it is a lottery even though 
the customer pays nothing for the 
| ticket. 

Under the ruling, Knox Indus- 
tries, Inc., was ordered to stop giv- 
|ing away new autos. Knox, a gaso- 
|line sales organization, had been 
giving away cars in an effort to 
build goodwill, the firm’s officials 
said. The cost was classed as ad- 
vertising expense. 


United Motors Ups 
Dupy and Lape 


DETROIT. — W. N. Potter, gen- 
eral manager of the United Motors 
Service division of General Motors, 
last week announced the appoint- 
| ment of Vernon A. Dupy as general 
| sales manager and Edward L. Lape 








E. L. Lape 


as general merchandising manager. 

Dupy, who had been general mer- 
chandising manager since 1942, suc- 
ceeds the late Wilmer A. Hagen. 
Lape had been assistant general 
| merchandising manager for the last 
year. 

Dupy has been with United Mo- 


|tors Service 34 years, coming up 


through the ranks and holding 


| virtually every sales position in the 


division. He was central regional 
|manager when appointed general 
merchandising manager. 

Lape spent 26 years with Chev- 
rolet, then was appointed to the 
GM central staff in 1946, where he 
had various assignments dealing 


| with parts and accessory distribu- 


tion. He moved to United Motors 


| Service last year. 





South Gate Now ‘SG’ 


LOS ANGELES.—South Gate 
| Brake Specialties Co., 3356 E. Four- 
|teenth St., has changed its name 
|\to SG Specialties Co. The firm 

manufactures the Rocket hydraulic 
| brake booster and other brake de- 
| vices. 
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New York Journal-American families 


spend more money 











BE otto. 


Lil Pd 


ALK about sales potential! If all the families 
who read the New York Journal-American 
were to form a city of their own, it would boast 
a greater purchasing power than Cleveland, 
Minneapolis and St. Louis combined. 
The two essentials of a major market are 
people and money. By either measure, New 
York is far and away the nation’s leader and, 
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HEARST ADVERTISING SERVICE 
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than all the families 


eM Cate 
Minneapolis and 
St. Louis combined 


Source: Sales Management 


1953 Survey of Buying Power. 
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in New York, the Journal-American delivers far 
more families with more money to spend than 
either of the two other evening newspapers. 
For volume sales in America’s richest 
market, you need the 4 billion dollar buying 
power of the families who prefer the home-going 
Journal-American ... New York's largest even- 
ing newspaper by an overwhelming margin. 
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The Erhardt - Rickabaugh Motor 
Co, partnership in Ellsworth, Kans., 
has been dissolved by mutual agree- 
ment, Otto Erhardt and Sam Kick- 
abaugh announced. Erhardt has 
sold his interest in the Dodge- 
Plymouth dealership to operate a 
gas station and used-car lot. Rick- 
abaugh, who has had the dealership 
in Ellsworth for nine years, plans 
to take in another partner so that 
he may devote his entire time to 
his dealership in Lyons, Kans., he 
said. 

* + * 
Thomson Bros. Takes Over 


As Cadillac Distributor 


J. M. Roche, Cadillac general 
sales manager, has announced the 
appointment of Thomson Bros., 
Inc., as Cadillac distributor in 
Cincinnati. 

Thomson Bros. purchased the 
assets of D. A, Bennett Cadillac 
Co. The new firm’s president is 
Charles Dabney Thomson, with 
Lewis C. Thomson as vice-presi- 
dent. 

D. A, Bennett is retiring from 
the auto business. 

o 


Chevrolet Dealers’ Group 


Elects Sahli President 


E. A. Sahli, of Beaver Falls, Pa., 
has been elected president of Pitts- 
burgh Zone Chevrolet Dealers 
Radio Fund, Inc. 

Sahli is a regional vice-president 
of NADA. He is also a chairman 
of the membership committee and 
a state director of the same organi- 


zation. 
* aa * 


Youthful Mechanic Wins 


Buffalo Dealer Award 

Tom Grisewood, president of 
the Buffalo Automobile Dealers 
Assn., attended graduation exer- 
cises at Burgard Vocational High 
School, Buffalo, and presented a 
gold watch to Fred Fischer, 
honor student in the auto me- 
chanics class. Fred’s scholastic 
average was 95.31 and he had not 
been absent or late in his four 
years at Burgard. 

Of the 56 apprentice-mechanics 
graduated from Burgard this 
year, 45 have been placed with 
members of the Dealer Associ- 
ation. 

s ¥ . 

Dixon Expands Service 
Clarence Dixon Cadillac, Inc., 
Hollywood, Calif., has expanded its 
service department by some 15,000 
square feet. James Dawson, sales 
manager, says that all paint and 
metal work will be done on the 
premises. 


Hills Celebrates 17th Year 
Thayer Hills, head of Hills Mo- 
tors (Nash), Pasadena, Calif., has 
celebrated his 17th anniversary as 
a dealer. 
. e@ 


Miller Honored 


Bud Miller, owner of Bud Miller’s 
Motorport (Ford), of Monrovia, 
Calif., has been selected by the 
Monrovia News-Post as its “Dealer 
of the Week.” 


° * 


Metcalf & Mayer Lot 


A used-car lot, complete with 
service facilities, has been added 
by Metcalf & Mayer (Lincoln-Mer- 
cury), Burlingame, Calif. The new 
lot extends the dealership’s street 
frontage to 170 feet. 

s . * 


Roberts Sells to Sheraw 
Merle Roberts has sold the 
Ford dealership in Ottawa, O., to 
R, E. Sheraw, of Lima, O. 
om 7 s 


New Look for Paeltz 


Paeltz Motors (Oldsmobile), Rip- 
ley, O., has opened new showrooms 
on Third St., opposite the Town 

F eee 


Chrysler-Plymouth Franchise 


Awarded Shaps Motors 

Shaps Motors, Inc., 3737 Broad- 
way, Chicago, a Hudson dealership 
since 1938, has taken over a Chrys- 
ler-Plymouth franchise with the ac- 
quisition of Lakeside Motors, Inc., 
814 W. Deversey Parkway. 

In announcing the transaction, 
Max Shaps, president, said his firm 
will operate the garage on Deversey 


Dealer Doings 
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as a new and used-car showroom, 
and the garage at 3737 Broadway 
as a service and parts center. Newt 
Kaplon will be sales manager of 
the new garage, while Shaps will 
manage operations in the service 
and parts departments. 

+ * - 


Twin City Plymouth Group 
Names Hirsch President 

William Hirsch, of Central Motor 
Sales, Minneapolis, has been elected 
president of the Twin City Plym- 
outh Dealers Assn. 

Other officers are Archie Butts, 
of A.B.C. Motor Sales, Inc., vice- 
president; Manford Anderson, of 
Anderson Motor Co., secretary, and 
George Hartzell, of Hartzell Motor 
Co., treasurer. 

+ a” * 
Spencer to Operate 


Buick Dealership 


Beverly Spencer, former general | 


sales manager for Ed James Buick, 
Los Angeles, will take a Buick deal- 
ership in Southern California. 

Al Harris, formerly new-car sales 


/ GGA yf, forhim. 














ager, Richard Sprague sales man- 
ager and Bill Spangler parts man- 
ager. For 15 years, Birr has beer 
associated with his father, O. A. 
| Birr, in another Dodge-Plymouth 
| dealership. 

* * a 


Anthony Appointment 
Hilary T. Martin, San Fran- 
cisco resident manager of Earle 
C. Anthony, Inc. (Packard), an- 
nounces the appointment of Bill 
Blas Kower as used-car manager. 
* * * 


Safecrackers Get $500 


A safe clearly visible from the 


Miami's Exclusive Rolls-Royce Salon— street_ was blasted open at Ervin 
Feld Motor Co., Kansas City, and 


Waco Motors, Miami, Fla., claims to be the only exclusive Rolls-Royce salon in the | robbers obtained $500. 

east. Frant Watts, owner of the dealership, has had the Rolls-Royce representation for | * * * 

little more than a year, but says that sales in 1952 placed him second in the United ° 

States, behind New York and ahead of Los Angeles. | Bader Buys Wis. Deal 
Walter Bader, Milwaukee, has 


manager for James, will take over; 559 Division Ave., Grand Rapids, | bought Dairyland Motors, Fond du 
as general sales manager. Spencer | Mich. Daniel Veldman is manager | Lac, Wis., from H. D. Watson, who 
is the son of Leroy Spencer, Pacific | of the new lot. |had operated the dealership since 











coast regional manager for Pack- | * * «© | 1946. Bader, who has been operating 
ard. iy avg? ° |a dealership in Milwaukee, will call 
* * * | Jim Birr 7 Dealership | his new business, Bader Motor Co 

| Opens in Indianapolis * * 8 


Coronet Handles Singer 


Coronet Motors, Inc., Miami, Fla., 
has been chosen to handle the 


product of Singer Motors, Ltd 
(Continued on Page 37, Col. 3) 


Bissell-Sears Expands | Grand opening has been held for 
Bissell-Sears Motors, Inc. (Dodge- | the fourth Dodge-Plymouth deal- 
Plymouth), owned by Charles W. | ership in the Indianapolis area, 
Bissell and Howard W. Sears, has | Jim Birr’s Coronet Motors, Inc. 
opened its second used-car lot at| Jack McElwaine is general man- 


A fair car deal is a good car deal! You attract business with real new 


car values, right trade-in allowances and thrifty terms for time buyers! 


All your time customers will agree. . . “Good deal!” ... when you explain why you use the 


GMAC Thrift-Guard Plan. Show them how they save 4 ways: They get the greatest financing 


value at low cost. They save time and trouble. And GMAC service protects them all the way 


through to full ownership! 


You can use this safe, thrifty GMAC Thrift-Guard Plan as a background for sure, sound 
business growth. Let it bring you all these benefits: 


(1) Control of the whole transaction. (2) Gross from time contracts. 


(3) Extra business from satisfied customers. (4) Repeat sales from GMAC service. 


GENERAL MOTORS ACCEPTANCE CORPORATION 
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President of Coronet is Gerald F. 
Sullivan, a veteran of 19 years in 
the automotive field. Associated 
with him is Jack Price. 

* * + 


Ellis Gets Franchise 


Harry C. Ellis has obtained a 
Chevrolet franchise in East Stan- 
wood, Wash., under the name of 
Ellis Chevrolet Co. 

Ellis has been a partner of J. A. 
Wallace in the East Stanwood 
dealership for the past year and 
a half. 





* 


* 
Ramp Opens New Lot 
John Ramp, Inc. (Packard), of 


* 


Kaiser Distributor Holds Open House— 

John Griffin (right), president of the Sioux Falls (S. D.) Chamber of Commerce, picks | 
a winner at the open house of Dakota K-F Distributors, a division of Kaiser-Frazer | Indianapolis, has opened a third lo- 
Sales Corp. The prize was a television set. Looking on are J. C. Carr, general man- cation for the used-car department. 


|O. L. Dresher is manager of the 
new location. Phil Gravengaard is 
manager of the other lot and Vern 
| Irwin is sales manager at the main 
store. 


ager of Dakota K-F Distributors, and Helen Olson, Miss Sioux Falls for 1953. 


Hudson Outlet Grows 


Howard W. Leonard, president 
of Leonard’s Motor Service, Oak 
Bluffs, Mass., recently granted a 
Hudson franchise, is planning an 


expansion of his new-car and 
service facilities, Robert S, Silvia 
has been appointed service man- 
ager. 


* *x * 


Dobbin’s Last Stand 


| The automobile has made the 


..Sreat deal for you! 


TNS 


[evn we cr cee 
pls Si 
TIME PAYMENT 










The GMAC Thrift-Guard Plan— 
available to General Motors Dealers: 
CHEVROLET « PONTIAC * OLDSMOBILE 
BUICK ¢ CADILLAC 
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(Continued from Page 36) 


horse move over once again. Don 
| Hobbie, 
|in Oroville, Calif., has purchased 
the land on which stands the city’s 
last blacksmith shop. The property 
will be used for expansion of the 
firm’s used-car lot. 
* * 
Eisfelder Buys In 

A. R. Eisfelder has purchased an 
interest in Nash Central Motors, 
Kansas City, according to David 
|L. Barnes, president. Eisfelder has 


been elected sales vice-president. 
| * + * 


| Longpre Holds Open House 


At $250,000 New Center 


Bob Longpre Pontiac, Monrovia, 
Calif., has held a grand opening of 
its new sales and service center. 

More than 75 cars can be dis- 
played in the used-car department 
and the service department can 
take care of 70 cars daily, Longpre 
said. The new center cost more 
than $250,000. 

“We've actually been able to re- 





Chevrolet - Cadillac dealer | 
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duce the prices of some of our 
service operations due to our new 
equipment,” Longpre said. “We are 
in a better position to sell more 
|new and used cars, to make better 
|deals and to take care of our new 
|and used-car customers after they 


| have purchased the car from us,” 
* * * 


| Certificates Awarded 


|'To Young Mechanics 
Snohomish County (Wash.) deal- 
lers recently gave certificates to 
|nine men who had completed the 
| prescribed course for journeymen 
automotive mechanics. 

Cc. V. Allen, president of Allen 
Buick Co., Everett, presented the 
certificates. Guest speaker for the 
evening was H. G. Backstrom, Ar- 
lington auto dealer. 

+ + 


Used-Car Ads in Spanish 
Draw Interest in Twin Falls 
Appealing to the Spanish- 
speaking farm laborers coming 
into the Twin Falls (Id) area 
from Texas and New Mexico, Al 
Jenkins, sales manager for Glen 
G. Jenkins Chevrolet Co., is ad- 
vertising used cars in Spanish. 
The advertisements attracted 
considerable attention from the 
non-Spanish speaking residents, 
Jenkins said. He intends to ad- 
vertise in Spanish during the 


summer and early fall. 
= . cZ 





Francis and Kerley Unite 


Lister Francis, former Chevrolet 
factory official and Chevrolet 
dealer in Texas, and Harold Ker- 
ley, assistant St. Louis zone man- 
ager for Chevrolet, have formed 
Francis-Kerley Chevrolet Co, in St. 
Louis. 


First Dealership in Paradise 


Teams Koehler, Mosure 

The first dealership to locate in 
Paradise, Calif., will be Paradise 
Auto Sales & Service (Willys). 
Harry N. Koehler and Harry A. 
Mosure, partners, plan to con- 
struct a building providing 2,600 
feet of floor space. 

Koehler formerly owned a 
dealership in San Diego, Calif., 
while Mosure was an engineer 
| with General Motors in Michigan 
| for 28 years. 

* 
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| Buick Dealership on Coast 


Purchased by Butler 


Charles A. Butler has purchased 
the McCollum Buick dealership at 
Manhattan Beach, Calif., and will 
do business under the name of 
Butler Buick. 

H. M. McCollum, who established 
the dealership in 1945, has retired. 
Butler has been a Buick dealer at 
Oxnard, Calif., for two years, His 
auto career began in 1929 when he 
joined the Chevrolet division. 

7 oe s 


Christenson Takes Deal 
Roy Christenson, in partnership 
with his father in the Chevrolet 
dealership at Griffith, Ind. has 
taken over the Hobart (Ind.) Chev- 
| rolet dealership formerly operated 
by Everett Newman, who died last 
winter. It will be known as Christ- 
enson Motors, 
. 


Callaway on Its Way 

Callaway Motors, Inc. (Dodge- 
Plymouth), has formally opened 
at 229-231 W. Ponce de Leon Ave., 
Decatur, Ga, T. M. Callaway jr., 
who formerly operated a dealer- 
ship in Gadsden, Ala., heads the 
new firm, which was organized 
following his purchase of Farris 
Motor Co, 





| Kennedy Buys Out Odle 


R. W. Kennedy has purchased the 
interest of his partner, Andy Odle, 
in Odle Motor & Implement Co., 
Beloit, Kans. The new firm name 
will be Kennedy & Sons, It will 
continue sales and service for Olds- 
mobile cars and John Deere farm- 
ing implements. 

. 





Cheatham Gets L-M Deal 


Thad Cheatham jr. of Louisville, 
Ky., for 25 years business manager 
of Louisville Motors, has obtained 
a Lincoln-Mercury dealership in 
Knoxville, Tenn., and is doing busi- 
ness at 1702 W. Cumberland Ave., 
formerly occupied by Model Motors 
(Packard). C. E. Cooper, president 
of Model Motors, has given up his 
franchise and will be associated 
| with the new firm. 
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Packards in Palatial Surroundings 


Parked in the court of honor at the palace of the Bey of Tunis at Carthage are 
the sovereign's two new Packard Patricians. The car in the foreground carries the 
square flag of the Bey. A lighter Packard with the triangular flag is used by his 
wife. The back windows are equipped with special curtains that can be drawn to 
hide her from the public, in accordance with Mohammedan custom. The emblem above 
the balcony is the Bey's coat of arms. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 
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Delo Aiilo Reailio 


brings greater listening 


pleasure to millions 





Delco Signal-Seeking Radio 
Completely automatic tuning! Press 
the Selector Bar and the Signal- 
Seeking Tuner travels across the 
dial until it encounters a station 
signal. Another touch of the finger 
and the next station is tuned in 
. selection virtually unlimited! 
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eck oa a 4 


=, 


Delco "Favorite Station” Radio 


Highest development of the auto 
radio science . . . combines push- 
button tuning of any five predeter- 
mined stations with Delco Radio’s 
famous Signal-Seeking Tuner. Push- 
button stations easily arranged by 
sliding tabs . . . easily readjusted. 











Business 


NEW YORK.—A mid-year survey 
shows that business in New York 
City showed a general volume in-| 
crease for the first half of 1953 and | 
should continue this trend for the 
rest of the year, according to the} 
Commerce & Industry Assn. of 
New York. 

The survey covered 228 con- 
cerns representing a cross-section 
of the city’s commercial activi- 
ties. Thomas Jefferson Miley, ex- | 
ecutive vice-president of the as- 
sociation, said the main con- | 
clusions were based on the ma- | 
jority opinion of the heads of 
these concerns. 

As to business volume in the first | 
half of 1953 compared with the 
corresponding period last year, 28 
percent of those surveyed said it 
had been about the same; 40 per- 
cent found it better, and 32 percent | 





reported a decline. On the second- | 
half outlook, 33 percent expected | 
gains of 5 percent more; 28 percent 


LY 13, 1953 _ 


Survey Shows New York Commerce at Level 
Above ’52; Trend Seen Continuing 


| increases of 5 to 15 percent, and 11 





Is Better 








| 
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looked for declines at a similar 
rate; 35.5 percent foresaw no ap-| 
preciable change, and 3.5 percent 
made no predictions. 

Among concerns which made} 
first-half gains, 29 percent reported 





percent said they had had rises of 
more than 15 percent. Within the 
group reporting declines, 18 percent 
said business had fallen 5 to 15 
percent, and 14 percent indicated a 
greater decrease. 


Most optimism was expressed 
by manufacturers of machinery 
and metal parts and by whole- 
salers and retailers, with 42.6 per- 
cent predicting a second - half 
business rise of 5 per cent and 
more. Transportation and freight 
forwarding groups were the most 
pessimistic about second - half 
prospects, with 40 percent ex- 
pecting a drop of more than 15 
percent, and 20 percent looking 
for a decrease of 5 to 10 percent. 
However, 26.8 percent looked for 


Automobile factories and car dealers have so pleased 


car buyers by recommending Delco auto radios that the 





present number of Delco-equipped cars greatly exceeds 
those equipped with radios of any other make. Among 


the notable electronic advancements at Delco Radio 


contributing to this popularity is the famous and exclusive 
Delco Signal-‘Seeking Tuner—a device that automatically 
selects and receives all available stations, one after 


another, at the touch of a finger. 


Suggest to your car 


manufacturer that your customers’ need for the best in 
automotive radio will be satisfied only by the superb 
tone and the long-range ability of any one of four unusual 


models in the Delco Radio line. 


GENERAL MOTORS CORPORATION 
KOKOMO, INDIANA 


— 
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Delco Push-Button Radio 
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a proportionate second-half 
swing in the opposite direction, 

Concerning the second-half out- 
look, principal reasons given were: 
For an increase — “more intensive 
sales promotion activities;” “great- 
er consumer demand;” “normal 
growth,” and “new products.” For 
a decrease—‘competition;” “dollar 
shortage in foreign markets;” “ef- 
fect of taxes on customers;” “down- 
ward movement in general price 
structure,” and “uncertainty of eco- 
nomic conditions and shortage of 
offerings.” 

As to employment, 76.4 percent of 
the reporting concerns said they 
expected no changes; 9.6 percent 
expected to do more hiring, and 7.4 
percent believed they would have 
to drop some workers. 

Biggest increases were expected 
in manufacturing (16.7 percent), 
although 8.3 percent of the em- 
ployers in this field expected a 
faliing off. Another 8.3 percent of 
employers in the manufacturing 
field did not report on the em- 

ployment outlook, and 66.7 per- 
cent expected no change, Reasons 
for increasing hiring or laying-off 
reflected those related to the 
business outlook. 

Thirty-one percent of the total 
number of concerns covered in the 
survey said they faced labor short- 
ages. In order of the frequency re- 
ported, types of workers hardest to 
find are: Clerks, typists, stenogra- 
phers, secretaries and other office 
personnel; skilled machinists, tool- 
makers and similarly skilled 
personnel; operators and unskilled 
personnel and technical personnel 


Florida Dealers 


Win on Every 
Legislative Point 


MIAMI.—Not a single measure 
hostile to auto dealers was enacted 
by the 1953 session of the Florida 
Legislature. 

The bitter fight expected over the 
controversial bills to limit or pro- 
hibit entirely the participation of 
dealers in the writing or placing of 
auto insurance did not materialize 
The bills were defeated. 


The drive to remove the words 
of “for hire” from the titles of such 
vehicles was unsuccessful, although 
vigorously supported by rental 
agencies. The law, however, was 
amended to make a distinction be- 
tween taxis and other rental ve- 
hicles, 





Stacy Rowell, president of the 
Florida Used Car Dealers Assn., 
told members of the Miami used- 
car group that principal credit for 
the excellent showing in the Legis- 
lature belonged to Arch Livingson, 
former state motor vehicle com- 
missioner and now executive sec- 
retary of the state organization. 


President Mike Trabulsy, of the 
Miami association, named the fol- 
lowing committee heads: Ethics, 
Rowell and L. P. Evans; advertis- 
ing, Oscar Molho; program, Dick 
McMahon; complaints, Tony Clausi 
and George Prindle; illness, Barney 
Barnett, and membership, Lou 
Weiss. 


In the Hopper 


Delaware Extends Deadline 








On Accident Reports 


Delaware Gov. J. Cabel Boggs 
has signed a bill extending the 
deadline on reporting an accident 
until five days after recovery from 
a physical or mental injury. 


The House has passed bills to 
exclude steering sections from 
gross truck weight; to repeal per- 
mission to allege in court suits 
that vehicle drivers are a servant, 
agent or employe of the owner 
and to suspend licenses and regis- 
trations for nonpayment of safety 
responsibility judgments. 


* * * 


Del. Raises Height Limit 
Delaware Gov. J. Cabel Boggs ha: 





Push-button setting to any five 
predetermined stations, without 
tools . . . re-setting is equally easy. 
Manual control also provided. Dual- 
purpose tubes afford extra long- 
range performance . . . automatic 
volume control prevents fading. 


Delco Manual-Control Radio 
High in quality . . . low in cost! 
Comparable to the push-button 
radio in performance and tone 
quality, this model Delco provides 
crystal-clear, long-range reception 
. tone control and automatic 
volume control are both included. 


signed a bill increasing the maxi 
;mum height for automobile trans 
| ports from 12% to 13% feet. 





Berger Picks Palmer 
Jerry Palmer has been appointe: 
sales manager of Berger Motor: 
(Oldsmobile), of Baltimore, accord 
ing to Stuart Berger, vice-president 


~ 
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HY-DRIVE, the newest thing 
in no-shift driving, is the 
newest reason why PLYMOUTH 


is a great car to sell! 


HY-DRIVE—the newest, smoothest no-shift driving in the low-priced field! 
HY-DRIVE — costs less than any competitive no-shift unit! 


HY-DRIVE — means more value for Plymouth owners, 


more sales for Plymouth dealers! 
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BUILDS GREAT CARS 


PL ' Rs © UW % 67 —Chrvsler Corporation’s No. 1 Car 
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and find that the prices are not 

as relatively low as claimed. 

The newest in the way of promo- 
tions finds Byrnes Studebaker of-| cocked hat. 
fering a voucher good for $100 in On the other hand, James G. 
merchandise to any purchaser of a] Moffet, a used-car dealers, com- 
used car. In this case, the buyer] ments that although supplies are 
|can compare dealer prices and de-| ample, he doesn’t believe there is 
| cide whether the extra $100 in mer- an overioad. He said that sales 
chandise represents a bona fide ind , 
gain. | in ucements, such as merchandise 

offers and trips to Bermuda, are 


People in the trade predict more | : 
unusual sales deals on used cars| Deimg made mostly by dealers of 


before the summer is over. | off-brand cars. 

Cars that do not move in the| The most popular models have 
summer, when motoring is at its| waiting lists, Moffet said, and good, 
peak, may have to be held overiclean used cars are still scarce. 


until another season, and that, ac- 
cording to local dealers, would 


Chevrolet School Alumni Elect— 


Selection of a slate of officers highlighted the annual reunion of the eastern region 
alumni of the Chevrolet post-graduate school of modern merchandising and manage- 
ment. The meeting was held in the Mayflower Hotel, Washington. The group named 
F. W. Schermerhorn, Don Allen Chevrolet, Pittsburgh, as president; H. L. Hosford, | 
Anderson Chevrolet, Baltimore, first vice-president; C. H. Scott, Scott's Service Co., 
Burgettstown, Pa., second vice-president; Alex McClinchie, Pinkerton Motor Co., Pitts- 
burgh, secretary, and Gilbert Illich, Aero Auto Co., Alexandria, Vo., treasurer. 
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Top 9 cars (on miles-per-gallon basis) including Sweepstakes winner— MILES 
all equipped with this famous Borg-Warner Transmission unit—averaged PER 
* GALLON 





Again this year the records proved: B-W Overdrive means 
more miles per gallon of gas! 

In the grueling, 1206.1-mile Mobilgas Economy Run— 
sanctioned and supervised by the Contest Board of the AAA 
—the 9 best actual miles-per-gallon records were made by 
1953-model cars equipped with Borg-Warner Overdrive. 

And in every year of this annual contest, the ton-miles-per- 
gallon Sweepstakes winner has been equipped with this famous 
Borg-Warner transmission unit. 

What better proof could you want of real fuel economy! 


SAVES GAS—CUTS ENGINE WEAR 


An advanced-type transmission, B-W Overdrive automatically 
cuts engine revolutions 30%. At 50, for instance, the engine 
is taking it easy at only 35! That saves gas. Saves engine wear, 
too—means longer life and fewer repair bills. 

Made exclusively by B-W’s Warner Gear Division, Over- 
drive is now offered on 13 leading makes of cars. Proof again 
that...B-W engineering makes it work—B-W production 
makes it available. 


Mobilgas 
1953 Economy Run 
April 20-21-22 


Sanctioned and Supervised by 
Contest Board A.A.A. 


Toughest car driving con- 
test in all the world... 
spanning all four seasons 
and all-year driving condi- 
tions in a 27-hour run of 
1206.1 miles from Los 
Angeles to Sun Valley, 
Idaho, over a course with 
altitude from 19 ft. above 
sea level to 7383 ft. above 
... from mountains to 
desert, and from icy roads 
to intense heat. 





Borg-Warner 
co 





THESE UNITS FORM BORG-WARNER, Executive Offices, Chicago 


PRODUCTION | 













knock profits for the year into | 


Prices are as low as they will go 
he believes.—(Ruth Geisel.) 


+ * + 


Ottava 


Some used-car lots are so over 
crowded that prices on certain mod 
els have no relation whatsoever tx 
| the market in general. 


A number of dealers actually 
are offering these cars at cost 
simply because they have run out 
of storage space and have been 
forced to park cars on roofs and 
other inconvenient premises, In 
fact, on some deals they are tak- 
ing a beating, losing money where 
| the cars have been reconditioned 
and where guarantees must be 
upheld to complete a sale. 


“Complete sacrifice of any possi- 
ble profit must be made if I am tc 
|get breathing space and get rid of 
|some of these cars,” admitted one 
|dealer, who said he had no choice 
jbut to sell some of his cars at al- 
most any price in July. 

To stimulate business, many deal- 
jers are offering an extra tire or 
|two, a free radio and, when neces- 
sary, even a custom paint job. 
| Some dealers have found that 
|staying open as late as 11 p.m. is 
| paying off on warm summer nights 
| “Motorists cruise around late 
| on such nights and many a casu- 
| al ‘look-in’ on car lots turn out 
| to be a sale,” remarked one deal- 
| er, indicating that he kept open 
| late only for special sales but 
| was considering adopting the idea 
as a regular policy. 
| More dealers are finding that fre- 
quent paint jobs on their lots, more 
salesmen to avoid any waiting, and 
more lights to brighten up the 
premises are definitely factors in 
jattracting buyers.—(M. L. 
‘eed 


* * = 


Providence 


New-car registrations in Rhode 
|Island for the first five months of 
|1953 soared to 11,927, compared 
with 9,129 at the end of May, 1952. 

Contributing to the rise were 
total sales of 2,775 for May, com- 
pared with 2,094 in the same 

month last year, according to 

figures compiled by the Rhode 

Island Automobile Dealers Assn. 

Chevrolet paced the field during 
the month with a total of 549, and 
Ford ranked second with 446. Other 
totals were: Plymouth, 281; Dodge, 
200; Buick, 199; Oldsmobile, 185; 
Pontiac, 178; Nash, 144; Stude- 
baker, 102; Mercury, 91; Chrysler, 
87; Hudson, 64; Packard, 51; Cadil- 
lac, 48; Willys, 20; Henry J, 8, and 
Miscellaneous, 26. 

Truck registrations for May 
totalled 302, bringing the figure for 
the first five months of 1953 to 1,060, 
|compared with 987 in the same 


| period last year. 
* o 


* 

Columbus, O. 
| New-car sales in Columbus 
(Franklin County), O., for June 
were slightly lower than May, reg- 
istration figures show. June’s total 
of 2,001 cars was 83 less than May’s 
2,084. 

Sales so far this year are more 
than 3,000 cars better than 1952, 
however, the figures show. So far 
this year, 11,575 cars have been 
registered in the county, com- 
pared with 8,506 in the same 
period last year. 

By makes, June registrations 
were listed as follows: Austin, 1: 
Buick, 196; Cadillac, 38; Chevrolet. 
|473; Chrysler, 65; DeSoto, 39; 
Dodge, 124; Ford, 261; Henry J, 5: 
Hudson, 27; Jaguar, 2; Kaiser, 6; 
Lincoln, 11; Mercury, 57; Nash, 62; 
| Oldsmobile, 130; Packard, 31; Plym- 
outh, 252; Pontiac, 152; Porsche, 1; 
| Studebaker, 54, and Willys, 14.— 
| (Bert Strang.) 


Chrysler Tank Plant 
Wins Safety Award 


DETROIT.—The National Safety 
| Council’s Award of Merit was given 
|last week to the Chrysler Detroit 
|tank plant for its safety record 
|during 1952. 

The plant operated more than 1,- 
000,000 consecutive man-hours 
without a disabling-injury accident, 
according to T. F. Morrow, works 
manager. The over-all rate of acci- 
dents during the entire year was 
reduced to 2.7 lost-time accidents 
ver million man-hours worked, 
Morrow said. 








The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 
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Solid endorsement of package 
als, provided they don’t represent | 
rate cuts and are available to all 
ivertisers, was given recently by 
members of the Broadcast Ad- 
rtising Bureau, Inc., sales clinic 
panel at Beverly Hills, Calif. 
Announcement packages, es- 
pecially those aimed at giving 
idvertisers saturation coverage 
of a station’s audience, were 
singled out by the panel as a 
progressive step in radio. 
Unanimously, the panel held that 
a station should develop a format 
and stick to that format regardless 
of advertiser pressure to change. 
However, they cited numerous 
examples of accommodating ad- 
vertisers who wanted to buy “some- 
thing different that would give 
them identity” without changing 
the standard format of the station. | 
* * + 


Haulaway Truck Film 


The work of an automobile haul- | 
away truck and its drivers, as they 
deliver a load of four new automo- 
biles from a Detroit auto plant to 
a new-car dealer in Los Angeles, is 
the subject of a sound motion pic- 
ture released by the National Auto- 
mobile Transporters Assn. 


Prints of the movie—‘Haulaways 
West,” produced by Betteridge & 
Co., Detroit—-may be secured by 
schools, industrial, fraternal, serv- 
ice, farm and other groups by writ- 
ing Elmer R. Reeves, NATA acci- 
dent prevention director, 2627 Cad- 
illac Tower, Detroit 26, Mich. 


Henry Is L-M Ad Chief 
Appointment of T. Jack Henry as 
advertising manager of Lincoln- | 
Mercury has been announced by 
Robert F. G. 
Copeland, man- 
ager of the ad- 
vertising and 
sales promotion 

department. 

Henry joins 
Lincoln - Mercury | 
after 18 vears in 
the advertising 
business, his most 
recent position 
being vice - presi- | 
dent of Kenyon | 
& Eckhardt, Inc., Detroit. Earlier, 
he was a vice-president of N. W 
Ayer & Son, Inc. 


* * * 


T. J. Henry 


O’Brien Joins AP Parts 


AP Parts Corp., Toledo, has an- 
nounced the appointment of 
Thomas H. O’Brien, 34, as assistant 
to the advertising manager. The 
appointment is an addition to the 
AP advertising staff, a result of 
expansion of the company’s activi- | 
ties, it was announced. 

O’Brien’s advertising background | 
includes eight years in Chicago | 
with J. Walter Thompson Co. and | 
Alden’s, Inc., a Chicago mail order | 
house. 

* * * 


Look Ad Rates Changed 


Don Perkins, advertising director | 
of Look, has announced that, ef- 
fective with the issue of Jan. 12, | 
Look will raise its net paid circula- | 
tion guarantee from 3,250,000 to 3,- | 
700,000—an increase of 13.8 percent | 

and advertising rates will be ad- 
justed in proportion. There will be | 
no change in the rate per thousand, | 
he said. 


Perkins said Look’s net paid cir- | 
culation has been running above} 
3,700,000 since the middle of June, | 
and expectations are that it will} 
reach 3,900,000 in the first quarter | 
of 1954. 


~ * * | 
Hosid Retains Barlow | 
Hosid Produets, Inc., Syracuse, | 
manufacturer of Glamur upholstery | 
and rug cleaner, has appointed Bar- | 
lew Advertising Agency, Inc., Syra- 
cuse, to handle its national adver- 
tising. 
. * * 


Ad Parley Slated 

The annual meeting of the 
Assn. of National Advertisers 
will be held at the Hotel Drake, 
in Chicago starting Monday, 
Sept. 21 and running through 
Wednesday, Sept. 23. Co-chair- 


men of the meetings are; G. B. 
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Affecting Factories and Dealers... 





Auto Advertising 


Park, advertising and sales pro- 
motion manager of the marketing 
services division of General Elec- 
tric Co., and M. F. Peckels, man- 
ager of the consumer relations 
department of International Har- 
vester Co. 

At the same time, the dates of 
the 1954 ANA spring meeting at 
Hot Springs, Va. were an- 
nounced. The meeting will start 
Monday, March 17 and run 
through Wednesday, March 20, 
officials said. 

* * * 


Life Offers Media Survey 


“A new Life advertising research 
study is making available, for the 
first time, data with which an ad- 
vertiser can analyze the accumula- 


Andrew Heiskell, 
said in announcing the completion 


|of the project by Alfred Politz Re- 


search, Inc., of New York. 
Entitled “A Study of Four Me- 


tive audiences of several media,”| 2&¢, education and income, Heiskell | 


Life publisher, | 


2904.86 
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torists, wholesalers and dealers, 
| with nothing to buy and no strings 
| attached, Fram said. Entry blanks 
will be mailed to all Fram dealers 
and wholesalers, with the contest 
closing in September, following the 
~ peak of vacation travel. 
Y * * + 
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Regional Farm Journal 

Two new facilities for the con- 
venience of advertisers in Farm 
Journal have been announced by 
|Richard J. Babcock, president of 
| . P Farm Journal, Inc. 
| L. A. Mirror Briefed on Ad Outlook— Advertisers with less than na- 

Automotive advertising plans were the topic of discussion in Los Angeles when Bob| tiona! distribution may buy re- 
Johnson (right), of O'Mara & Ormsbee, Detroit firm of newspaper representatives,| gional portions of national circu- 
sketched the outlook for (from left) Stan Johnson, associate automotive editor of the | lation. 
Los Angeles Mirror; Bill Cannon, Los Angeles manager of O'Mara & Ormsbee, and; Advertisers whose messages in- 
Forrest W. Noble, national advertising manager of the Mirror. | corporate dealer or distributor list- 

|ings may now buy varying amounts 
3,,0f space in Farm Journal's three 
n|Tegional editions for such listings, 
rather than being required to use a 
uniform amount of space in all 
editions. 

The new services become avail- 
able with the September issue. 


dia,” the data is provided not only on | will be continued throughout 195 
the rate of over-all accumulation | according to company officials i 
|and the frequency of reading, lis- | Providence, R. I. 

tening or viewing, but also on such The company plans a $12,500 
basic audience characteristics as| eontest, starting in July, with 
cash prizes and radios to be 
awarded for the best letters out- 
lining “the area I'd like to visit | 
in my trip through Vacationland 
America.” 


The contest is open to all mo- 


said. 
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Fram Letter Contest 


The “Vacationland America” trav- 
el-by-car program of Fram Corp. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 












Mr. D. D. Pullman watches his Inland Trained 
Radiator Technician Solder a Tank 


IN ADDITIONAL LABOR 


SALES IN A SINGLE MONTH... 


ENTERVILLE, Iowa is not a big city. It’s a farming 
community of 9000 population. Mr. D. D. Pullman 
operates the Pullman Motor Company in Centerville. 


Since installing an Inland Radiator Department 


as interesting. In larger cities and larger dealerships the 
volume is proportionately greater. 


Competition will be keen this year. It will be good 


He recently installed an Inland Radiator Department and 
sent a man to the Inland Training School. Upon return, the 
trainee taught another. The department now operates with 
one full-time and one part-time man. 


Compared with many across the country, Pullman Motor 
is not a big dealership. However, during the first three 
months of operation, Mr. Pullman added $5,049.68 in Labor 
Sales only from radiator repair and installation of related 
cooling system items. In addition, 30 new cores were sold, 
plus a substantial amount of cooling system parts such as 
hoses, fan belts, etc. 


By the third month, Monthly Labor Sales had grown 
to $2,504.86. 


MR. DEALER, this story is being repeated in dealerships 
all over the nation. We have many other case histories just 


INLAND 


MANUFACTURING COMPANY 


1108 Jackson St., Dept. AN-7 Phone HA. 1108 Omaha, Nebr. 


judgment for you to investigate an Inland Radiator Depart- 
ment the automotive service industry's last great frontier. 
It will bring you more profit per square foot than any other 


activity in the service area. 


Begin investigating by sending the coupon below for 
your free copy of “Blueprint for Profit’. We'll gladly send 
it without obligation. 


FREE: 
“BLUEPRINT FOR PROFIT” 





SPRWAWB BW BW BBB BBB BBABBBBBBBBeAeseeaaav 


; 

, , 
: Inland Manufacturing Company, Dept. AN-7 ; 
¢ 1108 Jackson Street, Omaha 8, Nebraska 1 , 
° Please send complimentary copy of ‘Blueprint for Profit’”’. : 
2 7 , 
y Firm = ’ 
s . , 
4 Address ; 
y City Zone State. ; 
ae _Title Fas week : 
é peeme OF Car Gold a a : 
s Are you now operating a radiator shop? [J Yes ([] No 4 
, s 
: ; 


MAIL THIS COUPON TODAY! 
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Crenlo, 


Minn. 
Inc., has opened a branch assembly 
plant at Dodge Center, Minn. The 
firm makes cabs for cranes and 
tractors, breathers, air cleaners and 


ROCHESTER, 


other automotive and_ industrial 


parts. 


+ * * 


Bowen to Open Lot 


AUGUSTA, Ga, — D. M. Bowen, 
former Hudson dealer here, has re- | 
turned from Kentucky and will | 
open a used-car lot. 

* * * 


Campbells Are Coming 
AUGUSTA, Ga.—A used-car lot 
has been opened here by Oscar L. 
Campbell, associated with the auto 
business in Augusta for 26 years. 
He will be joined by his son, Roose- 
velt. " i. 


Fire Hits Kentucky Lot 

ORELL, Ky.—A one-story frame 

building on Don’s Used Car Lot, 

Dixie Highway, was destroyed in 

a fire. A number of cars on the lot | 

were moved to_ safety. Donald | 
Sanders, owner, said. 
* * + 





Mid-Town in Business 
ELMIRA, N. Y.—Mid-Town Auto 
Sales, featuring used cars, has been 
opened, 
a . * 
Canadian Payrolls Up 
OTTAWA.—A Canadian Govern- 
ment survey has revealed that 34,- 
630 persons were in the employ of 
motor vehicle manufacturers on 
Apr. 1, with weekly wages and 
salaries averaging $78.29, as com- 
pared with $76.82 on March 1. The 
weekly average was $73.43 on Apr. | 
1 last year. 


* * 


Wiring Firm Leases Plant 


NILES, Mich. — National Electri- 
cal Mfg. Co., manufacturer of wir- 
ing assemblies used by automotive 
companies, has leased a factory 
building at Constantine, Mich., 
owned by H. M. Chadwick. The 
Niles company is owned by Frank 
J. Burk and Frank jr. 

 & * 


General Tire Opening 


CLEVELAND.—General Tire and 
Rubber Co. has opened its new one- 
story sales building at 2025 Chester 
Ave. Jack Spallino is manager, and | 
Joseph McGraw is sales manager. 

+ 7 + 


Aluminum Distributor 


LOUISVILLE. — Appointment of 
Meier Brass & Copper Co., 2971) 
Bellevue Avenue, Detroit, as a dis- 
tributor of Reynolds aluminum | 
products has been announced by 
Reynolds Metals Co. 


+ a * 


Brunner Erecting Plant 

UTICA, N. Y.—Brunner Mfg. Co., 
maker of air compressors and re- 
frigeration units, has signed a con- 
tract for construction of a one-| 
story factory on a 16%-acre site at 
Gainesville, Ga., it is announced by 
A. G. Zumbrun, president. 

>. + * 


Pittsburgh Outing Set 
PITTSBURGH.—The Pittsburgh 
Automobile Dealers Assn. will hold 
its summer outing and golf party 
Aug. 24 at the Longue Vue Country 


Club. Bob Gunn jr. is chairman. 
. . + 


Straus-Frank Grows 


DALLAS. — Straus-Frank Co., of 
San Antonio and Houston, auto 
parts and equipment wholesaler, 
has purchased Auto Parts Co., Dal- 
las. The company, established as a 
wholesale concern in 1870, now has 
11 outlets. 


® * 


Eutectic Branches Out 


TORONTO. — Eutectic Welding 
Alloys Corp., of New York City, has 
formed a new Canadian company 
to manufacture and distribute its 
products in Ontario and Quebec. 
The new firm will be known as 
Eutectic Welding Alloys Co. of 
Canada, Ltd. 

- 


= » 


Hydrocap Output 
PHILADELPHIA.—Hydrocap| 
Eastern, Inc., has begun production 
of one of the major components of 
its line of catalyst storage battery 
caps, according to Edgar L. Hoag 
jr., president. Hydrocap is described 


News in Brief 





|turers Assn., 444 Madison Ave., 
New York, N. Y. 


* LJ * 


Plant Sets Safety Mark 


| AKRON.—Firestone Tire & Rub- 
|ber Co, has set a world safety 
| record for the rubber manufactur- 
£ | ing industry with 6,437,375 accident- 
| free hours in Plant 2. 

* * * 
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as a “miniature chemical plant” | 
which preserves the water in bat-| 
teries, prevents corrosion and ex-| 4 
tends battery life. - 

* * 
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eb Oa: vr MAUNA 
Ramset Cuts Prices 
NEW YORK.—Price cuts of up to} —— spugifin onug et ‘. 4 ‘ ; Trucker Pay Hike OK’d 
20 percent have been announced by | ominate y a billboard extending for eet, the recently opened used-car lot ia . . 
Ramset division of Olin Industries, | of Clauss Motor Co., New Ulm, Minn., is considered one of the largest in the area. ae Sens Maas ee aaaneres 
Inc., on its entire light-duty line|!t can handle up to 200 cars and trucks. The lot measures 300 by 165 feet. | wage increases of 5% cents an 
of fasteners. = 5 amr a i hele | | hour for 91 workers at Central 
- ufacturers Assn. has published a|1952, 1953 passenger cars. Single | Truckaway System and 4 cents for 
Tire Pressure Chart | display chart containing tire pres-|copies may be obtained without | 162 employes at Kentucky Trans- 
NEW YORK.—The Rubber Man- lsures for all makes of 1950, 1951, | charge from the Rubber Manufac- ‘port Corp. 








COMBINED COVERAGE OF 
LIFE and 
SATURDAY EVENING POST 


COMBINED COVERAGE OF 


LADIES’ HOME JOURNAL and 
BETTER HOMES AND GARDENS 


All of the coverage maps on this page are based on ratio of 
circulation to TOTAL number of households, urban and rural, by counties. 


Number of Households: 1950 Census. 
Circulations: Latest available county counts. 


20% and over. 





10% to 20%. 
| | Less than 10%. 


These maps enlarged to 22” x 17” and reproduced in four colors are avail ible 
witheut charge from any office of The Progressive Farmer. 
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One Hour's Work at Buick— 








Walker Pioneers Imports 


Distributor of British Cars Overcomes Doubts 
Of Conservative Midwesterners 


By Donald M. Lyons | British cars to a predominately 
| Staff Correspondent | conservative area. 

| MINNEAPOLIS.—Although most; Walker, president of the firm, is 
|of the foreign cars are being sold|the grandson of the late T. B. 
jin the coast area, Archie Walker | Walker, a pioneer lumber baron 
Jr. Imported Motors in suburban | and philanthropist here. Associated 
St. Louis Park is doing a pioneer-|with him in the operation of the 
ing job of selling them in the upper | distributorship is Leonard Peterson, 












These 34 trucks loaded with 136 cars—one hour's output by Buick assembly plants, midwest. The distributorship has 
—exemplify the record car production levels the industry maintained in the first six | been in business only a little over 
months of 1953. Buick's total production for that period amounted to nearly 300,000, | two years, but already has over- 


vice-president. 
“The idea of owning a foreign 
car is growing every year, and 


| come many obstacles in introducing | definitely is not a fad,” Peterson 





o record for any six months in the company's 50-year history. __ 


Your Advertising Needs 


~The Progressive Farmer 


Research men who study markets soon discover 
that the South is uniquely different...different in geog- 
raphy and climate...different in the type and person- 

f ality of its people...different in the way it works and 
lives...different in its reading habits...different in the 
tremendous progress it has made during the last decade. 
Even Southern cooking is different! 


The South is a rural market, 51% rural in popula- 
tion. (The rest of the country is only 28.9% rural.) 
The South has 49% of the nation’s farms and 51% of 
the nation’s farm population. Magazines, preferred by 
urban readers, do not adequately serve the rural South. 
The South subscribes to The Progressive Farmer! 


Take a look at the three maps on these pages. See how 
The Progressive Farmer fills a big gap in the Southern 
coverage of Life and The Saturday Evening Post. See 
how The Progressive Farmer fills a similar gap in the 
Southern coverage of Ladies’ Home Journal and Better 
Homes and Gardens. Remember, these coverage maps 
are based on total households, urban and rural. The 
Progressive Farmer is a Southern magazine, edited by 





Southerners for Southerners for 67 years. Published 
monthly in five separate editions localized to the five 
distinct farming areas of the South, The Progressive 
Farmer is a local magazine to each of its 1,227,000 
subscriber-families. This intensely-localized editorial 
service gives your advertising powerful local impact 
and influence in the 16 states of the rural South. 


Leading advertisers and their agencies recognize 
the vital importance of The Progressive Farmer’s power- 
ful influence in the South. That’s why The Progressive 
Farmer ranks second in advertising linage among all 
U. S. monthly magazines of more than a million circu- 
lation. That’s also why The Progressive Farmer is The 
Nation’s No. 1 Farm Magazine in Lines and Pages of 
Advertising! 

By every important yardstick, the rural South is the 
fastest-growing big market available to advertisers 
today. Let your Progressive Farmer representative 
show you how The Progressive Farmer paces the 
growth of the South. He will quickly present many 
convincing reasons why The Progressive Farmer is 
your best advertising buy today! 


coverace OF THE PROGRESSIVE FARMER 








THE SOUTH suBSCRIBES TO 


The Progressive Farmer 


Advertising Offices: BIRMINGHAM * RALEIGH * MEMPHIS * DALLAS * NEW YORK * CHICAGO * LOS ANGELES * SAN FRANCISCO 
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believes. These cars aren’t luxu- 
ries, he feels, but are practical 

in every respect. 

One of the greatest problems in 
selling a foreign car to the average 
prospect is the service problem, 
especially to buyers living in rural 
areas. For the most popular seller, 
the MG, Walker carries a complete 
stock of parts. 


Parts for other cars that are not 
carried in stock can be obtained 
readily from Chicago or New York, 
and a good mechanic with the aid 
of the tools and instruction book 
that come with the cars can do any 
repair job except a major overhaul, 
Peterson says. 

Walker has the distributorship 
for MG, Hillman Minx, Rover, 
Morris, Jaguar, Bentley, Allard 
and Sunbeam-Talbot in Minne- 
sota, North Dakota and South 
Dakota, and has _ established 
dealers in Rochester, Moorhead, 
Fergus Falls and Duluth, Minn., 
and Watertown and Sioux Falls, 
Ss. D. 

He currently is working on a 
campaign to get more dealers in 
his territory, ‘his, he says, wiil be 
an aid to foreign-car owners when 
they are on a trip and require 
service on their cars. Walker also 
has the dealership for Rolls-Royce 
in Minneapolis. 

Among other arguments used by 
prospective buyers is that they can- 
not trade in their domestic car on a 
foreign car. Walker, however, takes 
American cars in trade, Others be- 
lieve that the banks won’t finance 
a foreign car, but Peterson points 
out that this idea, too, is erroneous. 

And still other prospective 
buyers think that they won’t be 
able to obtain insurance on a 
foreign car. Peterson informs 
them that insurance is available 
and at no higher rates than for 
similarly priced American cars. 

Buyers of foreign cars can’t be 
pinned down as to age, income 
group, occupation or any other 
classification, Peterson says. Many 
buyers live in the better suburban 
residential areas of Minneapolis or 
on the estates of nearby Lake 
Minnetonka. But buyers also in- 
clude laborers, students, collectors 
and others. 

The engineering of the foreign 
cars and the quality of the ma- 
terials that go into them are their 
drawing power, Peterson believes. 


69 U. C. Dealers 
Attend Parley 


In New Mexico 


ROSWELL, N. M. — Sixty - nine 
independent dealers registered for 
last month’s convention here of the 
Motor Vehicle Dealers Assn. of 
New Mexico. 

Business sessions centered on 
discussions and interpretations of 
the motor vehicle code passed by 
the 1953 Legislature and put into 
effect July 1. A highlight of the 
business meeting was an address 
by Miles Elliott, National Used Car 
Dealers Assn. field director. 

Other speakers and guests in- 
cluded Tony Luna jr., commission- 
er of motor vehicles; Tony Mignar- 
dot, assistant commissioner; Joe 
Roach, chief of New Mexico Police; 
Capt. Archie White, of the New 
Mexico Police; Joe Bergere, head 
of the school tax division of the 
Bureau of Revenue, and Jack 
Craigin, head of the Department 
of Courtesy and Information. 

Newman Carr, of Farmington, is 
president of the state group. Dee 
Lumbert, of Carlsbad, is vice-presi- 
dent and J. B. McCain, of Al- 
buquerque, is secretary-treasurer. 

Beside Carr and Lumbert, the 
following were elected directors: T. 
V. Ballew and Ray Hamm, of Santa 
Fe; Art Ulibarri, of Las Vegas; E. 
W. Richardson, Walter Gibson and 
V. Davidson, of Albuquerque; J. V. 
Stroud, of Clovis; Aubrey Massey 
and Carlos Webb, of Roswell, and 
A. C. Ewing, of Hobbs. 


Thornton Guiding 
Atlanta Dealers 


ATLANTA.—Bill Thornton is the 


| new president of the Atlanta Used 


Car Dealers Assn. 

Ferrell Samples, of Northern 
Used Car Co., was named vice- 
president; William Thigpen, man- 
ager of Atlas Auto Finance Co., 
secretary, and C. N. Moss, treas- 
urer, 
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si cahaolecicaccnncasanittl siti ideneiaaeaa ean dial iaaciaasiae : , . 
'49 (62) coupe, $1,645*. '47 (61) 4-dr., 
e e $1,550". ° ’ 
p | CHEVROLET — ’53 Bel Air 4-dr., $2,275; A d P 
Used-Car Auction rices | %-ton pickup, $1,330. '52 Bel Air, $1,- \ erage Use ti ar rices | 
| 725*, $1,700*, $1,695*; SL Deluxe club 
| coupe, $1,280; SL Deluxe 2-dr., $1,270; (Compiled by Automotive News/ 
Market T d $1,395; SL Deluxe 2-dr.. $1,245", $1,025", July 1953 J M 
,395; SL e 2-dr., ,245°*, ,025*, July 195: une May 
Vaarne ren | $910*;' FL Deluxe 2-dr., $1,155*, $1,070"; Model To Date 1953 1953 
Prices of used cars at wholesale fell off sharply last week, according | pickup, 9000, "BO a aon , Soa, 1953 $2,263 $2,257 $2,294 
to Automotive News’ index, as the auctions recorded the feverish | g<95.°'1,-ton pickup, $715, $650. 49 1952 1,594 1,596 1,620 
activity at the sales just before the holiday weekend. The index showed | conv., $750; FL Deluxe 2-dr., $705. ‘45 1951 1,130 1,169 1,185 
the overall average price down $18 for the week to stand at a new low 9690; FL ‘es > on. SM club coupe, 1958 892 923 955 
of $970. anyvetsn — ‘ss NY 1949 688 719 747 
. s CHRYSLER — '53 NY 4-dr., $3,040*; NY : aa 
All models were off except ’51s, according to the index, which rose club coupe, $2,990". ‘ei ‘Windsor New. 1948 507 505 543 
a weak $1. | Port, $1,405*. '50 NY 4-dr., $1,145°. ‘48 1947 368 415 434 
Losses were shown in the following order: '49s, $32; ’53s, $31; ’52s, | NY club coupe, $560. 1946 319 316 360 
$27; ’46s, $23; ’50s, $21; ’48s, $6, and ’47s, $1. | DeSOTO — '51 Custom Sportsman, $1,285*. | 
5 wa Sey SU) Sune Sey oy , | *50 Custom 4-dr., $1,185*, $1,130*, $945*; eae ———- 
Most auction operators reported increased demand and activity at | pejixe 4-ar. $895" Average $ 970 $ 988 $1,017 
the block, with 64 percent of the offerings sold at 12 representative | DODGE — ’53 Coronet 4-dr., $2,100*. ‘52 : d 
auctions last week as compared to 60 percent at the same auctions a | Coronet conv., $1,495*; %4-ton pickup, | (The above figures are averages of used-car auction prices, all makes 
week earlier. According to the index, 1,508 cars were sold from 2,346 ly Ae types 4-dr., $875. '48 and models, carried regularly in Automotive News./ 
offerings last week, as compared to 1,537 cars sold from 2,552 offerings | roRD—'53 Country Squire sedan. $2,580*: 
a week earlier. Victoria. $2,655; conv. $2:350°; Custom | "46 (8) 2-dr., $355*, $305, $280; club | NASH—'51 Rambler station wagon, $1,010 
. * indi ; : : ; (8) 4-dr., ,795; 2-dr., »770, ’ (8) | , $315. *., $770. '50 Statesman 2-dr., $425* 
Prices marked with an * indicate a unit equipped with an automatic Ranch Wagon, $1,865*, 2 at $1,845°, $1,- | cure: $315. is ‘ 7 eee 4-dr. §310°, §205*. °46 
transmission or overdrive, and (ps) indicates power steering. 725; Victoria, $1,945*, 2 at $1,845*) $1,- | ~~ — oh COmmouire <e) 2-cr., 94," | 1a) Gab cote, S210. , 
* *-. ", “ SB. . ‘ 
: : | Qdr., $1,420%, ‘50 Super Riviera 4-dr.,| Custom’ (8) 4-dr. $1,600". $1,505, $1,. | KAISER — ‘52 4-dr., $1,670*. ‘51 2-ar,, | OLDSMOBILE — ‘53, (95) conv., $3,080° > 
LOS ANGELES oO z : eats "| - 5 : ) aalie , $605*. a ; wi (88) conv., $3,085*, $3,000*, $2,925* 


$1,515"; Main (8) 4-dr., $1,470*. °’51 | LINCOLN — ’53 Capri club coupe, $4,060*. 4-dr., $2,635*. '52 (98) Holiday, $2,525* 


| 
$1,200*, $895*; Special 4-dr., $975, $895*, 525*; 2-dr., $1,595*, $1,480; club coupe 
(Los Angeles Auto Auction. Sale every $790*; RM 4-dr., $875*; Special sedanet, 
| 


Tuesday and Thursday at San Gabriel,| $765. ‘49 Super 4-dr.. $705; sedanet,| Victoria, $1,380*, $1,245*, $1,230*; conv.,| °52 Capri 4-dr., $2,550*, $2,335*; Cosmo-| 4-4r., $2,085; hh oo. 3 a sass. 
Calif. Prices are for sale of June 25-30.) | $645. '48 Super sedanet, $595. ’47 conv.,| $1,370*,' $1,235, '$1.070*; Country Squire,| politan 4-dr., $2,275". '51 Lido Coupe,| (98) Holiday, $1,810"; 4-dr.. inaey 
(Market little stronger on outstand- | $275. $1,315*, $1,290, $1,225*; Custom (8) club| $1,650°. eas “Ek ules: clus. tan. Gee 
ing units, and considerable increase in | CADILLAC — ‘53 Coupe deVille, $5,195*; | coupe, $1,310*; 2-dr., $1,140. '50 Crest | MERCURY — ’52 Monterey, $2,475*, $2,-| $1,600*, $1,545"; ae ar heee 3 
demand was noted. Sold 368 cars out of (62) conv., $5,000*; 4-dr., $4,650*, $4,-| (8) 2-dr., §$1,030*; “Deluxe (8) 2-dr.,| 185%, $2,150*; conv., $2,145°; 4-dr., $1,-| Super (8S) 2-dr., $1,270". $1,200", $h- 
630 offernigs.) 400*. '52 Coupe deVille, $4,030*, $3,915*; | $825*; Custom (8) 2-dr., $740; 4-dr.,| 980*, $1,800; 2-dr., $1,840*, $1,775*. '51| 105°, "49. (76) cony., $75%, (08) a-dr. 
BUICK—’53 Skylark, $4,350*; RM Riviera (62) club coupe, $3,475*; 4-dr., $3,200°° | $735. '49 Custom (8) 2-dr., $800*, $755, club coupe, $1,425*; 4-dr.. $1,390*, $1,- $745*. ‘48 (76) club sedan, $595*. 
2-dr., $3,035"; Super conv., $2,725*; ‘51 Coupe deVile, $3,435*; conv., $3,-| $725; 4-dr., $695; Deluxe (8) club coupe, 275*; conv., $1,350*. '50 club coupe, $1,- | P L Y MO U T H — '53 Belvedere, $2,050* 
Super Riviera 2-dr., $2,665"; Special 000*; (61) coupe, $2,835*; (62) Coupe, $615; Cutsom (6) 4-dr., $610. °48 (8) 035, $1,025*, $900*; 4-dr., $995*, $965*, cony., $1,995*, $1,900*; suburban, $1,925; 
4-dr., $2,100*. '52 RM _ Riviera 4-dr., $2,710*; 4-dr., $2,575*. '50 (61) coupe, station wagon, $450; (8) 4-dr., $410. '47 $890. '49 conv., $785; club coupe, $755*, Cranbrook 4-dr., $1,715, $1,675; Cam- 





$1,820°, $1,805*. ‘'51 Special Riviera $2,500*; conv., $2,315*; coupe, $2,175*. 


(8) club coupe, $485, $305; 4-dr., $295. $700*; 4-dr., $775*. '46 club coupe, $425. bridge 4-dr., $1,600. '52 Belvedere, $1,- 
7 - — ——— — - - — 495*; Cranbrook club coupe, $1,200; sub- 

urban, $1,425. ‘51 Belvedere, $1,245; 

Cranbrook club coupe, $935; Cranbrook 


4-dr., $895; Cambridge 2-dr., $895; Con- 

@ 6 cord 2-dr., $795. '48 Special Deluxe 4-dr., 

$610; 2-dr., $435. 47 conv., $380, $350. 

PONTIAC—'53 (8) conv., $2,775*, $2,480*; 

Catalina, $2,765*, $2,695*, $2,680*, §2,- 

670*, $2,620*; Chieftain (8) 4-dr., $2,- 

eee é 320*) ‘52 Catalina, $1,945*, $1,900*. *50 
conv., $1,250*. °49 (8) conv., $935* 








4-dr., $770*, $755. ‘48 (8) sedan, $430. ¢ 

STUDEBAKER — ‘53 Commander (8) club ' 
coupe, $2,370*; Starliner, $2,200*. ‘51 
' . Champion Starliner, $995*; Commander 
eaqin lesel manutacturer reports: (5) Starliner, $920°. °50 Champion 4-dr. 

= $725*. ‘49 Champion club coupe, $575*. i 

WILLYS—’52 Aerolark 2-dr., $1,115*. “48 ‘i 

Jeep station wagon, $455. é 
MISCELLANEOUS ‘52 Jaguar Mark VII 


We were getting bearing failure in 100 hours = oa. cn 


(Tom Hewitt Auto Auction. Sale every 
® ° Friday. Prices are for sale of June 26.) 

(Prices going up on clean used cars. 

eee Sold 174 cars out of 247 offerings.) 
SESE EUSA HET SSM SHEE CSET SSP NE ES EE ESATO SE ENS BUICK — '52 RM Riviera sedan, $2,050; 


Special sedan, $1,800. '51 Special sedan 
$1,425, $1,215, $1,100. '50 Special sedan 











$925; Super sedan, $900. ‘47 RM conv. 4 

P $210. '39 sedan, $135. 

‘ | CADILLAC—’53 (62) sedan, $4,310*, $4, 
050*. '52 (62) club coupe, $3,350*; sedan 
$3,010*. "50 (62) club coupe, $2,400*. 

CHEVROLET — ‘53 Bel Air sedan, $2,100; 
(210) sedan, $1,850, $1,845, $1,800, $1,- 
650. '52 SL Deluxe sedan, $1,450, $1,430, 

$1,360, $1,325, $1,320; SL Special sedan, 
$1,145. '51 SL Deluxe club coupe, $1,175; 
Bel Air, $1,150; FL Deluxe sedan, $1,0585, 
$1,040, $1,000, $940, $930, $890. "50 FL 
Deluxe sedan, $800. '49 SL Deluxe sedan, 
$775, $750, $710, $690, $600. "48 SM 
conv., $475. °47 FL aerosedan, $700, 
$490, $450. 

CHRYSLER—’53 Imperial sedan, $2,960*; 

NY sedan, $2,375*. '51 Windsor sedan, 
oe $1,165. 

DODGE — '53 Diplomat, $1,950. '52 Way- 
farer sedan, $1,010. ‘51 club coupe, 
$1,040; conv., $1,270, $900. '50 Coronet 
sedan, $825. 

FORD—’53 conv., $2,110*, $2,050; Custom 

(8) sedan, $1,950, $1,900; Ranch Wagon, 
$1,900. °52 Victoria, $1,765, $1,700, $1,- 
605; Custom (8) sedan, $1,550, $1,500, 
$1,400, $1,370; station wagon, $1,100. 
‘51 Crestline sedan, $1,165, $975. ‘50 
Custom (8) sedan, $900. '49 Custom (8) 
sedan, $775, $730, $600, $575, $550. °48 
Custom (8) club coupe, $655, $475. 

HUDSON—’51 Hornet, $835. ‘49 Super (6), 
$300. 

MERCURY—’51 sedan, $1,250, $1,170; club 
coupe, $975. ’50 sedan, $875, $575, $865. 

’49 sedan, $700. '46 club coupe, $370. 

NASH—’53 Statesman sedan, $2,300*, $2, 

I 010. ’51 station wagon, $960; Statesman 
° ° sedan, $775. 
N SERVICE SO SEVERE that engine bearings for- OLDSMOBILE—'53 Super (88) sedan, $2, 
e ° 685*, $2,500*. "52 (98) sedan, $2,050. 
merly failed in a hundred hours or less—the same $1,900, '51 Super (88) sedan, $1,625, $1,- 
610. ’50 (88) sedan, $875. '49 (98) sedan, 
$720*, $650*. '46 (66) sedan, $225. 
PACKARD—’51 (200) sedan, $1,180. 
PLYMOUTH—’52 Cambridge sedan, $1,175. 
$1,160, $960. '51 Cranbrook sedan, $940 
"50 Deluxe sedan, $700. ‘48 SD sedan, z 


Diesel equipment now operates-‘more than a thou- 
sand hours with no visible bearing wear! 


orm 


This enormous increase in bearing life—this 

Diesel manufacturer reports—can be credited en- 

tirely to Purolator Full-Flow Micronic* filtration. 

Needless to say, Purolators are now standard 
equipment on all this manufacturer’s Diesel vehi- 


$475. 

PONTIAC — ’53 Chieftain (8) sedan, §2,- 
550*; Catalina, $2,150, $2,750*. '52 Cata- 
lina, $1,930*, $1,900*, $1,850*; Chieftain 
(8) sedan, $1,700. °51 Chieftain (8) 
sedan, $1,060*. 


MANHEIM, PA. 


(Manheim Auto Sales & Auction Co. Sale 
every Friday. Prices are for sale of June 





° . ° 26.) 
cles and industrial engines! ; (Market good. Sold 130 cars out of 209 
. _ _ offerings.) 
The Purolator* Micronic element traps dirt down to = a ae ‘ “ae age ae 52 RM 
submicrons in size, and has many times more dirt $1,500°, $1,485*; RM , camer "as 
storage space than old-style filters. Special 2-dr., $870. '49 RM 2-dr., $740". 


"46 Super 4-dr., $430. 
CADILLAC—’53 conv., $5,000*. °52 Coupe 


_Not once... nottwice... but every tion down to submicrons (.0000039 in.)! conduct any type of comparative filter deVille, $3,940*, $3,700*; (62) 4-dr., $3,- 
time Purolators have been tested by the The Micronic element has ten times the test you may prefer. Simply write, de- ates Coupe deVille, $2,960*; conv., 
world’s largest and most important effective filtering area of old-style filters. scribing your equipment. «rez. v.s. pat. om. CHEVROLET—'53 Bel Air sedan, $2,165*; 

J : , el same ., $2,000*. °52 Bel Air, $1,525". ° 
makers of internal combustion engines And—size for size—no other filter pro PUROLATOR PRODUCTS, INC. SL Detane 4-dr. Ginter See on.i0o", 


—Purolators have won top honors. No vides as much dirt storage space as does Rahway, New Jersey and Toronto, Ontario, Canada 50 FL Deluxe 4-dr , 

; ; eee , , ., $1,020*. "49 SL De- 
other filter is capable of delivering the Purolator. Factory Branch Offices: Chicago, Detroit, Los Angeles luxe 2-dr., $860. *47' station wagon, $330. 
high flow rates necessary for filtering Want to prove Purolator’s outstand- So — 28 Winter Rowpert, $.- 









¥ ’ Lo Pp t 0 010*; NY 4-dr., $2,700*; Windsor 4-dr., + 

all the oil S each pass—full-flow — ing superiority to your own satisfaction ge = Sane i ~ a, a i 

B: tion—with minimum pressure drop. ...on your own equipment . . . in your nade da Gan Game a hee” ‘ j 
4 throughout a lengthy service life. And own way? Our Engineering Department Jt)» LATOR 000*. 50 Deion _" 3000": sa 
: no other filter gives dependable filtra- will gladly co-operate in helping you MICRONIC OIL FILTER ota .. ‘53 Meadowbrook 2-dr., $1,615. 


’48 Tractor, $450. '47 Tractor & Trailer, ; 
Pe $500. °46 Custom 4-dr., $506. 
FIRST IN THE " FIELD OF FILTERING” FORD — ’53 conv., sateen: Custom (8) 4 


(Continued on Page 45, Col. 1) 
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dr., $1,860; Main (6) 2-dr., $1,690. ‘52 
yuntry Squire, $1.940*; Custom (8) club 
upe, $1,670* 51 Deluxe (8) 2-dr. 
175. °50 Custom (8) 4-dr., $800. 

Ht DSON—'53 Super Jet 4-dr., $1,610. '50 
iper (6) 4-dr., $830*, 

LINCOLN—’53 Capri sedan, $3,420*, §2,- 
50*. '52 Capri sedan, $2,550*. 

MERC U R Y—’52 sport coupe, $1,890*; 
-dr., $955. ‘51 2-dr., $1,260°. ’'49 conv. 
$730. '47 club coupe, $475. 

NASH — '51 Rambler station wagon, §1,- 

020%, $780. 

OLDSMOBILE—'53 (88) Holiday, $2,895*. 
51 (88) 4-dr., $1,230. ’50 (88) 4-dr., $1,- 
80. °49 (88) club coupe, $950*; (76) 
2-dr., $500 48 (98) 2-dr., $750*. °47 
(68) 4-dr., $490*. 

PACKARD—’51 (200) 4-dr., $1,400*; 2-dr., 
$590. 

PLYMOUTH—’53 Cranbrook 4-dr., $2,000, 
$1,970*; Cambridge 4-dr., $1,645, $1,600. 
49 SD 4-dr., $835. 

PONTIAC — '53 Chieftain (8) conv., §$2,- 
760*; 4-dr., $2,415*; Chieftain (6) 4-dr., 
$2,245*. '52 Chieftain (8) sedan, $1,460*. 
'51 Chieftain (8) sedan, $1,420*. '49 SL 
(8) club coupe, $815. 

STUDEBAKER ’52 Champion 4-dr., $1,- 
050. °51 Champion 4-dr., $870*. ’50 
Champion conv., $800*. "48 Commander 
club coupe, $590. 


DENVER 
(Denver Auto Auction, Sale every Tues- 
day. Prices are for sale of June 30.) 
(More cars offered—fewer buyers, Sold 
124 cars out of 268 offerings.) 
BUICK — '53 RM Riviera 2-dr., $3,075*; 
club coupe, $3,050. ’51 Special 2-dr., $1,- 
200. °50 Special 4-dr., $800. ‘49 Super 
conv., $940. '46 RM 4-dr., $285. 
ADILLAC "53 (62) 4-dr., $4,350*. ‘52 
(62) 4-dr., $3,050*. °50 (60) Special 
4-dr., $2,255*; (61) 4-dr., $2,010. 
CHEVROLET ‘53 Bel Air sport coupe, 
$2,250; 4-dr., $2,170; Handyman, $2,025; 
(210) conv., $1,945; 2-dr., $1,725; %-ton 
pickup, $1,275. '51 SL Deluxe 2-dr., $920, 
$910; FL 4-dr., $870. '50 Bel Air, $1,100. 
"49 SL Deluxe 4-dr., $685. '48 SM conv., 
$360. 
CHRYSLER—’52 Windsor 4-dr., $1,775*. 
CROSLEY—’51 station wagon, $185. 
DODGE—’53 Meadowbrook 4-dr., $1,975*; 
suburban, $1,975. '51 Coronet 4-dr., $1,- 
000. '47 Custom club coupe, $295. 
FORD—'53 Victoria, $2,445*, $2,270, 2 at 
$2,235*; Ranch Wagon, $2,290*; Custom 
(8) 2-dr., $2,115*. '52 Custom (8) club 
coupe, $1,360. ‘51 Custom (8) 4-dr., 
$990. "50 Custom (8) 2-dr., $940. °49 
Custom (8) 4-dr., $760, $510, $320. °48 
%-ton panel, $490. 
HUDSON—’49 Super (6) 4-dr., $490. 
KAISER—’51 Henry J (6) 2-dr., $455. °47 
Frazer Manhattan 4-dr., $140. 
LINCOLN — '53 Capri club coupe, $3,795. 
"52 Cosmopolitan coupe, $2,485; 4-dr., 
$2.190*. 
MERCURY — '53 4-dr., $2,320. '52 4-dr., 
$1,750, $1,725. ’50 4-dr., $960. '49 4-dr., 
$645. 


Used-Car Auction Prices 


(Continued from Page 44) 
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Deluxe (8) 2-dr., $550. 


HUDSON—’49 Commodore (8) club coupe, 
$640 

KAISER—'49 4-dr., $110 
MERCURY—'’52 4-dr., $1,600* 
NASH—'51 Rambler station wagon, $675 
"49 (600) 4-dr., $525. 

OLDSMOBILE—'53 Super (88) 2-dr., $2,- 


2-dr., $710. ‘48 FL aerosedan, $560. ‘47 
FL aerosedan, $545. 
CHRYSLER 53 Windsor 4-dr., $2,430*, 
| $2,475*. "50 NY 4-dr., $945*. 
| DeSOTO 50 Custom 4-dr., $800. '49 Cus- 
| tom 4-dr., $625 
DODGE—'51 Coronet 4-dr., $1,075*; Mead- 
owbrook 4-dr., $955* 49 Meadowbrook 
4-dr.. $585*. ‘48 Custom 2-dr., $425 






























PACKARD—'51 sedan, $1,075° FORD—'53 Ranch Wagon, $2,125*; Country 500*. '52 (88) 4-dr., $1,870", "50 (88) 
PLYMOUTH 53 Belvedere, $2,020; Cran- Squire, $2,425* 52 Custom 2-dr., §$1.- club sedan, $1,030; 4-dr., $1,030. ‘49 
brook sedan, $1,650. '51 Concord business 405* 51 Victoria, $1,715*; Custom (S) (98) conv., $775* (76) 4-dr $695. ‘47 
coupe, $760, $730, $675: Cranbrook 2-dr $1,150* 4-dr., $1,000", $1,150* club coupe, $145 
sedan, $1,000; Cambridge sedan, $930, (6) 2-dr., $915 50 Custom (8) 2-dr., PLYMOUTH 52 Belvedere, $1,425 51 
$960. ‘50 Deluxe sedan, $710; SD sedan, $815; conv., $S95*. ‘49 Custom (S) 4-dr., Deluxe 4-dr $850 
$795 19 SD sedan, $710, $760, $725; $695*: 2-dr $615: conv $540 PONTIAC—'52 Catalina, $1,875; Chieftain 
station wagon, $700 KAISER - 51 4-dr., $790*. '50 Traveller (8) club coupe, $1,120; 2-dr., $1,530*. °51 
PONTIAC 53 Catalina, $2.810*, §$2,785*, $410 Chieftain (8) club coupe, $1,550; 4-dr., 
$2 .650 Chieftain (8) sedan, $2,300*, |MERCURY 51 2-dr $1,245*. °46 4-dr., $1,.360*, $1,350; 2-dr., $1,250. 
$2, . '52 Catalina, $1,925*; Catalina $305 STUDEBAKER 51 Champion conv., $825; 
(6) $1. 840; Chieftain (8) sedan, $1,700* NASH—'51 Rambler station wagon, $915. ees 4-dr., $750. ‘50 2-dr., $610. 
$1 650*. °50 Chieftain (6) sedan. $1,050; | OL .DSMOBILE '53 (98) conv., $3,075"; MISCELLANEOUS — ‘53 Jaguar Coupe, 
Chieftain (8S) conv., $1,125*.. '49 Chief- 4-dr., §$2,900*. °52 (98) 4-dr $2,130*. i+; (fixed head), $3,000 
tain (8) sedan, $950*,. $850; SL (8) *50 (98) conv., $1,350*. '49 (88) 4-dr., Top Citizen— 
sedan, $945*. '47 SL (8) sedan, $300 $835*. ke (right), Ford dealer in Ar- ‘ N 
STUDEBAKER —'53 Champion club coupe, | PLYMOUTH — '52 Cambridge club ocupe. li Sob — ( — ti ivic leader FARGO, N. D. 
$2,225*. '51 Commander sedan, $980*. $1,155. °51 Cranbrook club ‘coupe, $940. ington, Tex., ven one “pra Dac — — (Tri-State Auction Co. Sale every Thurs- 
WILLYS—'49 station wagon, $740* '49 SD 4-dr., $775. ‘48 Deluxe 4-dr has been acclaimed the city's ‘‘Citizen| day. Prices are for sale of July 2.) 
$470. . of the Year’ at an annual Chamber of ae ys = all cars. 
rg y PONTIAC—’51 Chieftain (8) 4-dr., $1,315". ° ° Sold 38 cars out of 71 offerings.) 
MASON CITY, IA. ‘49 Chieftain (8) 4-dr.. $620. Commerce banquet. Cooke, holding his | pUICK—'47 Super sedan, $300. 
(Lapiner Auction Co. Sale every Wednes- | STUDEBAKER—’52 Commander Starliner, bronze plaque, receives the official con- | CHEVROLET — ’51 Bel Air, $1,375*; SL 
|; day. Prices are for sale of July 1) $1,355*. gratulations of Chamber President Harry| Special sedan, $915. 50 Bel Air, $1,190, 
(Prices fine — consignments up. Sold h | $975, $940; SL Deluxe sedan, $880, '48 
118 cars out of 147 offerings.) FLINT A. Noah. -saneininaiasiins ae sedan delivery, $250; SM sedan, $450. '47 
BUICK "53 RM 4-dr., $2.555*, $2.695*; | . SM sedan, $425. '46 sport sedan, $275 
Special 4-dr., $2, 370°. "49 Super 4-dr., (Flint Auto Auction. Sale every Wednes- $1,275; 2-dr., $1,255. ‘51 SL Deluxe 2- | CHRYSLER—’52 Saratoga sedan. $1,450. 
$745*, $705. '48 conv., $600. ‘46 Super|day. Prices are for sale of July 1.) dr., $1,025*, $980, $925. ‘50 SL Deluxe | DeSOTO—’50 Custom sedan, $800. 
2-dr., $450. (Market fair. Sold 66 percent of offer- 4-dr., $875; SL Special 2-dr., $700. '48 | FORD—’53 Custom (8) sedan, $2,065. '52 
CADILLAC "51 (62) 4-dr., $2,515*. ‘49)| ings.) FL aerosedan, $485. ‘47 FM club coupe, Deluxe (8) sedan, $1,310. '51 Deluxe (8) 
(62) 4-dr., $1,540*. BUICK—’53 4-dr., $2,205. °52 RM 2-dr., $275. | sedan, $945; Custom (8) sedan, $1,060, 
CHEVROLET—'53 (210) 4-dr., $1,780, $1,-| $2,145*, $2,100*; Sunver 4-dr., $2.010,| DODGE — '50 Meadowbrook 4-dr., $775;/| $1,020. '50 Custom (8) sedan, $865, $880; 
775, $1,750. '52 SL Deluxe 4-dr.. $1.050;| $1,750. '50 RM 4-dr. $980. ‘49 Super 2-dr., $615. | Deluxe (8) sedan, $795. °48 SD (8) 
2-dr., $1,025. ‘51 Bel Air, $1,285*; SL| 2-dr., $800, $715; Ri 4-dr., $540*. ’48 | FORD — '52 Victoria club coupe, eeree | sedan, $365. '46 Deluxe (8) sedan, $275, 
Deluxe 4-dr.. $1,045*; 2-dr., $865, $1,-| Super 2-dr., $555. ‘47 RM 4-dr., $400. Custom (8) conv., $1,660*; Custom (8) $315. 
125*. '50 SL Deluxe 2-dr., $715, $940; | CADILLAC—’50 (62) 4-dr., $2,160. 2-dr., $1,550*, $1,355. ‘51 %-ton pickup, | KAISER — '51 sedan, $735; Henry J (6) 


NASH — '52 Statesman club coupe, $1,470. | 


‘51 Ambassador 4-dr., $830; Rambler 
conv., $690. 

OLDSMOBILE — '53 (98) conv., $3,405*; 
Holiday, $3,375*, $3,340*; (88) Holiday, 
$3,050*, $2,970*. 52 (88) Holiday, $1,- 
805*. "51 Super (88) conv., $1,365. ‘50 
(98) conv., $1,400; (88) conv., $1,250. 

PACKARD — '51 (400) 4-dr., $1,255. '49 
4-dr., $315. '48 station wagon, $435. '47 
Clipper (8) 2-dr., $310. 

PLYMOUTH—’53 Cranbrook 4-dr., $1,875, 
4-dr., $1,800. '52 Suburban, $1,555. °51 
Belvedere, $1,100. '50 suburban, $980. 

PONTIAC — '52 Catalina, $1,905*, $1,875*, 
$1,865*; Chieftain (8) 4-dr., $1,580*, 
$1,575*, $1,560*. '51 Catalina, $1,485*; 
Chieftain (8) 2-dr., $1,005*. ’'50 SL (8) 
4-dr., $875. 49 SL (8) 4-dr., $700. 

STUDEBAKER — ’51 Land Cruiser 4-dr., 
$1,065. 

WLILLYS—’53 station wagon, $1,800; %-ton 
pickup, $1,600. °51 station wagon, &775. 
"50 Jeep, $550. 


ALBANY, N. Y. 


(Tim Anspach’s Auto Auction. Sale every 
Monday. Prices are for sale of June 29.) 

(About the same prices as last week, 
with a smaller number of cars offered. 
Many buyers attended, as retail sales 
are reported better in several areas. Sold 
129 cars out of 146 offered.) 


BUICK—'53 Super sedan, $2,500*; Special | 


sedan, $2,380*. ’50 Super Riviera club 
coupe, $1,140; Special sedan, $1,130*; 
RM sedan, $1,035*. '49 RM sedan, $760*; 
Super sedan, $800*. '48 RM conv., $620*. 
‘47 Super conv., $450. 

C&DILLAC—’47 (62) sedan, $725. 


CHEVROLET—’53 (150 sedan, $1,711, $1,- | 


600, $1,610; Handy man, $2,150; Bel Air 
conv., $2,250; sedan, $1,850; (210) sedan, 
$1,750. '52 SL Deluxe sedan, $1,250. '51 


FL Deluxe sedan, $1,200; SL Deluxe | 
sedan, $1,200*, $1, 176*, $1,160, $1,130. | 


'50 SL Detuxe sedan, $950, $870, $1,040, 
$885, $1,000, $1,030, $910, $1,035; FL 
Deluxe sedan, $1,025*, $960, $900; Bel 
Air, $885. °49 SL Deluxe sedan, $750, 
$890, $850; SL Spectal sedan, $770; FL 
Deluxe sedan, $900; conv., $880, $960. 

CHRYSLER—’49 Royal sedan, $640. 

DeSOTO — ’51 Custom club coupe, $1,225. 
"50 Custom | sedan, $1,030*. ‘49 Custom 
sedan, 

DODGE — 33° Coronet sedan, $2,215*. ‘51 
Coronet sedan, $1,020*. ‘50 Wayfarer 
sedan, $825; Coronet club coupe, $1,070*. 
’46 Custom club coupe, $470. 

FORD—’'53 Main (6) sedan, $1,660, $1,670, 
2 at $1,640. '51 Custom (8) sedan, $950. 
‘50 Custom (8) conv., $940; sedan, $960, 
$830. '49 Custom (8) sedan, $685, $625, 
$640; Custom (6) sedan, $600. ‘48 (6) 
Panel Delivery, $240; SD (8) conv., 
$440. '47 SD (8) sedan, $310. '46 (8) 
conv., $260. 

HUDSON—'50 Commodore sedan, $810. '47 
Commodore sedan, $300. 

KAISER—’51 sedan, $625*. 

LINCOLN — '52 Cosmopolitan sedan, §1,- 
700*. 

MERCURY — ’52 sedan, $1,575. °51 club 
coupe, $1,210, $1,120*. °49 conv., $710, 
$835*. 

NASH—’'53 Rambler conv., $1,810*; States- 
man sedan, $2,080*. 

OLDSMOBILE — '51 (98) sedan, $1,400". 
"50 (88) conv., $1,125*. ’49 (98) conv., 
$790*; (76) sedan, $1,000. ‘48 (98) 
sedan, $630*; (68) sedan, $675*. '47 (68) 
sedan, $250*. ‘46 (66) sedan, $340°. 








4-dr., $930*. "49 SL Déluxe 4-dr., $740; | CHEVROLET—’'52 SL Deluxe club coupe, $550. ‘50 Custom (8) conv., $765. °49 (Continued on n Page 50, Col. 2) 
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COUNTRY-SIDE MARKET 


America’s OTC Tals automotive market 





More than half the people of America live in the 
Country-Side market —towns of less than 10,000 popu- 
lation, crossroads villages and on farms. Here more than 
half the nation’s cars are bought and sold. Here most of 
the nation’s service business is transacted. Here the 
majority of America’s car dealers and independent repair 
shops are located. 





Now you can reach and sell the whole Country-Side mar- 
ket, through the Country-Side Unit—FARM JOURNAL 
and Pathfinder, the TOWN JOURNAL. This new, 
powerful sales package reaches and influences more than 
4,100,000 of the best Country-Side customers with the 
impact of a local newspaper. It is by far the biggest approach 
to America’s biggest automotive market. 


THE COUNTRY-SIDE UNIT... 
4,100,000 of the best automotive customers 
= in America’s biggest automotive market 


SELLS THE WHOLE 
COUNTRY-SIDE MARKET 
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Little Action Results... 
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Tax Inequities Studied 
In Many Legislatures 


EAL property tax assessment 

equalization problems were 
raised in many state legislative 
sessions this year, with the issue 
left for further study and future 
action in most instances. 

An administration-backed pro- 
posed state constitutional amend- 
ment to take the state entirely 
out of the property tax field and 
revise tax assessment and admin- 
istrative procedures was approved 
by the Arkansas legislature for 
submission to the voters at the 
1954 general election. 

The Arkansas amendment, which 
faces a doubtful fate at the polls, 
calls for evaluation of all property 
for tax purposes at 100 percent, a 
state tax equalization board and a 
ceiling of 25 mills—12 for school 
districts, eight municipalities and 
five for counties. 

A bill enacted in Kansas pro- 
vided for the creation of a 22- 
member interim commission to 


equalities,” 





study the tax assessment prob- 


lem. The measure specified that the | 
serving without pay, | 


commission, 
be composed of the chairman and 
vice-chairman of the legislature’s 
two assessment and tax commit- 
tees, plus 18 citizens appointed by 
the governor. The commission was 
empowered to hire an executive 
secretary, tax consultants and oth- 


ers to assist in the project. 
* * * 


PREAMBLE to the Kansas bill | 


pointed out that many taxing 
units are hard pressed to operate 
under the present haphazard as- 
sessing system. “Some of the in- 
it said, are: Lack of 
uniformity in assessing property by 
the 105 counties and even within a 
single county; difference in treat- 
ing of various classes or types of 


|property, and discrimination be- 


tween large and small properties. 
The Kansas measure further 
stressed that millions of state tax 


USED CAR TROUBLES? 


Interior Reconditioning with 
ARNDT-PALMER materials 
will move those used cars faster 
and at a better profit! 


DON'T EXPERIMENT! 


ARNDT-PALMER materials are factory approved and 
are used by thousands of dealers throughout the 


country. 


EASY TO APPLY! 


No 
needed by operator. 


revious experience or expert mechanical ability 


SPECIAL UPHOLSTERY KIT *26*> 


1 gallon Universal Upholstery 
Cleaner 

1 quart Fabric Tint taupe 

1 quart Fabric Tint blue-grey 

1 gallon Black Plastic Dye 

1 quart Brown Plastic Dye 


1 quart Grey Plastic Dye 
1 quart Plastictint light brown 
1 quart Plastictint taupe 
1 quart Plastictint blue-grey 
6 Floor Mat Patches 

(6—8” x 12”) 


SUFFICIENT TO DO 6 TO 8 CARS 


FLocK KiT $43*4 
4 Pounds Carpet Flock..................... $7.88 


2 Gallons Flock Adhesive................ 


5.56 


ARNDT-PALMER materials are available for all recon- 
ditioning jobs. Write for catalogue. 


A-P materials are obtainable through most factory 
warehouses or may be ordered direct from our factory. 


Freight Allowed Over 100 Pounds 


ARNDT-PALMER LABORATORIES, INC. 


17730 Dora St. 
Melvindale, Michigan 


Please ship F.O.B. Melvindale, Michigan, the items indicated and bill to: 


Special Upholstery Kit 1 


Dealer's Name 


Address 


Order No. 


Oc.0.D. 


(0 Check with order (2% discount) 


Fiock Kit Fj 


City State 
Authorized Signature 
Ship Via 


CJ Open Account (rated in D. & B.) 


a eee 
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dollars are apportioned back to 
local communities on the basis of 
assessed valuations and that the 
distribution is inequitable because 
of inequalities in assessment. 
Statewide taxes collected from 
the various counties vary widely 
because of the different assess- 
ment ratios, with people in one 
county paying more state taxes 
than those in another. 


In a move intended to aid efforts | 
property assessments, | 
|the Nebraska Legislature enacted 
a bill providing for assessments at | 


to equalize 


50 percent of actual value. The new 


law replaces a rarely enforced 1921! Another James ‘Grad'— 


act which called for assessment of 
property at 100 percent of value. 


Latest in a long 





line of 





| properly in raising property valu 
ations 25 percent in Cuyahogse 
County. 

The Ohio board, acting under a 
1949 property tax equalization 
law, last year decreed that valu- 
ations in all Ohio counties must 
be increased to a “floor” of not 
less than 50 percent of the ratio 
of existing valuations to actual 
sales price. 

Refusing to interfere with oper- 
ation of the Colorado statewid« 

|real property reappraisal program 
in general and specifically with col- 
lection of taxes in Pueblo County 
the Colorado Supreme Court early 
this year threw out a taxpayers 
suit that claimed appraisals in 


Nebraske’s State Board of Tax alumni who are now running their own Pueblo County had been improperly 


new law. Some lawmakers ex- 
pressed fear, however, that the new 
law would merely add to assess- 
ment confusion. 

Other tax proposals were unsuc- 
cessfully introduced in the Nebras- 
ka Legislature, including a bill 
which would have created a new 
fulltime state board of tax estimate 


* * * 


N ENACTING a bill for the rees- | 


tablishment of a statewide prop- 
erty assessment equalization pro- 
gram, Nevada lawmakers made an 
attempt to begin anew a program 
started in 1947 but abandoned in 
1951 in the face of opposition from 
assessors and private individuals. 

Nevada’s new law depends com- 
pletely upon the efforts of county 


assessors in translating overall as- | 


sessment procedures into an ac- 
tual harvest of ad valorem taxes 
at the county levels. The asses- 
sors also will have a voice in set- 
ting up the actual valuation 
formula. 

West Virginia’s Legislature en- 
acted a bill providing for a study 
of the state’s tax structure by the 
state legislative interim committee 
on government and finance, with 


particular attention to property as- | 


sessments. 

Rejected by the Arizona Legisla- 
ture, but certain to be revived at 
the next regular session if not at 
a special session in the interim, 
was a proposal calling for revalu- 
ation of all the state’s taxable 


property. The bill would have ap- | 
propriated $1,200,000 to finance} 


operation of the revaluation pro- 
gram. 

Florida’s Legislature rejected a 
proposed state constitutional 
amendment designed to provide a 
uniform statewide tax assessment 
system. 

* « x 

A REPORT by a New Jersey 

study commission proposing 
far-reaching changes aimed at elim- 
inating assessment inequities at- 
tracted widespread attention but 
resulted in no immediate legislative 
action. Among other things, the 
study group proposed the estab- 
lishment of the county as the pri- 
mary assessment district and 
stressed the need for improved val- 
uation procedures, including a re- 
definition of “true value.” 

In addition to these legislative de- 
velopments, the tax assessment and 
equalization problem also is a con- 
tinuing issue of significance at the 
administrative level in many states. 

The Michigan State Tax Com- 
mission, for example, recently ex- 
pressed belief that the state 
should abandon its policy of 
equalizing county valuations of 
taxable property at 1941 market 
prices in favor of a gradual in- 
crease toward 1947-49 property 
values. 

New Hampshire’s State Tax Com- 
mission earlier this year recom- 
mended an increase of approxi- 
mately 80 percent in property valu- 
ations. Noting that New Hampshire 
property, in general, had been as- 
sessed on the basis of 1941 values, 
Commission Secretary L. B. Chand- 
ler said it was recommended this 
year that 1946 now be used as the 
base period. 

Kentucy’s State Tax Commission 
recently indicated that it can no 
longer wait for property tax as- 
sessments to be improved locally 
and is considering tackling the 
problem itself. The Kentucky con- 
stitution requires that all property 
be assessed for taxes at its “fair 
cash value,” but property through- 
out the state this year is assessed 


| 





| Los Angeles, 


| dealership. _ 


Equalization served notice that it| ares 1 Reveny Spencer Gorm, Wormer Ooe- 


| would act during July to equalize 
property tax assessments at half of | 
actual value, as provided by the| 


with James | 


and illegally handled. Similar pro- 


| eral sales manager of Ed James Buick Co.,| tests in other counties were affected 
who appears 


before leaving for San Francisco, where 
he assumed operation of his own Buick 


by the decision. 





Museum Pieces 
PHILADELPHIA.—William L. 


jlocally for about a third of what! Aiken, senior division engineer of 


it would bring at sale. 
* * * 


SKF Industries, Inc., has donated 
two models of 1922 Autocar trucks 


i AN opinion which had the ef-|to the Henry Ford Museum and 
fect of upholding Ohio’s real] Greenfield Village, Dearborn. The 
estate tax equalization program, the | models, one-fourth actual size, were 


Ohio Supreme Court ruled that the 
and assessment to serve as a sort|s 
|of state tax appraisal board. 





tate Board of Tax Appeals acted 


Got A Hard-To-Reach ( Place 


WHERE YOU 
Have To pur A( NUT ?° 


built in 1922 by Autocar Co. for use 
lat shows and exhibitions. 







MIDLAND 
Welding Nuts 


Midland Welding Nuts anchored* to parts 
in inaccessible places eliminate the need for 
holding them while attaching other parts. 


*THIS IS ALL YOU DO—Just insert 


collar of Midland Welding Nut in 
hole for bolt or screw, resistance weld 
the Nut in place, and the Nut is there 
for the life of the job. Nuts can be 
automatically fed to the welder. Speed 
your production . . . save money. 





The MIDLAND STEEL PRODUCTS COMPANY 


6660 Mt. Elliott Ave. 


° Detroit 11, Michigan 


Export Department: 38 Pearl St., New York, N. Y. 


AUTOMOBILE AND 
TRUCK FRAMES 


Manufacturers of 
AIR AND VACUUM 
POWER BRAKES 


AIR AND ELECTRO-PNEUMATIC 
DOOR CONTROLS 
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Customer Has Some Place to 


A main feature of the $50,000 expansion of 
Phoenix, is the expanded customer reception area in the service department, with a 
drive-in parts department at the rear. The entryway is 40 feet wide, with each of 
its lanes able to handle six cars at a time. All traffic flows to the right. j 
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It’s Easy to Get In 


Invitingly Wide Entrance to Read Mullan Shop 
Lures 40 Percent More Business 


By Kay Travaini 
Staff Correspondent 


PHOENIX, Ariz. 


pansion program at Read Mullan | c 
keyed to an|department is 40 feet wide and will 


easier flow of traffic in the service | accommodate two lines of six cars 


Motor Co. (Ford), 
department, has boosted the shop’s 
business 40 percent. 

“We found during past years 
that we were able to accommo- | 
date only a limited number of 
customers in our service de- 
partment and were losing 
business in our parts department 
because of lack of parking 
space,” said Read Mullan, firm 








7 
Grand Jury Brings 
° 
Ward from Prison 
e o 
To Testify Again 

DENVER.—The Federal grand 
jury assembled here last week for 
the first time in nearly a month to 
hear testimony from Fred A. Ward, 
former Hudson distributor. 

The jury’s interest in Ward arises 
from possible Federal offenses con- 
nected with the collapse of his bus- 
iness here in 1951. 

Ward was brought to Denver 
from the State penitentiary at Can- 
on City, where he is serving seven 
to 15 years on two convictions of 
obtaining loans by fraud. 

U. S. Attorney Charles S. Vigil 
declined comment on the reason for 
calling Ward. There has been spec- 
ulation that Vigil is attempting to 
obtain information from Ward 
about his dealings with Lester W. 
Hall, former executive vice-presi- 
dent of the U. S. National Bank in 
Denver. 

Hall was indicted with Ward on 
a charge of conspiring to violate 
mail fraud statutes. The banker 
also is accused separately of mak- 
ing a false statement to a federal 
bank examiner in connection with 
Ward’s loans and with accepting 
gifts or fees from Ward in connec- 
tion with helping the auto distribu- 
tor borrow money from the bank. 

Ward, who once owned a swank 
ranch near Broomfield and was a 
Denver social figure, is working as 
a cook on one of the penitentiary 
farms. His work day begins at 3:30 


a.m. 









Dealers Alerted 
On How to Cut 
Auto Thefts 


ST. LOUIS.—A bulletin contain- 
ing suggestions on how to help 
reduce auto thefts has been dis- 
tributed to dealers by the Greater 
St. Louis Automotive Assn., Inc. 

Auto thefts in St. Louis totaled 
2,769 during 1952 and accounted for 
55 percent of the total value of 
stolen goods in the city. 


The bulletin describes the newest 
operation of car thieves as follows: 
A wrecked late-model car is pur- 
chased and a car of identical 
description is stolen. The stolen 
car’s motor and serial plates are 
replaced with those of the wrecked 
car. The bona fide certificate of 
title obtained with the wrecked car 
is then delivered with the stolen 
car at the time of sale. 

The bulletin suggested that per- 
sonal marks of identification be 
stamped in a secret place on ve- 






hicles to help thwart thefts. Pro-| 
posed marks included initials or | 
date of birth. | 


a eo oe 


| president. “That,” he added, “led 
| to the expansion program with 
A $50,000 ex-| quicker service as its aim.” 
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ishop to the drive-in parts de- 


wtarsia - , }, , | partment. All traffic flow is clock- 
sp Oa ae mg: wise so there is no backing or 
turning. 


The drive-in parts department is 
believed to be the first in the south- 
iwest. It enables an independent 
mechanic to drive straight to the 
rear, where one of five salesmen 
checks his needs and provides the 
part. The mechanic can then drive 
{through the exit to the parking 
| area and on to the street again. 

Next to the parking area is a 
lounge where the customer may 
wait while his car is serviced. 
The car is driven up to the door 
of the lounge when it is finished. 
| The bill can be paid there, elimi- 
nating a trip to the office. 

Greater efficiency also was gained 
by moving the paint and body de- 
partment into a new building on 
the company’s used-car lot in the 
next block. This building houses an 
oven for baking paint jobs, which 
enables the firm to paint and dry a 
car in less than a day. 

In the main building, the lubri- 
cation department has been ex- 
panded, and new lubrication racks 
have been installed. The new racks 
directed into stalls in the service| at Mullan’s, hoist the car by the 
department or to the rear of the|frame, allowing the wheels to 


Go— 


Read Mullan Motor Co. (Ford), 


* ” * 





The new entrance to the service 


each. From these lines cars are 


He UMW 21 Y ae 


eM ha 


of the shell. 
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| 

| dangle. Lubrication men say this 

makes the car easier to work on. 
The firm also offers a complete 

upholstery, trim, seat cover and 

glass service. 


Chevrolet Cited 


Volume of Shell Production 


Praised by Army 

ST. LOUIS. — Chevrolet shell di- 
vision here has received a letter 
of commendation from the Army 
Ordnance Corps describing Chevro- 
let as the nation’s “largest single 
producer of 105-millimeter shells at 
the lowest cost.” 

The commendation was revealed 
on the occasion of a further in- 
crease in the shell contract, which 
previously had been increased al- 
|;most 10 times the original assign- 
ment. Chevrolet has produced more 
jthan 14 million 105 - millimeter 
| Shells in the St. Louis plant. 
| Included in the letter were con- 
|gratulations for all officials and 
|employes of the shell division and 
|a notation that in the more than 
|}two years since the contract was 
| signed, Chevrolet had met and, in 
most cases, exceeded delivery 
schedules while reducing the cost 


| FLASH-A-CALL 
STAG TCM A) 


| offers you 


100% to 200% Absorption 


We will personally diseuss 
with you the problems of 
your shop, the corrective 
measures that must be 
taken. Train your entire 
shop personnel, guarantee 
to increase your customer 
Paid labor sales or youowe 
us nothing. As manufac- 
turers, we offer you direct, 
equipment designed for 
this purpose alone, having 
the highest known standard 
of quality, in two complete 
packages, for the large 
dealer or smaller service 
department. Our program 
meets and goes beyond the 
requ ents of all major 
factories. Write us today 
and we will arrange an ap- 
pointment with a man that 
will not waste your time. 


FLASH-A-CALL 
SERVICE CONTROL SYSTEM 


1112 South Wabash Avenue 
Dept. AN-53, Chicago 5, Illinois 





Valve Seat Grinder 


‘Valve Seat Grinder Set 


Here’s your complete set for grinding all 
valve seats. Handles hard or soft seats—so 
simple to use that any mechanic can easily 
turn out every job to factory standards. 
Set includes Blue-Point Angle Drive Motor, 
2 Stone Carriers, Diamond Stone Dresser, 
5 Pilots and Pilot Wrench, 10 Stones, all 
in compact steel case. 
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SNAP-ON TOOLS ~ 
CORPORATION 


8082-G 28th Avenue 
KENOSHA, WISCONSIN 


*Snap-on is the trademark of Snap-on Tools Corporation. 





@ Here’s the HANDY one—designed exactly right—with short, 


” write Snap-on. 





stubby nose and sharply angled drive that lets you get at those 
seats close to the firewall without pulling the engine. The hex 
driving ball provides flexibility between grinder and stone 
carrier. Spring-mounted drive socket in stone carrier prevents 
over-pressure on the stone. Vertical vibrating action permits 
centrifugal force to throw out grindings—prevents stones from 
loading—reduces stone wear. Ask your Snap-on Man to demon- 
strate this grinder...try it!...you'll like its ruggedness, 


convenience and money-making performance. For new 104-page 






















Manufactured under 
license granted by 

C. G. Barden, California. 
U. S. Patent Nos. 
D-157,321; 2,492,914 


NOW 


AVAILABLE! 
for 1/2, 3/4 

and ONE TON 
PICK-UP TRUCKS 


MOBILE 
BUMPERS 
FOR ALL 
MODELS 


STUDEBAKER * WILLYS 
GMC ¢ INTERNATIONAL 


A sturdy, one-piece, custom-made combination rear 


EXCLUSIVE bumper-step—and trailer hitch. 


DISTRIBUTORS 
WANTED 

in Midwestern and 
Eastern States 


The sturdy, one-piece Mobile Bumper—engineered for 
maximum strength—provides all-around protection for 
truck and rear fenders of 4 , 4 and 1 ton pick-up trucks. 
It is custom designed for each make and style of truck 











Army Pares Contracts 


Curtailment of Defense Activity Scheduled 
To Hit Auto Makers in Fall 


DETROIT. — Drastic cutbacks in 
the defense spending budget will 


curtail many of the defense proj- | 


jects now being carried on in the 
| Dearoit area, it was learned last 
| week from local Army officials. 


The slashed defense budget will 
| make itself known to nearly all 
| auto plants in the area, but it is 
felt that the greatest casualties 
| will be the smaller plants — sub- 
contractors and others who have 
no other work on hand but de- 
| fense contracts. 
Brig.-Gen. Carroll H. Deitrick, 
commander of the Ordnance Tank- 
Automotive Center here, said that 
|the Chrysler Detroit Tank plant 





| will stop building M-47 medium | 


|tanks by November, and probably 
| will go on a standby basis in the 
| spring. 


In other situations, two firms cur- | 
|rently in production of the same| 
| product for the Army will have to} 


| submit bids for a new contract, and 
the loser will not be allowed to con- 


| scale unemployment would not re 
|} sult from work curtailment unti 
next fall, at least, and it was to 
early yet to state how serious the 
condition would be at that time 
| Some of the auto makers said that 
auto production might absorb 
large share of the workers. 


More than 100,000 persons read AUTO 
MOTIVE NEWS every week! 





and fits bumper holes provided by the manufacturer . . . 
there are no chassis holes to drill. The Mobile Bumper 
can be easily installed in 45 minutes, attractive low cost. 


A SAFETY FEATURE THAT ADDS TO THE APPEARANCE OF YOUR PICK-UP | 


MOBILE BUMPER INC. ACCESSOULES 


MOBILE SIDE BRACES MOBILE Side Tire MOUNTS 


Optional equipment to One piece construction with 
strengthen box sides; at- bolt holes for mounting to 
tached by welding or bolting. Y% and % ton pick up trucks. 


ee a ae 


A top profit accessory 
for dealers. 


Write today 
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960 N. Pennsylvania + Phone Lincoln 6323 


INDIANAPOLIS, INDIANA 
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Up to 25° increase 
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More Speed and 
Smoother Engine 
agua 


ASSURED CUSTOMER SATISFAC- 
TION WITH GRAND. Precision en- 
gineering, research and laboratory 
testing assures you of the finest 
product on the market today... 
every purchaser a satisfied customer 
. .. every installation guaranteed to 
fit properly. 

It's easier to stock . . . easier fo sell 
Grand Duals and Headers. You carry a 
smaller inventory because Grand DOES 

NOT DUPLICATE NUMBERS yet the line is 
complete for most V-8 cars. With Grand 
there's MORE PROFIT . . . QUICKER TURN- 

OVER ...NO LOST SALES! 


The systems are designed so stock replace- 
ment type mufflers can be used. 


DUAL SYSTEMS AVAILABLE FOR THE j GRAND TON 72 
OLLOWING V. : , avaitity ‘ i 
FOLL SCARS ®, Quality; Tone. el | 
DUAL HEADER 
SYSTEM 
SYSTEM 
1953 


1950 & 5} 1950 & 51 
1951 —53 
1952 & 53 
1953 
1935 —53 
1949 —53 
1939 —53 
1949 —53 
1951 —53 


see 
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GRAND “QUIET TONE” 
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efficiency and proper tone | 
control, No “Rapping,” “Crack. 
ing” or loud disagreeable 
roar — just a low mellow, pleas- 
NO OTHER HOLLYWOOD 

TYPE MUFFLER MATCHES | 


BUICK 
CADILLAC 
CHRYSLER 
DESOTO 
DODGE 
FORD 
LINCOLN 
MERCURY 
OLDS 
STUDE 


1937 — 53 
1949—51 
1939 — 53 
1949 — 53 
1951 & 52 


UD Ce ih et) ag 


2055 Ruby St., Melrose Park, Illinois * Factory Ware eat 25 aero) t. ( elon: | 


| 
| 








| nans, 72, auto industry pioneer and 


| ploye of Studebaker. He retired in 1917. 


| from active business about three years ago. | 


| 67, Oldsmobile dealer here, died in Jackson- 
ville, Fla. For 20 years, 


| mobile in Atlanta. The Birmingham busi- | 
| ness will be continued as Wilson Oldsmo- 


| Auto Corp., died June 28 after a long ill- | 


ness, He was a member of the Rensselaer | With 
Board of — 3 a High Quality 
| 
John G. Stiles | JEEP PARTS 


| dosta, Ga., prior to his retirement in 1945, 


tinue production, it was announced. 


GMC Truck and Coach, now pro- | 
ducing 2%4-ton trucks for the Army, 
will vie with Reo Motors, Inc., Lan- | 
sing, for the continuing contract. 
The lowest bidder on a price-per- | 
item basis will continue produc- 
tion. 


A similar bidding program will 
be carried on for the production 
of 5-ton cargo trucks. Those who 
will bid against each other will be 
Mack - International Motor Truck 
Corp.; Diamond T Motor Co., and 
International Harvester Corp. 


As far as the labor force is con- 
cerned, it was believed that large 


ALL-METAL 
PARTS BINS 


° ° | @ SLIDING SHELVES 
Obituaries | 
@ SNAP-IN DIVIDERS 


Earl W. Winans, 72, © SHIPPED READY FOR USE 


Early Auto Engineer IMMEDIATE SHIPMENT 
DETROIT. — Earl Wallace Wi- ON ALL BINS BUILT TO 


1953 PLANOGRAPHS 
All Styles — All Models 


OPE 


METAL PRODUCTS, INC. 


1806 ROCKWELL AVE. 
CLEVELAND 14, OHIO 





recently retired chief engineer of 
Federal Motor Truck, died July 4! 
at his summer home in Wheatley, 
Ont. 


Mr. Winans, who had been with 
Federal 38 years, entered the auto 
industry in 1903. He served as chief 
engineer for R. C. Hupp Corp. and 
Maxwell Motor Co. At one time he 
was president of Dominion Motor 
Co. of Toronto. 

* * * 


C. H. Frazier 
MISHAWAKA, Ind.—Charles H. Frazier, 
88, operator of one of the first automobile | 
dealerships in South Bend, died June 29 
after a three-week illness. As a young 
man, Mr. Frazier held several world 
records for bicycle racing. He opened an | 
automobile dealership in South Bend at! 
the turn of the century and in 1902 made | 
the first overland trip with a new Rambler | 
ear from the Kenosha (Wis.) factory to 
South Bend. He also was a former em- 





LICENSE PLATE 
FASTENERS 


ON AND OFF WITH A 
eat Sa 4 agra. 


* * * 


S. R, Ponder 

FORT WORTH, Tex. — (UTPS) —S. R. 
Ponder, 74, for 20 years a Fort Worth | 
used-car dealer, died at his home June 23) 
following a lingering illness. He had retired | 
Heavy ‘\%-inch bolt 
(with T-head and | || 
square shoulder) !'. 
fastens license plate securely in place. 
Will not lose off. 


PLATED TO PREVENT RUST 
No. 51—-Dealer Cost, 


* * * 


Millard J. Beasley 
SPARTANBURG, 8. C. — Millard J. | 
Beasley, Savannah (Ga.) businessman who | 
recently acquired the Lincoln-Mercury fran- | 
chise here and was preparing to open a} 
dealership, died unexpectedly June 28. 
* x * 


James M. Wilson 
BIRMINGHAM, Ala.—James M. Wilson, 


ype nm sani Uae 0c AOS. a 


ON Rne. 


(Packed 12 to Box) 
Money-Back Guarantee 5 


tna Foe 


IMMEDIATE DELIVERY 


If Your Jobber Cannot Furnish Order 
Direct. Write today for free catalog 
of over 200 Houser service items. 


HOUSER 


Mr. Wilson had 
been zone and regional manager for Olds- | 


Engr. & Mfg. Co 


bile Co. under the management of a | Mey Naas bP 
0 lar) 


son-in-law, Charles C, Whittaker, and Mr. | 
Wilson’s son, Tom. | 
* * * 








Fenton C. Drumm 
ALBANY.—Fenton C. Drumm, 47, vice- | 
president and sales manager of Schuyler MILITARY 


CIVILIAN 


Greater Profits 


DETROIT. — General manager of Mack- | 
Gratiot Co. (Chevrolet), John G. Stiles died | 
July 4 at the age of 52. He had been as- 
sociated with the firm for 28 years. Mr. 
Stiles was secretary of the Detroit Chevro- | 
let Dealers Assn. | 

* * 


Thomas 8S, Wright 


INVERNESS, Fla. — Thomas 8. Wright, | 
an auto dealer in Jacksonville and Val- 


Write today for 
NEW Catalog 


REPUBLIC SALES 

| COMPANY 

1809-11 S. State Street 
Chicago 16, Illinois 
WHOLESALE ONLY 





died June 29, He was operating a cocktail | 
lounge in Williston at the time of his death. | 





AUTOMOTIVE NEWS, JULY 13, 1953 


tise in Buying Intentions... 


FRB Survey Is Optimistic 


(Continued from Page 1) 


period from early 1952 through 
early 1953, found that consumers 
who believed times were favor- 
able for making purchases of 
major durable goods had _ in- 
creased from 22 to 34 percent of 
all spending units. 

Although last year 52 percent of 
all consumers felt that times were 
bad for making such purchases, 
this year only 38 percent still clung 
to that idea, the survey noted. 

* * * 
os change in attitude, it was 
said, reflected an adjustment 
to the higher post-Korean price 
level as well as the fact that con- 
sumer purchases of durable goods 
were curtailed in 1951 and 1952. 

The belief was expressed among 
consumers that prices had _ stabi- 
lized, or had come down, and that 
now more people could afford to 
buy. 

While incomes were rising, the 
survey said, so were liquid assets. 
Savings were up as a result of 


CHRYSLER RED DIAMOND 


same pattern and specification as 
original equipment—perfect fit— 
but up to 50% less cost. Only 
small inventory needed—3 mats 
fit all 1949-52 Chrysler products. 
Crowfoot pattern trunk mats used 
on models 1940-48. 


SOLD THRU LEADING JOBBERS 


Appearance Sells Cars 


moderate spending during most 
| of 1952. 

The annual income of the median 
consumer buying unit showed a rise 
from $3,200 in 1951 to $3,420 in 
1952. Nearly half of all nonfarm 
spenders reported making more 
money, the survey said, while only 
about one-sixth reported making 
less. 

* * * 

ONSUMERS with incomes of 

4 $5,000 or more —and this took 
in 26 percent of all spending units 


Auto Stocks 


duly duly 1953 
8 1 High 
72% 72% 96% 
60% 59% 69% 
12% 12% 17 
3% 3% 5% 
21 20% 25% 
5% 5% 6% 
31 30% 43% 
Average 29.30 29.30 


Compiled from reports of trading on the 
American and New York Stock Exchanges. 





Low 
10% 
58 
12% 

3% 
20% 


5 
30% 


Chrysler 
GM 
Hudson 
Kaiser 
Nash 
Packard 
Stude. 


CHRYSLER PRODUCTS 


LOW COST— PERFECT FIT 


Also new Burtex rear floor mats—and 
complete lines for Ford and Chevrolet. 


DANVILLE, ILLINOIS 


WAGES Ai) Wee We aNy 


(zane 
SESE E AS oyeter 


IGTION FOUNDRIES 


) *PLANTS 
"TENNESSEE 


of the Federal 
} * 





—were the ones who indicated the 
greatest increase in plans to make 
major purchases. 


All the major occupational 
groups enjoyed a boost in median 
income in 1952, but professionals 
and semiprofessionals — lawyers, 
teachers, nurses—and clerical 
and sales personnel most 
frequently reported an increase. 


Farm operators recorded an “ap- 
preciable” rise in median income, 
but total farm income failed to 
gain. Managerial personnel saw the 
smallest income increase, 

+ + * 


7. year, more persons—38 per- 
cent—felt they were better off 
than had been in the case in any 
previous survey in the postwar 
period. Nine out of 10 nonfarm con- 
sumers who expressed an opinion 
expected their money income to be 
maintained or increased in 1953. 

Farmers did not entirely share 
this optimism, probably, the 
survey said, because of declines 
in farm prices. 

In contrast to 1951 and 1952, when 
one-half to two-thirds of consumers 
expected prices to keep rising, eight 
out of 10 who voiced an opinion in 
the latest survey predicted that 
prices either would remain stable 
or start dropping in 1953. 

* ° . 


EDIAN liquid assets for all 
spending units climbed to $300 
early in 1953 from $240 in the 
corresponding period of 1952. The 
figure in 1946 was $400—proportion- 
ately larger in real value as well 
as dollar value because of the 
sharp rise in prices since then. 
Consumer debt in 1952 was said 
to have increased to an alltime 
high, both as to absolute amount 
and in relation to income after 
taxes. 

As of early this year, 53 percent 
of nonbusiness spending units had 
some consumer short and _ inter- 
mediate-term debt while 43 percent 
had no debt of this type. Of the 
consumers with debt, about one out 
of four owed an amount equal to 20 
percent or more of his income and 
the other three had debts ranging 
from 1 to 19 percent of income. 

The 1953 survey was based on 
information obtained from 3,097 
consumer spending units, a cross- 
section of the population. 


Credit 


‘Continued from Page 3) 


|used when the so-called major 
| emergency 


is declared and these 
other proposals also go into effect? 

MARTIN: Well, Senator, I would 
like to speak as an individual, 


| rather than for the board, on that. 


Truck Exemptions 


Curbed in N. Y. 


ALBANY.—Zone exemptions 
from the weight-distance tax on 
big trucks expired July 1 and the 
State figures it will gain $5 million 
a year in revenue. The Tax De- 
partment noting that trucks oper- 
ated exclusively within cities, vil- 
lages or Public Service Commission 


49 


zones no longer will be exempt, 
made the estimate. 

The 1953 Legislature removed the 
exemptions from the Weight-Dis- 
tance Tax Law, covering vehicles 
that weigh more than _ 18,000 
pounds. The tax is computed on a 
truck’s total weight and the miles 
it covers within the state. 

Also effective July 1, violations 
of the tax law now are classed as 
offenses instead of misdemeanors, 
but there has been no change in 
the penalties prescribed. 
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McFarland "GREAT" Umbrella Makes RECORD in Rock 


Island, III. H. P. Buck of Buck Buick Company, Rock Island, Illinois, was so pleased 
with their ‘Great’ Umbrella that he sent the McFarland Company a recording of the 
radio announcements that they use on Station WHBF to feature weekend ‘Under the Um- 
brella’’ Specials. The McFarland ‘Great’ Umbrella (21 foot spread) and WHIRLABOUT, 
the Great Umbrella that turns, will help you make sales RECORDS too as it is doing 
for dealers from coast to coast. For full color illustrated booklet that gives complete 
information and details, call, wire or write the McFarland Great Umbrelia Company, 
Division of the McFarland Awning Corporation, 742 S. W. 8th Street, Miami, Fla.— 


Phone Miami 2-8153. 


TR UW a NCW 
9 9 od se) Soa a 
Z THE ae DEPARTMENT 


One ride around the block will completely ‘‘check out’’ your customer's 
car after repairs. This amazing instrument will: 


I have changed my thinking since| ' 


I have been here, and I lean now 


| individually to the thought that 


they ought to be a permanent part 
Reserve Act. 

* + 

MARTIN: .. . It is not the vol- 
ume of consumer credit that has 
alarmed us, because relating it to 
the gross national production, I am 
not convinced that it is excessive, 
but the terms of the credit, as re- 
ported to us, from time to time— 
granted that our information is not 
quite as precise as we would like 
to have it— have not always been 
prudent, and I question, as a mat- 
ter of prudence, making sales with 
no downpayments, or whether it is 
completely fair to the consumer if | 
the downpayment is obscured in the | 
body of the terms. 


Mansfield Tire 
Building Plant | 


MANSFIELD. — A modernization | 
program, including the con- | 
struction of a new manufacturing | 
plant, has been announced by) 
Mansfield Tire & Rubber Co. 

Excavation work is under way 
on the new plant, which is expected | 
to be completed by the end of the 
year. It will be of brick and steel 
construction, providing 52,000 
square feet. Three-shift capacity | 
will be 6,000 tires daily, President | 
James H. Hoffman said. 

The program, he said, also calls 
for extensive improvements in 
manufacturing facilities in the 
present main plant. 


df Analyze performance values of a tune- 
up. 

¢ Indicate poor wheel alignment. 

Wf Show actual horsepower at all speeds. 

¢ Spotlight a dragging brake shoe. 

¢ Thoroughly check the condition and 
efficiency of the brakes. 

¢ Check pulling power in all gears. 


Model S-330 
$18.75 Net To Dealer 


Designed for 
20-second Installation 


The PerfOMeter will not only prove to you and your customer the merits of a repair job 


| but it will bring in more service dollars by recording conditions that should be cor- 


rected NOW. It will smash customer resistance by proving the need for work that he 


has not considered or authorized. 


GET THE WHOLE STORY ON THIS POCKET SIZED DYNAMOMETER TODAY AND 
ENJOY GREATER SERVICE PROFITS TOMORROW. 


SALES TO THE CUSTOMER 


Give him a “Check ride” and point out 
the advantages of having a PerfOMeter 
permanently installed on his car. He 
will be grateful to you for suggesting 
an instrument that will keep a constant 
check of the performance and safety 
characteristics of his automobile. You 
will benefit not only on the sale itself 
but his awareness of poor wheel align- 
ment, poor brakes, or need for a tune- 
up will prompt a visit to your shop as 
soon as the condition appears. The 
PerfOMeter makes your customers 
“service” minded. 


#330 or +410 $24.95 
List Price 
For Steering Column or Dash Mount 


Enjoy Bigger Service Profits By Using PerfOMeter .. . 


GET BOTH SIDES OF THE 
PROFIT STORY 


For Complete Information write: _ 


AUTOSPHERE CORP. 


13 E. 48th St., New York, N. Y. 


| Enjoy Bigger Accessory Sales Profits By Selling PerfOMeter... 


DEPT. AN 6 
Autosphere Corp. 11 E. 48 St., N. Y. 















By Bob Lienert 
Staff Writer 

DETROIT. — Superior employe 
relations and extensive department- 
alization combine to make Fort 
Pontiac Sales an outstanding 
dealership on Detroit’s lower west 
side. 

Clyde R. Foley, sales manager, 
says “only two or three” 
firm’s 54 employes have less than 
five years’ service with Fort. And 
despite Detroit’s not-unknown 


practice of “pirating” skilled me-| 


chanics, Foley lists many men who 
have been in the firm’s shop 10 to 
15 years, 


Five have more than 15 years’ 
service, and the bumpshop fore- 
man and service foreman have 
been with Fort since its founding 
16 years ago. 


Good pay, liberal commissions 
and a company-wide bonus plan 
are credited by Foley for the low 
employe turnover. Fort also offers 
its employes other _ incentives: 


Employe Ties Stressed 


Dealership Finds Smooth Worker Relations, 
Departmentalization Aid Business 


of the| 


| Purchases at cost, hospitalization, 
expense-free paid vacations and 
free dining room. 

The pine-paneled dining room is 
used in bad-weather months. Food 
is prepared in its compact kitchen 
by a special cook hired by the firm. 

Everything automotive that a 
Fort employe buys—from a new 
| 













Used-Car Auction Prices 


ear to the gasoline it burns—is 
available from the company at 
cost. 

The company pays two-thirds of 
the cost of hospitalization for all 


Starting this summer, all em- 
ployes and their families are in- 
vited to spend their vacation at a 
| beach-side lodge recently purchased 
by M. E. Long, Fort president. The 
lodge is at Burt Lake, a popular 
resort area in Northern Michigan. 

With the advantages offered to 
its employes, Foley says, Fort has 
had practically no experiences with 





(Continued from Page 45) 


sedan, $475. 
$215, $195. 


OLDSMOBILE—'51 (88) sedan, $1,060. '48 
(66) club coupe, $300. 


PACKARD-~'49 Custom sedan, $425. 


PLYMOUTH—’52 Concord sedan, $975. 

PONTIAC — '50 SL (8) club coupe, $800. 
’46 SL (6) sedan, $165. 

STUDEBAKER—’'49 Champion conv., $660. 


FORT WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 


‘49 sedan, $490. °48 sedan, 


Tuesday. Prices are for sale of June 30.) 





LISLE \— 





. - . installed as original equipment in transmission, rear 


axle and crankcase, remove 
lubricants. 
PLUG attracts and holds 


abrasive metal particles from 


A strong, permanent magnet in each LISLE 


metal particles between oil 


changes. Eliminates this common cause of premature wear. 


REPLACE 
ORDINARY 
PLUGS 
Ane 


BRE 
PLUGS 


TO REMOVE 
IRON AND 


STEEL 
PARTICLES 
FROM OIL 





SAMPLE 
PLUGS 
furnished free 
for testing. 
Simply state 
size and 

type of 

Plug 

desired. 
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(Prices still good, but a little lower 
than last week. Sold 123 cars out of 165 
offerings.) 

BUICK—’53 Super Riviera 2-dr., $2,640*. 

"51 Super 4-dr., $1,350, $1,400, $1,450. 
"50 Special 4-dr., $1,000. '48 RM 4-dr., 


$550. °46 Super sedanet, $345. 
CADILLAC—’53 coupe deVille 2-dr., $4,- 
425*. '49 (62) sedanet, $1,510*. 


CHEVROLET—'53 (210) 4-dr., $1,850*. '52 
SL Deluxe 2-dr., $1,215; 4-dr., 
"51 SL Deluxe 2-dr., $1,050. ’50 
luxe 2-dr., $930; 4-dr., $890. 
Deluxe 2-dr., $655, $685, $760; 
$570. '48 SM club coupe, $550; 
$385. '47 FL aerosedan, $500. 

CHRYSLER—’51 Windsor club coupe, $1,- 
250. '49 NY conv., $845. 

DeSOTO—’53 Fire Dome (8) 2-dr., $2,525*. 
"50 Custom club coupe, $875. 

DODGE—’52 Coronet conv., $1,450*. ’51 
Coronet 4-dr., $1,080, $990. '50 Meadow- 
brook 4-dr., $750; Coronet 4-dr., $920. 
’47 2-dr., $360. 

FORD—’52 Custom (8) 2-dr., $1,440, $1,- 
500*. °’51 Custom (8) 2-dr., $1,150; 
Victoria, $1,360*. °50 Custom (8) 2-dr., 
$790, $800, $860; 4-dr., $860. '49 Custom 
club coupe, $570; 2-dr., $525, $665. 

FRAZER—’'47 Manhattan 4-dr., $325. 

HUDSON—’50 PM sedanet, $540. 49 PM 
4-dr., $500. '48 Super (6) sedanet, $310. 

KAISER—’51 Henry J (4) 2-dr., $385. °48 
4-dr., $150. 

MERCURY—’51 4-dr., $1,330. '49 station 
wagon, $825; 4-dr., $745. ’47 coupe, $185. 

NASH — ’51 Rambler country club, $505. 
’50 Ambassador 4-dr., $735. °49 Ambas- 
sador 4-dr., $505. 

OLDSMOBILE—’53 (98) 4-dr., 2 at $3,000. 
"52 (88) 4-dr., $1,790; (98) 4-dr., $2,030. 
’51 (88) 4-dr., $1,395; (98) Holiday, $1.- 
510. °50 (76) 
4-dr., $880; 


$1,275. 
SL De- 
"49 FL 
4-dr., 
2-dr., 


sedanet, $915. °49 (88) 

(76) sedanet, $680. ’48 (98) 
4-dr.; $710. '47 (78) conv., $380. 46 (66) 
sedanet, $300. 

PACKARD—’51 4-dr., $1,185. 

PLYMOUTH—’53 Cambridge 2-dr., $1,345, 
$1,420, $1,705*. 50 SD club coupe, $900. 

PONTIAC—’50 SL (6) 2-dr., $1,000. °49 | 
SL (8) sedanet, $740. '48 Chieftain (8) 
4-dr., $565. '47 Chieftain (8) 4-dr., $325, | 
$455; sedanet, $405. '46 Chieftain (8) 

| 4-dr., $305. 

| STUDEBAKER—’51 Champion 4-dr., $900; 


coupe, $555. °50 Champion 4-dr., $595; 
Commander 4-dr., $785. ‘47 Champion 
4-dr., $330. 

DANVILLE, VA. 
(Danville Auto Auction. Sale every | 


Wednesday. Prices are for sale of July 1.) | 
(Fewer entries so close to the Fourth, 
but sale was good, Sold 45 cars out of 

| $2 offerings.) 

BUICK—’47 Super 2-dr., 

2-dr., $160. 

| CADILLAC—’52 (62) 4-dr., $3,275* (no 
radio). °51 (62) coupe DeVille, $2,525*. 

CHEVROLET—’53 (150) 2-dr., $1,585. °52 
SL Deluxe 2-dr., $1,256, $1,255; 4-dr., 
$1,365. °51 SL Deluxe 4-dr., $1,125. ’50 
SL Deluxe 2-dr., $805. ’°49 FL Deluxe 
2-dr., $680. °48 1-ton stake, $330. °47 
FL 2-dr., $270; FM 4-dr.. $210; SM 
2-dr., $445. '46 SM 4-dr., $305; FM 4-dr., 
$350. 

FORD—’52 Custom (8) 2-dr., $1,370. ’51 
Custom (6) 2-dr., $830; Deluxe (6) 4-dr., 
$950. "50 Custom (8) 2-dr., $810, $675, 
4-dr., $905, $910. ’47 SD (8) 2-dr., $540. 

| °46 SD (8) 2-dr., $215; Special Deluxe 


$340. °41 Special 


(8) 4-dr., $375; Deluxe 2-dr., $330. '40 
Deluxe (8) 2-dr., $225, $250, $130. °39 
(8) panel, $115. 


KAISER—’51 4-dr., $685. 
MERCURY—’'49 2-dr., $670. 
OLDSMOBILE—’52 (88) 4-dr., 
PACKARD—'46 4-dr., $285. 


$1,740. 


PLYMOUTH — ’50 Special Deluxe 4-dr., | 
$845 Deluxe 4-dr., $600; club coupe, | 
$880. '49 Special Deluxe 2-dr., $490. 


PONTIAC — '48 Chieftain (8) 4-dr., $535; 
2-dr., $605. 


| MERIDIAN, MISS. 


| (Tinnin Auto Auction. Sale every Tues- | 
day. Prices are for sale of June 23.) | 
(Market up a little, retail sales re- | 
ported off. Clean cars bringing steady 
prices. Sold 124 cars out of 177 offer- | 
ings.) | 
BUICK—’53 Super 4-dr., $2,640*. ’52 RM | 
4-dr., $1,840*. ’51 Special 4-dr., $1,375, | 
$1,285. °50 Super 4-dr., $1,100*. | 
CADILLAC — ’53 (62) 4-dr., $4,000. °49) 
(62) 4-dr., $1,460. 
OHEVROLET—’53 Bel Air, $2,150*. ’50 Bel 
Air, $1,080*; SL Deluxe 2-dr., $950*. '49 
SL Deluxe 4-dr., $830. *48 MD 2-dr., | 
$675. °46 SM 2-dr., $500. | 
CHRYSLER—’52 Windsor 4-dr., $1,605*. 
DeSOTO—’49 Custom club coupe, $725. 
DODGE — ’51 Meadowbrook 4-dr., $1,200. | 
’47 Meadowbrook 4-dr., $500. | 
FORD—’53 %-ton pickup, $1,365; Custom 
(8) conv., $1,925*. '52 Custom (8) 4-dr., 
$1,500*, ‘51 Custom (8) 4-dr., $1,100; 
Custom (8) 2-dr., $1,060. "50 Custom (8) 
2-dr., $900. '46 Deluxe 2-dr., $500. 
MERCURY—’53 Monterey, $2,000. °50 2- 
dr., $900. °47 2-dr., $475. 
OLDSMOBILE — '51 (88) 4-dr., $1,480*, 
$1,475*. °50 (88) 4-dr., $1,210*, $1,160. 
PLYMOUTH—'46 Deluxe 4-dr., $310. 


PONTIAC—’53 Catalina, $2,740. ’52 Cata- 
lina, $1,805. ‘50 Catalina, $1,175. °49 
Deluxe (8) 4-dr., $860. "48 Deluxe (8) 
2-dr., $685. 


STUDEBAKER—’51 Champion 2-dr., $800. 
*50 Champion 2-dr., $700. 

MISCELLANEOUS — ’40 Ford Hot Rod, 
$685. | 





| 
its employes and their families. 
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labor 
help. 

“Some of our men have been 
contacted—at home,” he _ says, 
“but they don’t have to think it 
over very long to decide we’re 
giving them the best deal.” 

Foley says he has found that re- | 
tired policemen excel as auto sales- | 
men. He currently has three on the | 
staff. | 

“They’re skilled at handling the | 
public,” Foley says, “and they’re | 
lost when they retire if they don’t | 
have a chance to continue meeting 
people, They do a good job of sell- 
ing.” 

Foley credits much of the smooth- 
ness of Fort’s operation to its 
policy of making each department 
head strictly responsible for the 
conduct of his own department. He 
believes it makes for intensified ef- | 
forts to do a top job and increases 
over-all efficiency. 

Currently, Fort is department- 
alized to the extent that it oper- 
ates out of five locations. The 

main building houses the show- 
room, administrative offices, din- 
ing room, service department 
and new-car make-ready, 
Directly across the street is the 
bump shop, with eight stalls and 
an outside lot. The lot is used for 
cars waiting for bump work as well 
as for extra customer parking. 

Approximately 50 yards from the 
showroom entrance is the compa- 
ny-owned service station. 

In the adjoining block is the 
used-car lot, complete with its own 
sales office. Two blocks further 
along is the used car reconditioning | 
headquarters, which formerly 
housed a competing dealership. 

Despite the far-reaching de- 
partmentalization, work is often 
shifted among the departments 
when one is jammed. Light 
service work can be done in the 
service station or in the used-car 
reconditioning shop. The service 
station can also handle some 
new-car make-ready. Minor 
bump work can be performed in 
the used-car shop. 

In winter, used-car sales oper- 


organizing or 











pirating of | 
| reconditioning building. With ap- 
| proximately 9,000 square 
| heated floor space, 





ations are carried on largely in the 


feet of 
it has ample 
room to house and display as well 
as recondition the cars. 

Current plans call for expansion 


of the main building, which will 
approximately double its present 
space. 


The firm handles approximately 
80 new cars monthly, Foley says, 
and wholesales about 60 percent of 
its tradeins. Featured in the new- 
car showroom are signs carrying 
the delivered list prices of the cars 
and list prices of available ac- 
cessories. 


St. Louis Show 
Slated for April 


ST. LOUIS.—Plans for the Mid- 


| west Automotive Trade Show here 
| have been completed, according to 


Ralph Silverman, president. 
Show dates are Apr. 8-11, 1954. 
Headquarters are at 319 N. Whit- 
tier St., St. Louis 8. Joseph L. 
Haenny is general manager. 


Os Be Rubber Renews 


Pair of Fellowships 

NEW YORK.—U. S. Rubber Co. 
has renewed its graduate fellowship 
at Radcliffe College for five years, 
starting with the 1953-54 academic 
year. 

The fellowship, designed to aid 
students in management training, 
provides for $700 a year in assist- 
ance. It was established in 1951 and 
renewed last year. 

A $1,500 fellowship in physics at 
the University of Virginia has been 
renewed by the company for the 
academic year beginning July 1. 
This was started in 1948. 

Milad Incorporated 


Milad Oldsmobile, 283 Church St., 
Amherst, O., has been incorporated 
by Milead H. Abraham, Ethel M. 
Abraham and J. J. Smythe. 
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TLL 


OUT uit 


FROM EVERY 


CAR SOLD OR SERVICED 






The test of any accessory is how 
well it repeats year after year. An 
overwhelming percentage of car 
owners who have had Ventshades 
installed on one car want them on 
every car they buy. That is one of 
the reasons why Ventshades con- 
tinue to produce handsome profits 
for dealers who sell them. Sell 
them yourself and see. 


Ventshades are the original rain 
and sun shields. Avoid substitutes. 


Contact your Ventshade wholesaler or 
write direct for complete information 


~~ 






















THESE FEATURES 
SELL VENTSHADES 


e Open-window ventilation 
when it rains or snows 


© Safety from exhaust fumes 
e Less fogging of glass 

© Shade from the sun 
¢ More comfort the year ‘round 
e Added beauty for the car 


© Quick, easy installation. Indi- 
vidual designing for each make 
and model assures accurate fit 


© Made to meet exacting stand- 
ards of car manufacturers. 
© Won't rust or rattle 


AUTO VENTSHADE COMPANY « CHAMBLEE, GEORGIA 


IN ATLANTA'S FINEST INDUSTRIAL SUBURB 
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In the Letterbox 





(Continued from Page 


cooperative member between $6 

ind $7 per garment. 

4, The article did not point out 
that all original garment costs and 
replacement costs are borne by the 
industrial launderer when the 
customer subscribes to his rental | 
service. 

5. The article neglected to 
mention the “extras” given free-of- 
charge to rental customers: Repair, 
maintenance, changes for new em- 
ployes; promotional materials, etc. 

6. A number of the shareholders 
in the Salt Lake cooperative have | 


| 






KING 
SIZE 
Biggest dollar's 
worth in the 
auto accessories 
field. In re- 
usable plastic 
bag that snaps 
open and shut. 








REGULAR 


In the familiar, 
substantial metal 
container. Priced to 
sell at 6O0c and sells 
like sixty. 


ALSO— 


lower-priced wax- 
treated cloths to meet 
and beat all 
competition. 








— the original Wax-Treated 
Auto Polishing Cloth 


Order now—from your jobber. 
THE LAS-STIK MFG. CO., HAMILTON, O. 





ust MINATING SYSTEMS 





9 SYSTEMS 
TO CHOOSE FROM! 


Undesfioor disappearing single type—3’ 
Underfloer twin disappearing type—3” 
Underfloor twin plug-in type—3” 
Underfloor single plug-in type—3” 
Overhead disappearing type—3” 
Overhead hanging type—3” 

Overhead wall plug-in type—3” 
Underfloor disappearing heavy duty—4” 
(for trucks and buses). 

. Overhead hanging heavy duty—4” 
(for trucks and buses). 
Write for our new Illustrated catalog. 


“The World's Finest Exhaust System" 


ENGWALD CORPORATION 
357 Lafayette Ave., Brooklyn, N. Y. 
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MORE AUTO DEALERS SPECIFY 


|B 


PERSONALIZED NAME PLATES 
THAN ANY OTHER MAKE 


STEMAC 1281 yo. Cherokee 


Denver, Colorado 


WRITE FOR 
DETAILS— 
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found it more expensive to use the 
service of the laundry in which | 
they own shares than to rent the} 
services of a commercial industrial 
launderer. 

7. At one time Denver automobile 
dealers investigated the possibility 
of emulating the Salt Lake experi- 
ment. They abandoned the idea 
after careful consideration. 

8. At no time did a “nationally- 
owned laundry” raise prices to 
85 cents as charged in the article; 
70 cents is the figure. 

9. There is no “monopoly” in the 
industrial laundering field in Salt 
Lake. An inspection of the yellow 
pages of the Salt Lake phone book 
shows that there are 33 operating 
laundries in the city, many of which 
do coveralls, 

10. The article stated that this 
cooperative confined its operations 
to automobile dealers only. Our in- 
vestigation revealed that it is cur- 
rently doing laundering for a 
national airline. 

I am happy to have this oppor- 
tunity to correct any. eroneous im- 
pressions created by the story in 
the May 11 Automotive News. 

We want your readers to know 
the facts, because the industrial 
laundry industry owes its origins 


|to the automobile dealers and their 


needs. 

We treasure our relationship 
with the auto industry and feel | 
that we have given them an es- 
sential service throughout the 
years, one that improves their | 


Thousand Cars 
Wrecked in | 


Mass. Tornado | 


WORCESTER, Mass.—The recent | 
tornado, which killed 125 persons, | 
injured over 1,000 and left more 
than 10,000 homeless, wrecked more 
than 1,000 automobiles in Worces- 
ter, Holden, Barre, Rutland, Shrews- 
bury and Southboro, Mass. Hun-| 
dreds of insurance adjusters from | 
Boston; Hartford, Conn., and other 
cities searched the area to make} 
settlements. 

John O’Connor, spokesman for 
Casualty Insurance Co. of Massa- 
chusetts, said that “although many | 
car owners are not aware they have | 
it, the windstorm clause is insisted 
on by banks.” Orders to the insur- 
ance adjusters were to slash red 
tape, and ignore the fact that 
countless policy holders had lost 
their policies and other records in 
the devastation. 

The pressing need to thousands 
of victims was cash for rehabilita- 
tion purposes, O. E. Rinquist, vice- 
president of Liberty Mutual Insur- 
ance Co., said all legitimate claims | 
would be honored regardless of | 
whether papers were lost in the! 
twister. 

Every available motor vehicle 
was pressed into service for relief 
work, and Worcester dealers lent 
cars and trucks to civilian defense, 
Red Cross and other agencies. Many 
car dealers joined in the relief 
work. 

All business in the city was sus- | 
pended after the tornado struck, | 
and the day following martial law 
was declared and a 6 p.m. curfew 
imposed. Over-all damage was esti- | 
mated at $75 million. 

The business section of the city 
was untouched, with auto show- 
rooms, used-car lots and garages 
escaping the 30-minute tornado. 








‘Munn 


(Continued from Page 3) | 
tions as well as on civic, fraternal | 
and religious bodies. He is a mem- | 
ber of the General Motors Advisory 
Council, a member of the Industry | 
Relations Committee representing | 
NADA with Chevrolet, and is chair- | 
man of the NADA nominating com- | 
mittee. | 

This is an Horatio Alger story | 
that has been repeated many thou- | 
sands of times in this industry. The 
opportunities for the future are 
just as good as they have been in 
the past for one who will put in- 
telligence and effort into it. The 
business of the automobile industry 
is growing and expanding as more 
and more people will have need for 
automobiles. 


| ane. ‘ees 
= LA re > y 
West Coast Ford Dealers Honored— 


Eleven Ford dealers of the Richmond (Calif.) district recently were presented with 
Ford Four-Letter Award plaques for the fifth year in a row. Seated (from left) are 
1. R. Tower, Coos Bay, Ore.; C. A. Whitebone, San Francisco; Morris J. Landy, 
Alameda, Calif., and E. P. Griswold, Modesto, Calif. Second row: Jerry Towne, Red- 
wood City, Calif.; J. A. King, Ford western regional assistant sales manager; Pete 
Towne, Redwood City; Arthur S. Hatch, western regional sales manager; C. J. Powell, 
district sales manager; C. H. Giguiere and R. G. Tiffany, Berkeley, Calif.; A. E. 
Schlesinger, San Francisco; Ll. T. Day, Coos Bay; J. N. Burton, Sacramento, Calif.; 
W. H. Klein, regional administrative department manager, and R. P. Harman, district 
assistant sales manager. 


PRE 





fice, Institute of Industrial Laun- 
derers. 


customer-relations, lifts employe 
morale and implements health 
and safety campaigns. 

It is the express purpose of the 
national office of the Institute of 
Industrial Launderers to constantly 
re-examine conditions in order to 
give customers ever-improved serv- 
ice at a reasonable price.—JoHN W. 
Gipson, director of Washington of- 


Battaile Aids C of C 
W. M. Battaile, of B & M Chev- 
rolet Sales Co., Winchester, Va., 
served as a member of the program 
committee for the annual meeting 
of the Virginia State Chamber of 
Commerce. 
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AAA Pushes Drive 
To Bar Trucking 


Of Explosives 


WASHINGTON. — The American 
Automobile Assn., in another move 
opposing over-the-road trucking 
of explosives, last week filed a brief 
as intervenor in the explosives case 
pending before the Interstate Com- 
merce Commission. 

Ralph Thomas, president of AAA, 
said that the brief expressed full 
agreement with the major findings 
of Hearing Examiner B. E. Still- 
well, who on Apr, 24 recommended 
that 23 of the 24 applications by 
trucking firms to transport explo- 
sives over the highways be denied. 

However, AAA took exception to 
the recommendation that one of the 
applicants be granted permanent 
authority to haul explosives over 
a limited area. 

The case arose when 60 trucking 
companies filed application with the 
ICC for authority to transport ex- 
plosives over the nation’s streets 
and highways. 

AAA intervened on grounds that 
the “wholesale filing” of the appli- 
cations presented “unwarranted 
threats to safe transportation on 
the highways of this country.” 
Thirty-four of the applications sub- 
sequently were withdrawn. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 








“LOAD-STER” HELPER 


SPRINGS, EASY TO STOCK 


Individual cartons take little shelf space . . . labeled 
for easy identification. 


SMALL INVENTORY Ten (10) sizes cover 90% of the 
cars in operation. Distributors located throughout the 


country means quick delivery. 


BIG MARKET For ¥% ton and % ton pick-up trucks... 


passenger cars; salesmen with heavy sample cases, 


tioners with luggage, cars pulling house trailers and work 


trailers ...a sales potential in the millions. 


NO MAINTENANCE REQUIRED 


EASY TO INSTALL 


PRICED RIGHT 
List prices from $14.75 to $21.40 


PROFITABLE 


For descriptive literature on the “Load- 
ster” Helper Spring and the name of 
your nearest distributor write 


PRIOR PRODUCTS, inc. 


Box 349, Middletown, Ohio 
Box 7608, Dallas, Texas 
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New-Model Introductions Affected .. . 


Peace Seen Near in Tool Strike | 


(Continued from Page 1) 
press Thursday, chances for early 
agreement appeared excellent. 
Since trouble began in the shops 
June 1, auto manufacturers had 


been anxiously eying the situation | 
while planning introduction of 1954 | 


models. As talks dragged on, work 

for next year’s cars gathered dust 

in the shops. 
* * * 


HRYSLER announced it was 


tapering off production of 1953) 


DeSotos beginning today (July 13), 
because the tool and die stoppage 
had delayed plans for the ’54 model. 

The cutback is designed to 
“stretch out” ’53 production 
schedules in order to avert a 
complete shutdown of the plant. 
Production of ’53 Chryslers was 
similarly reduced two weeks ago 
for the same reason. 

An early settlement probably 
would result in much of the work 
being made up, it is believed, with 
introduction dates of new models 
affected but slightly. A spokesman 
for one manufacturer said his 
company is going ahead with plans 
for introduction of a new model 
on the basis of dates originally 
scheduled. 

* ¢ *# 
ets Motors says it is still 
too early to tell how the tieup 
will ultimately affect its plans. 

Packard has pushed back its 
target date for the introduction of 
new models, only “partially be- 


Armacost to Talk 
At Minn. Parley; 
Rinkel Chairman 


MINNEAPOLIS.—President A. C. 
Furos has appointed R. C. Rinkel, 
St. Paul Chevrolet dealer, as gen- 
eral chairman of 
the Minnesota Au- 
tomobile Dealers 
Assn. convention 
Sept. 21-22. 

At the first 
meeting of the 
convention com- 
mittee, Rinkel an- 
nounced that 
NADA President 
Robert S. Arma- 
’ , . cost, of Kansas 

BR. O. Rinkel City, will address 
the convention, to be held in St. 
Paul. 

Serving on the committee under 
Rinkel are W. R. Stephens jr. 
(Buick), of Minneapolis; Clare 
Fischer (Chrysler- Plymouth), of 
Rochester; Jay Kline (Chevrolet), 
of South St. Paul; Len Forstrom 
(Oldsmobile), of Fairmont; Furos 
(Ford), of Zumbrota; Andy Darling 
(Oldsmobile), of St. Paul; Mal Nich- 
ols (Dodge-Plymouth), of Minne- 
apolis, and George Brandt (Chrys- 
ler-Plymouth), of Duluth. 

Furos also has announced the 
1953 nominating committee: 

Victor Giere, chairman (Dodge- 
Plymouth), of Willmar; E. W. Boy- 
er (Ford), of Minneapolis; Dan 
Scott (Dodge-Plymouth), of Owa- 
tonna; Howard Smith (Studebak- 
er), of Bemidji, and Bert Baston 
(Chevrolet), of St. Cloud. 








|cause” of the tool and die tieup, 
the company said. 
The shops involved are affili- 


& Die Mfg. Assn. When contracts 
| with UAW-CIO Locals 155 and 
157 expired June 1, the unions 
staged a series of hit-and-run 
| walkouts, Returning to the job, 
the workers were accused of 
using slowdown tactics, and the 

shops closed their doors until a 

settlement could be reached. The 

unions have tagged the action a 
lockout; the shops refer to the 
stoppage as a strike. 

Fifty-five shops, about three- 
quarters of them independents, 
have signed interim contracts with 
the two locals, pending final settle- 
ment between the UAW and the 
association. Shops signing new 
pacts raised hourly wages 15 cents 
and agreed to fringe benefits esti- 
mated to cost 10 cents an hour. 
That is the shape of economic de- 
mands made on the closed shops. 
The association has offered a 15- 
cent package, which the locals have 
rejected. 





* * * 


PEAKING for 16 million Amer- 

ican workers, heads of the AFL 
and CIO last week called on Pres- 
ident Eisenhower to go to the im- 
mediate aid of workers behind the 
Iron Curtain in their revolt against 
Red domination. 

In a joint cable from Stock- 
holm, Sweden, CIO President 
Walter P. Reuther and AFL 
President George Meany also 
urged the U. S. Government to 
press for the reestablishment of 
free trade unions and _ political 
parties in East Germany and for 
the immediate liberation of Ger- 
man workers imprisoned by the 
Soviets for their resistance. 

The labor leaders asked Eisen- 
hower to submit a formal complaint 
to the United Nations, charging 
Soviet violations of human rights 
and freedom of association. 

Meany and Reuther were attend- 
ing the world congress of the In- 
ternational Confederation of Free 
Trade Unions. 

* x * 


THE home front, Gov. John 

Lodge vetoed a revised version 

of a Connecticut bill designed to 

speed court decisions on appeals in 

cases involving injunctions in labor 
disputes. 

Lodge had earlier vetoed a sim- 
ilar bill because it would have 
required the court to complete 
action on such cases within one 
week. The second version of the 
bill, which had been revised by 
the Legislature in a move to over- 
come the governor’s objection, 
was vetoed because it also im- 
posed definite time limits, al- 
though longer. 

In Kalamazoo, Ingersoll products 
division of Borg-Warner Corp. and 
UAW Local 447 reached agreement 
on wage adjustments following the 
pattern set by major manufacturers. 

The contract includes adjust- 
ments in the cost-of-living escala- 
tor wage plan, more liberal pen- 
sions, a 10-cent hourly increase for 
skilled workers and an increase in 
the annual improvement factor. 











Connie Mack Crosses Home Plate— 


The grand old man of baseball, Connie Mack, wheeled across the plate in the 
Williamsport (Pa.) ball park in this 1903 Ford when his Philadelphia Athletics recently 
played an exhibition game with the Williamsport club. The car, driven by its owner, 
Frank Rower, was made available through Fred Beasley Co. (Ford), Williamsport. To 
Mack's left is Thomas H. Richardson, local Buick dealer, who is president of the 
Eastern League and a director of the Athletics; Mayor Clifford Harmon, and Peter 
McGovern, president of Little League Baseball, Inc. 


ated with the Automotive Tool | 
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The contract was made retroactive 


| to June 1. 
+ + * 


EMBERS of the Tacoma Auto 
Dealers Assn. ended six weeks 
lof negotiations with the AFL 
| Teamsters by granting an 8'%-cent 
| hourly hike and a health and wel- 
|fare plan to Garage Employes Lo- 
| cal 461. Total hourly cost of the 
| package improvement is estimated 
at 14 cents. The contract had ex- 
pired June 1. 

Two AFL unions chalked up a 
loss as well as a victory in a pair 
of representative elections in Buf- 
falo, according to the National 
Labor Relations Board. 

Service employes of Montana Mo- 
tors, Inc., voted 12 to 4 against rep- 
resentation by the AFL Machinists 
and the AFL Truck Drivers. The 
vote was on a representation by 
both locals rather than a choice 
between the two. 

In the other election, at South 
Park Lincoln-Mercury Sales, Inc., 
the same two unions were approved 
as bargaining agents by a vote of 
15 to 2. 


+ * * 

HREE elections at Jamestown, 

N. D., resulted in two victories 
and a draw for the AFL Teamsters. 
Garage and service employes at 
Sunbeam Motors voted 4 to 1 for 
the Teamsters. Workers at Central 
Motors approved the AFL union, 
6 to 3. At Midwest Motors, however, 
the vote was deadlocked at 16-16. 

At Chrysler’s Amplex division, 
Trenton, Mich., production and 
maintenance employes voted 56 to 
7 for the UAW. Mechanics and 
drivers for Mack Motor Truck 
Corp., Charlotte, N. C., approved 
the UAW, 14 to 12, as their agent. 
At the Rochester products division 
of General Motors, Rochester, N. Y., 
production and maintenance em- 
ployes voted for the UAW 2,222 
to 1,131. 


Chevrolet Adds Shift 


At Janesville Plant 


DETROIT.—Chevrolet has added 
a second shift at its Janesville 
(Wis.) assembly plant, putting five 
of 11 assembly plants on two-shift 
schedules, according to T. H. Keat- 
ing, general manager. 

The expansion comes on the heels 
of Chevrolet’s alltime first-half 
record production of 1,071,030 cars 
and trucks. 

Chevrolet has been making up- 
ward adjustments in its manufac- 
turing plant schedules in prepara- 
tion for each of the increases at 
assembly plants, which have been 
made, in order, at St. Louis; Nor- 
wood, O.; Baltimore, and Tarry- 
town, N. Y. 


GM Dual Plant 
Turns Out First 
Jet Warplane 


KANSAS CITY, Kans.—The first 
jet fighter-bomber manufactured at 
the Buick - Oldsmobile - Pontiac as- 
sembly plant here made its initial 
flight last week. 

The plane, a Republic-designed 
F-84F Thunderstreak, winged into 
the air from Fairfax Field and 
made its first landing at Olathe 
(Kans.) Naval Air Station. A series 
of landing and takeoff tests are 
scheduled at Olathe. 

Commenting in Detroit on the 
completion of the first plane here, 
Harlow H. Curtice, president of 
General Motors, expressed satis- 
faction with the operation of the 
dual-purpose plant, and said he was 
“quite sure we will make quite a 
few Thunderstreaks before the end 
of this year.” The schedule for 
1954 is substantially greater and 
will be accelerated month by 
month, he said. 

Upon completion of tests here, 
the Thunderstreak will be turned 
over to the Air Force for further 
testing, E. D. Rollert, plant man- 
ager, said. He added that no date 
has been set yet. 

The plane is powered by a 
Wright J-65 Sapphire jet engine, 
produced by Buick and Wright 
Aeronautical Corp. Fisher Body 
produces the fore and aft portions 
of the Thunderstreak’s fuselage at 
its aircraft plant in Grand Rapids, 


| Mich. 


| 


Fun For Michigan Dealers— 






Plymouth's famed Kiltie Band provided fun, color and music at the annual con- 
vention of the Michigan Automobile Dealers Assn. at Mackinac Island. In the right 


foreground (from 


left) are Floyd Brown (Dodge-Plymouth), Petoskey; A. C. Baker 


(Dodge-Plymouth), Battle Creek; William Ramsay, band leader, and Al Edwards (De- 


Soto-Plymouth), East Lansing. 





By Sam Sampson 
Staff Writer 
DETROIT. — In whatever order 
the public lines up its preferences 
in buying new cars, the same order 
does not necessarily hold true in 
used-car purchases, according to a 
report issued last week by the De- 





troit Automobile Dealers Assn. 

The report breaks down by 
makes a total of 15,534 used cars 
sold in Wayne County during 
May, and tabulates the percent- 
age of total used-car sales that 
each make scored for the month. 
Paul Graves, executive vice- 
president of DADA, made no at- 
tempt to explain the figures, but 
offered the report to dealers for 
“what it is worth.” He said that 
in some instances it might cause 
dealers to change their thinking on 
the makeup of used-car stocks but 
stated, at the same time, that the 
figures may vary widely from 
month to month. 

In the used-car field, Ford was 


Edueators Attend 
2-Week Parley 
On GM Operations 


| DETROIT.— Twenty-eight pro- 
| fessors and administrators in engi- 
| neering from universities through- 
;}out the country are attending a 
| General Motors Engineering Edu- 
|eators Conference, which will run 
|through July 21. 

| The educators were invited to 
| the two-week conference by Vice- 
| Presidents C. A. Chayne, engineer- 
jing, and J. J. Cronin, manufactur- 
ing. 

The purpose of the conference, 
Chayne and Cronin said, is to 
acquaint the educators with the 
| product and production engineer- 
ing programs and manufacturing 
operations and practices as fol- 
lowed by GM and its manufactur- 
ing divisions. 

The conference is a major phase 
of GM’s educational relations pro- 
gram, headed by Kenneth A. 
Meade, to develop closer working 
relationship between educators and 
GM. It is aimed at making possible 
the dissemination of engineering 
and manufacturing knowledge to 
the educators for use in their class- 
rooms. Tours of GM facilities are 
on the agenda. 








Wright Appointed 
Aide to Quinn 


U.C. Popularity Poll 


Buyers Don’t Always Follow New-Car Pattern, 
Detroit Dealer Survey Finds 





SAN FRANCISCO.—Appointment | 


of W. T. Wright as special assist- 
ant to the president for the Pacific 
coast territory has been announced 
by E. C. Quinn, president of the 
Chrysler division. 

Wright, regional manager at San 
Francisco for the last nine years, 
has been in the automobile business 
since 1909. He joined the Chrysler 
division in 1926 as a special repre- 
sentative in the Washington, New 
York and Philadelphia territories. 

Before assuming the San Fran- 
cisco post, Wright had been as- 
signed to the staff of A. vanderZee, 
sales vice-president, Chrysler Corp. 


far in the lead for the month with 
3,308 cars, or 21.29 percent of May 
sales. Ford new-car sales for the 
same month were 4,019, second to 
Chevrolet’s 4,622. 

But Chevrolet was in second 
place in used cars, with 2,243 cars, 
or 14.44 percent of the total market. 

With 10.52 percent of the used- 
car market, Plymouth was third 
with May sales at 1,618 cars. 

Plymouth new-car sales were 

listed at 1,634, 

Other used-car totals, with com- 
parable new-car figures in pa- 
rentheses, were shown as follows: 
Buick, 1,191 (1,212); Pontiac, 1,150 
(1,322); Oldsmobile, 902 (1,039); 
Dodge, 858 (1,082); Mercury, 776 
(790); Nash, 572 (452); Hudson, 527 
(263) ; Studebaker, 476 (362); Chrys- 
ler, 432 (523); DeSoto, 321 (411); 
Kaiser, 298 (125); Packard, 231 
(302); Cadillac, 229 (499); Lincoln, 
158 (248); Henry J, 50 (20), and 
Willys, 48 (29). 

The report also showed the per- 
centage of the used-car market 
each make scored, and compared 
them with similar percentages of 
the new-car market. DADA re- 
= its findings in the following 
table: 
































New Cars Used Cars 
Percent of Percent of 
Total Total 
Chrysler 2.76 2.78 
DeSoto ......... 2.17 2.07 
Dodge ........... 5.70 5.52 
Plymouth 8.53 10.52 
Total Chrysler 19.16 20.89 
Ford 21.18 21.29 
Lincoln 1.31 1.02 
Mercury 4.16 5.00 
Total Ford ........ 26.65 27.31 
| aI 6.39 7.67 
SN  siicscisescace . 263 1.47 
Chevrolet. .............. 24.36 14.44 
Oldsmobile ............ 5.48 5.81 
SN aco esscsconsousa 6.97 7.40 
Total G, M. ........ 45.83 36.79 
Total “Big 3” .... 91.64 84.99 
MT Oe inccsesnscccise | oD 32 
Hudson ........... 1.39 3.39 
RE eiccccsccvccscsccces SA 1,92 
ca sicsaesdocs xine, os . 238 3.68 
Packard .............. 1.59 1.49 
Studebaker 1.91 3.06 
No rossicnessccssine 15 , 31 
Miscellaneous .... .18 84 
Total 
Independents 8.36 15.01 
Total 
New Cars ......100.00 100.00 





Employment Matches 


Record June Total 


WASHINGTON. — Employment 
swung sharply upward in June 
as students streamed into the 
labor force at the close of the 
school term, the Bureau of the 
Census reported last week. 

Estimated at 63,172,000 in the 
week ending June 13, total ci- 
vilian employment was about 1% 
million higher than in May and 
about the same as last year’s 
record June total, it was said. The 
employed total includes the self- 
employed and unpaid workers in 
family - operated enterprises, as 
well as wage and salary workers. 
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Studebaker, Nash Study Program... 


Pontiac Due to Adopt 
Dealer Council Plan 


(Continued from Page 1) 


was working hard in that di- 


rection. 


At Nash last week, a company | 


spokesman said that Nash has for 
years studied, and is still studying, 
the advisability of developing a 
factory-dealer council as proposed 


by NADA. 


* * * 


Bi yee does not have a factory- | 


dealer council,” the spokesman 
said, “because it has developed a 
three-part policy, proven in execu- 
tion over the years to be most 
effective in pursuing the ideal of 
‘the greater the cooperation be- 


tween manufacturer and dealer, the | 
greater the success of all con-| 


| sales manager, for the past several | 





Ford to Step Up 
Car, Truck Output 
In Second Half 


DEARBORN. — Ford car sales 
during the first six months of 1953 
were one-third greater than during 
the first half of 1952 and truck 
sales were one-quarter greater des- 
pite strikes and a closedown for 
truck model changes, L. W. Smead, 
Ford division sales manager, an- 
nounced last week. 

“We expect 1953 will come close 
to equaling the 1950 sales record,” 
Smead said. 

For the last six months of the 
year, the division plans to maintain 
capacity production of both cars 
and trucks, with its 16 assembly 
plants across the country running 
overtime and Saturdays when 
necessary, Smead said. This means 
that Ford’s planned production for 
the second half will exceed its first- 
half production by a sizeable figure, 
he said. 

Ford dealers’ current stocks are 
“low,” Smead reported. 


Winners 


(Continued from Page 3) 
1952); Harold J. Moye (Chevro- 
let), Newton, Mass. (April, 1952); 
James A. Mason (Dodge-Plym- 
outh), Ferndale, Mich. May, 1952), 
and J. A. Cochran (Chevrolet), 
Chester, S. C. (July, 1952). 

Vance C. Hall, (Studebaker), Ak- 
ron (August, 1952); Rush Stallings 
(Studebaker), Montgomery, Ala. 
(September, 1952); Joe Scudiere 
(Studebaker), Detroit (October, 
1952); Paul J. Schneider (Oldsmo- 
bile), Burlington, N. J. (November, 
1952); Carl R, Halladay (Olds- 
Cadillac), Cheyenne, Wyo. (Decem- 
ber, 1952); Emil R. Karl (Chevro- 
let), Darien, Conn. (January, 1953), 
and S. J. Rogers (Chevrolet), Mon- 
roe, La. (February, 1953). 

A. Edward Lalli (Chevrolet), 
Brockton, Mass. (April, 1953); Cony 
J. Malcolm (Ford), Augusta, Me. 
(May, 1953); Lyman W. Slack 
(Mercury), Portland, Ore. (June, 


1953), and Rhea Fayssoux (Lincoln- 
Mercury), 
1953). 


Tuscaloosa, Ala. (July, 


* % 





@ 


| cerned,’ as expressed by NADA as 


being the essence of the factory- 
dealer council idea.” 

He said that Nash enjoys a 
non-paralleled reputation in the 
industry for an open-door policy 
by which all dealers can, and do, 
have two-way communication 
with all key Nash factory 
personnel. 
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“It is the opinion of Nash sales | 


added, “that this well-tested policy War 


has been beneficial to dealers.” 


Laying the groundwork for a/| 
factory-dealer council reportedly | 
has been a top priority activity for | 
H. E. Crawford, Pontiac general | 


months. 
a 


+ . 
— plans for the Pon- 
tiac group are still in the final- | 
izing stages, dealers representatives | 
presumably will be elected by the 
Pontiac dealer body. 

In essence, it is believed, Pon- 
tiac’s council will be launched on 
the basis of experience gained in 
dealer relations by Pontiac and 
Chevrolet. Crawford, it will be re- 
called, spent 22 years at Chevrolet 
before moving over to head up 
Pontiac sales. 

Pontiac has had a dealer round- 
table conference program for 10! 


years. 
7 x * | 


ADA’S Industry Relations Com- | 

mittee has long been trying to 
bring Pontiac, Nash and Stude- 
baker into the fold of those makers 
who have already sanctioned 
factory-dealer councils. 

The same NADA committee is 
on record that such efforts will 
be intensified, despite a new 
NADA program which calls for 
formation of national “make” ad- 
visory committees within the 
framework of NADA, 

NADA’S national “make” com- 
mittee program has been designed 
for the purpose of getting advisory 
help to the association’s Industry 
Relations Committee on problems 
peculiar to specific lines of dealers. 

NADA is also continuing to urge 
factories to establish dealer re- 
lations departments under the di- 
rection of policy-making’ ex- 
ecutives, but is not meeting with 
— measure of success along this 
ine. 

Factories are united in taking 
the position that their sales de- 
partments are their dealer re- 
lations departments, and that 
there is no need to change such 
arrangement. 

However, NADA may taste some 
success before this year is out in 
its campaign for more liberal sell- 
ing agreements. At least one manu- 
facturer is expected to break auto 
industry tradition and offer a 
franchise for 1954 that will not 
contain any clause permitting can- 
cellation without cause. The same 
manufacturer may follow Pack- 
ard’s lead and offer a contract 
which does not have to be renewed 
each year. 








Interracial Work Brings Fayssoux 





Automotive News Award 


For his interest in bringing driver training courses to the Negro youth of his com- 
munity, Automotive News has selected Rhea Fayssoux, general manager of Tuscaloosa 
(Ala.) Lincoln-Mercury Co., as ‘‘safety-minded dealer of the month.” 

Shown above is Fayssoux (left) presenting a Mercury to Dr. J. H. Hadley, super- 
intendent of the city's schools. Fayssoux has supplemented this gift with a series of 
movies on driving habits as well as a series of educational materials. Fayssoux is at; of way, 


Present chairman of the safety and public relations committee of the Automobile 


Dealers Assn. of Alabama. 


and management,” the spokesman | 


| 





| Chevrolet's Dealer Planners Convene— 


Chevrolet dealers making up the company's national dealer planning committee meet around the conference table in the 
second session of 1953. Outside the table (from left) are Theodore Drape, Waverly, la.; E. D. O'Connor, Mitchell, Neb.; J. 
Earl Speed, Prentiss, Miss.; Lee Kendall, Redondo Beach, Calif.; C. C. Barington, Minneapolis, Minn.; Oscar D. Hajek, Longmont, 
Colo.; C. W. Waddoups, Phoenix, Ariz., and Stanley Nelson, Seattle. Inside the table: S. A. Faulk, Titusville, Fla.; H. D. 





535-Mile Toll Highway To Be Ready in 54... 


N. Y. Dream Road Takes Shape 


ALBANY, N. Y. — Parts of the 
highway of tomorrow are already 
being used, although completion of 
the New York Thruway is not 
scheduled until some time next 
year. 

Designed for 70-mile-per-hour 
speeds, 1,000-foot forward vision 
at all points and uninterrupted 
traffic flow for its entire record- 
breaking length, it will be the 
most modern highway in ex- 
istence. 

When completed, the Thruway 


* 


way will go an estimated 4,000,000 
cubic yards of stone, 2,000,000 
cubic yards of sand, 92,000 tons 
of steel, and 7,300,000 barrels of 
cement, Some 525 overpasses and 
other structures will require an 
additional 1,600,000 barrels of 
cement and 178,000 tons of 
structural steel. The Thruway 
will require excavation of at least 
80,000,000 cubic yards of dirt and 
rock, or about 10 million truck- 
loads. 

More than 22,000 persons are en- 


* * * 





Over the Hill and Through the Woods— 





Skimming the heartland of New York from Manhattan to Buffalo will be the multi- 
million-dollar Thruway. Designed for safe travel at 70 miles per hour, the 535-mile 
toll road will be completed in 1954. This Catskill-Saugerties section is already open 


to traffic. 


* * * 


will be more than 1% times as 
long as the Pennsylvania Turnpike. 
A motorist will be able to travel on 
it across the entire width of the 
state and half its length as well. 
And he will do so without en- 
countering a single stop light or 
grade intersection. 

The main Thruway extends from 
New York City to Buffalo. How- 
ever, when the entire system is 
completed, Thruway travelers will 
also be able to drive from Buffalo 
to Niagara Falls, from Albany to 
the Massachusettes border, or along 
the shore of Lake Erie from 
Buffalo to the Pennsylvania line. 
The total distance covered by the 
Thruway will exceed the mileage 
from Chicago to Kansas City. 

The Thruway is designed 
particularly for safety. Opposing | 
traffic streams are separated by a | 
grass mall, Maximum grades will 
be three feet in every 100 feet. 
Of more than 500 major | 

structures on the highway, a high 
proportion will be overpasses, | 
carrying existing highways safely 


| overhead. 


The pavement is nine-inch| 
concrete on a 12-inch granular base, | 
finished to provide a tire-gripping, | 
nonskid surface in all types of | 
weather, Its light-reflecting white | 
surface makes the road easy to see | 
at night and in bad weather. Land- 
scaping is designed to break the | 
monotony of high-speed driving. | 
Some plantings will be placed along | 
curves to warn the _ motorist. | 
Others will be placed in the center | 
of malls to shield against head- 
light glare. 

A tremendous amount of 
nancial, engineering and con- 
struction effort is necessary to 
bring this all about. For example; | 
The New York Thruway Authority | 
has been empowered to sell $500 | 
million in bonds and other securi- 
ties to finance acquisition of rights 
construction and oper- 
ational costs. 

Into the building of the high- 





a-| 





* * * 


gaged in the design, supervision, 
inspection and construction of the 
Thruway. This includes an engi- 
neering force of 2,400 employed by 
35 different consulting engineering 
firms and by the New York State 
Department of Public Works and 
the New York Thruway, as well as 
a construction force of 10,000 
skilled craftsmen and equipment 
operators and 8,000 laborers. 

In addition, the Authority has 
estimated that the production of 
materials, supplies and equipment 
needed to build the road will re- 
quire the employment of 20,000 
other industrial workers. 

About 80 percent of the 535- 
mile expressway will consist of 
four lanes, with the remainder 


field, Mount Airy, Md.; E. R. Chamberlin, Oyster Bay, N. Y.; R. E. Thayer, Bowling Green, O.; J. H. Faulk jr., Cairo, Ga.; 
Zeno J. Pfau, New Castle, Pa.; S. E. Gemmer, Portland, Me., and H. K. Folk, Akron. 


six lanes in width. Wherever the 
Thruway is of four-lane con- 

struction, there is adequate right- 
of-way for two additional traffic 
strips as traffic volume demands 
them, 

In addition to speeding the 
shipment of manufactured goods 
and produce at lower cost, other 
major results anticipated of the 
new expressway include: Ex- 
pansion and establishment of new 
industries and businesses along the 
route; reduction of street-clogging 
traffic in cities; stimulation of the 
state’s vacation and tourist trade, 
and a prolongation of the useful 
1ife of routes now overcrowded. 


Slicing the state’s industrial 
center, the Thruway is expected to 
reduce materially the volume of 
through traftic on parallel existing 
routes, thus making it possible for 
them to serve local traffic more 
efficiently. 

The Thruway will be self- 
liquidating. A tariff of one cent 
a mile for passenger cars and 
light trucks and an average 
charge of 3.3 cents a mile for 
heavier trucks has been recom- 
mended by the Authority’s con- 
sultants. The Authority also in- 
tends to make available to resi- 
dents of the state an annual 

permit costing $10 which will 
allow unlimited use. 


This method of financing will im- 
pose no additional burden on New 
York taxpayers, Income from road- 
use taxes and vehicle taxes will 
continue to be spent for the con- 
struction and maintenance of “free” 
roads. All money advanced by the 
state for construction of the Thru- 
way will be repaid by the Thruway 
Authority. 


The road utilizes “air-entrained” 
concrete, a relatively new develop- 
ment which enables pavement to 
withstand severe frost action and 
cycles of freezing. It also stands up 
under repeated applications of 
chemicals used to melt ice. 


DAILY 
DIVIDENDS! 


With regular American Airfreight 
shipments, you reduce overtime 
by gaining production time. Thus 
you earn a worthwhile daily 
“dividend.” 


For further information, wire us collect: 
American Airlines, Cargo Sales Division 
100 Park Ave., New York 17, N.Y. 








—— 
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32 States Previously ‘53 9401! 7234| 18846) 30919; 66400! 53274) 2845) 12853) 68972) 26248| 6010; 76537, 18826 22935) 150556 584 1483 2067 22, «385; «159; 44995 9321 4816 10858 2995, 194 81; 32255) 
Reported for May 52 668! 5266 16282 24778! 53007! 39956! 1589! 10056’ 51401! 18370! 5003’ 48459 12768 15108! 99708 2683 2300 4983 57! 235! 225 508) 9011 4151 8595' 2257 273) 630' 239814 
Alabama os 53, «1:22 87. 271+ «4684 «+1164 ~=—«1066 56 20257~S«*‘379s'—=i‘«é‘*C 92. «+1729 ~=—«309—Ss«38S 3052 10 28 38 i 4 2 50. ~«+123 66225 51 2 +6157 
52 100 55. 297. «602, —_—=*1054 99 382141243359 56-1338 261 352 2366 7 24 95 8 2 82-122 73, 193 6! 2.530 
Arkansas = 53 67. 41—i(“‘zT®COC*«CKDG 710 575 17 133 725. «237 51 899 150 249 1585 5 5 2 1 18 65 1% 102 °& 20 325¢ 
52 49 55 196-336 636 473 10 99 582 «148 36 598, 101 145 1028 33 2! 54 2 37 70 26 86 26 2 255° 
California 53, 799 +756 1608 3467 6630 5721 380 1688 # 7789 2753 975 7565 2538 2838 16669 41 288 329 180 68 435 856 454 +1722 ~°& 281 4 546 35963 
'52| 1233. 1077, 2552, 4495, 9357/5508; 359, 2299, 8166 2521; 999, 75622159 261915860 250393643 354. 235° ~=—« 1019-1807, 44.2114 386 12,523, 4112 
Georgia 3, 284 «+166 1776 41644 «242870 2619 ~# JT 539. 3269 1076 194 4263 677 1045 7255 31 43 74 2 3 99 ~«186)~—SC«d'3T | is«GB 93 I 16 14462 
‘52 189 «106. 531/856. 1682, ——s*1:961 64 438 2463 = 76! 154 2535' 527 746 4723122 66 «188 5 2 95 170 128, 353 90 9 32,9940 
ldano += —CStC—CSS—STSCTUTC |~S:=<“CDQ,|) (CSO 91 172 366 322 22 132 476 185 42 469 ~~=«159 ~—=«S1+40 995 2 9 i 3 4 47 69 34 15 ~—o23 1 3. +2147 
52 42 31 104-173 350 278 i 114 403.169 35, 361 77 93 735 iD 33 44 2 ] 76 73 32, «100 39 1B5¢ 
Indiana 3. 444 #4435 + «#4914 «41836 3629 2648 +137 «4627 ©3412 4144) 222 4252 «#977 ~=«(1288 8180 47 1S § 156 8 1 307-681 + 355 +1148 #148 3 20 18048 
52. 395 = 356. = 896.1602, 3249-2697 8 516 3299 1043 251 3254. +729 «956 6233. 152154 306 4 4 284 558 230 953 148 18 it 15298 
lowa "53. 276 +4170 533 1079 2058 1676 83, 401 2160 700 4136 2547 «+553 679 4615 9 33 42 1 93 «277 77 ~«374 65 4 9766 
52) 201! «143! 467, 838) 1649) 1462 33, 278 ~=61773,—S SI 120 18241 334 45) 3240 49 52.10! 2 93. 276 = 101. — 285 36 1 3, 756) 
Kentucky 53. 175 ~=6114Ssi399,Ss«49s«*:337”—~SC—«*C1'1397 29, «-208~S—«‘376~S«SS03 84 #41849 «#418 + 482 3336 21 21 42 4 88 C«74 72. +274 41 i 2 6747 
‘52124 62, 350, 547 ‘1083 918 14-204, «1136; 350 65 1185) 261) 3 2172 45 30 75 4 1 78 209 66214 49 3 3, 5093 
Louisiana 3 126 t2), 311 732 1290 41310 53. 223 1586 456 4113 1889 328 510 32% 18 23 4i 6 4 47 8 94~«O289 29 1 3 ~«<6784 
52.137, (106 ~—-295| _~—77,__—s*d2'I5 947 24 189 1160 320 67; 1329; 226 ~—-378 2320 66 56122 1 3 48 148 104 258 47 10 9 5445 
Massachusetts 53. 574, 492 1029 1785 38860 2552 156 585 3293 1278 219 3594 «+1129 «1212 7432 49 54 ~=«1:03 2 71 15 241 703 + #212  # «4642 ~°&# 140 5 124 16863 
‘52, 332, «383; +1052, 1647, 3414, «1798 83, 498 2377, 846 214 2129; 856 828 4873, 222) 110 332 18 39, 225, ——571 176 472 (107 25 51, 12680 
Mississippi 53 84 59 I7l 494 808 ~=—«s«67 21 139 837 +324 44. +1074 +200 #235 1877 4 5 i 3 36 4 «=«25| ~=««123,St*ié«‘a22 2 +3792 
'52 65 43) 202 434 744 67! 20 143 834 284 48 860' 148 226 1566 43 20 63 6 2 | 31 101 45 «168 34 4 || 3600 
Missouri "53. 316 290 643 1617 2866 2576 75 564 3215 1180 185 3254 745 954 6319 43 63 ~—«:106 I I 13. 582. +180 432 75 11 13901 
52; 228 182, 504) 1048, 1962) 1733 44, 385) 2162, 606, 131, 2156) 375, 482 3750 82 59,141 4 9442) 159, 256 48 7 6| 9010 
Montana 53 43. ~«#=19, +~#274~#«2T50 286 3% 10 7 505 («i136 37 450 132 105 860 2 i 13 2 2 41 31 24 81 19 1864 
‘52 46 28 94, 154 322 292 10 76 378, 137 28 354; 105 82 706 8 \6 24 48 45 18 8 I 32 2 \ 1657 
Pennsylvania 53,1108, 960 2254, 4277 8599 5800 250 1185 7236 3031 565 8790 2018 2367 + 1677/ 97 «268 )~—S365 25 "I 585 1037 #724 +1100 332 52 36837 
‘52, 878 786; 2012, 4060; 7736, 4979| 159, 1178 6316, 2306 500, 6255, 1584 1673, 12318 373. 374 ~~—(747 23 17, 596 1067, 561, (1079, 314 20 37| 3083) 
Rhode Island "53 Bi C63,S«193,—'—ié«i2T7 610 440 17 % 553. «196 48 558 186 1/78 1166 a 15 23 13 3 60 145 £453 #4104 23 2769 
‘52 65 50} 180, 224 519 325 13 112 450-134 46 44) 159116 895 36 2! 57 5 5 38 % 28 77 23 3 10,2206 
Tennessee 53, 138, 148 458 888 (632° 1392 47. +250 +1689 575  4J13 2011 366 514 3579 12 19 31 I 3 61 «144 81 253 54 8 7536 
‘52 87 80 324, 612) 1103 973 20 153, 1146, 368 80 1258 213; 321 2240 63 tL 80 14 6 | 67s III 53.184 33 > 6 5050 
Texas = 680 415° 1500 3117, 5712, 5929, 287 1337, 7553 2694 595 8034 1979 2197 15499 26 102 27 17 5 225. +536 #311 + 41013. 110 5 23.—«31138 
582' 341, 1324 2154, 4401| 4710, 231, 1288 6229, 1807 469 5136 1179 1349 9940 126 130 248 90 2! 5 278, 622, 304 = 865,146 29 28 23206 
49 States Reportea 3 14771 11620 30249, 54207, 110847, 90112, 4596, 21317 116025 43549, 9726 129764 31690, 36314 253043, 1000 2559 3559 57. 730 275 7541 15076 7725 19318 4521 215 1643 540575 
To Date for May 11434, 9150 27662\ 45237, 93483! 70670, 2808) 18240, 91718 31040 8302 87033 22062 26236 174673 4435 3868 8303 178 688 540 8270 15478 6899, 16333 3876 424 1354 422217 
ear 33 66248, 50878 128732|\244132, 489990, 403000) 16553, 101700 521253 189218, 46137 532692 133239 161021 105230/. 5927 12781 18/08 321 3246 1658 31208 72509 36829 66972 23413 969 8626 2338000 
To Date 52) 49616 38636 99672| 188367 376291! 286835; 9669, 72977| 369481 130995, 33716, 361084 92120107175 725090 1345! 15846 29297, 5672401, 2110 32069 55487 27756 7413! 13310 2358 5872 1716220 
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Truck registrations by states are re- ‘oe s * 6 a 3s 2 2 Truck registrations by states are re- 
leased here weekly, as compiled by s ° 3 z = = = 2 c 2 leased here weekly, as compiled by 
R. L. Polk representatives in state v z ° c ° a 4 a = R. L. Polk representatives in state 
capitals. + _ 2 E 2 z 2 z $ > capitals. 
</|a]}o a = 2 e a o| = 
32 States Previously ‘53 112) = 137) 16154 1} 243; 149| 4265 42| 12761) 13; 4338; 5522; 17; 381 I 25, 215; 1220; 643; 1066 34; 47339 '53 32 States Previously 
Reported for May ‘52 66} 104) 12497 16} 194; = 129) 4nd} 42; 8603) 23; 3427; 4552; 25| 355) 5 17} 121} 1179) 493 918 106} 36983 ‘52 Reported for May 
abama ‘53 ) 654 ! 2] Ve 426 198 % ! 10 | 37 26 14 1593 ‘53 Alabame 
'52| | 738 | | 202 354 190 130) 7 | | 56 24 IS 1721 | '52 
Arkansas ‘53! 2 332 50 249 120 74 | | 29 6 9 873 ‘53 Arkansas 
‘52 91 14 56 34 27 | 8 3 21 255 ‘52 
California 53) iW 200! 29 9 5Sim9 2. (1307 2. «4593 472 i 18 3 29°—«1:30 49 138 10 5333 53 Calitornia 
El sl 9 1816 | 36 32 779) 1059) 7 591 534 28 30 15 | 14 226 52 185 20 5435 ‘52 
Georgia ””~=CSsti‘STTT.. ~~ 8 2 1476 I a 4 305 1121 320. —«2% 18 I 7 148 20 26 3749 ‘53 Georg.a 
‘52| 1015 8 5 326 663 246 237 16 3 147 18 40 | 2725 ‘52 
Indiana *53) 3 943 it 4 231 4 698 200 368 34 ! 127 105 74 23 3. (2714 ‘53 Indiana 
'52| 785 \ 16 7\ 292 564 228 350 25 | 9 136 40 32 2; 2488 ‘52 
lowa *53) I 636 ! 7 a 134 621 % 237 2 2 6 35 13 19 | 1815 ‘53 lowa 
‘52| 525 2 2 125 388 108 205 2 o 50 7 15 2 1439 '52 
Kentucky ‘53 642 2 2 19 I 538 154 154 2 3 ©6456 13 13 1699 ‘53 Kentucky 
‘52| | 467 4 2 142 | 324 2 124 132 a “ 7 38 12 28 | 1292 ‘52 
Louisiana 53) ! 684 2 2 116 494 150 142 ! I I 44 6 18 1662 °53 - Louisiana 
'52| | 533 a 144 387 165 102 2 ! 3 83 6 30 1461 | '52 
Massachusetts ‘53 12 7 393 10 8 122 | 308 86 130 18 5 13 46 34 36 3 1232 ‘53 Massachusetts 
re ‘52 8 6 407 8 26 166 1; 290 | 90 120 a 3 5 45 36 24 6 1277 |'52 
Mississippi ‘53 489 | 93 317 141 121 5 30 a 8 1208 '53 Mississipp 
'52| 513 130 311 I 153 100, 13 68 3 15 1307 |'52 
Missour: "53 3 1215 5 34 181 704 276 310 4 4 8I 55 34 2906 ‘53 Missour 
‘52 733 | 2 2 9 165 483 234 204 3 18 56 32 26 3 1971 ‘52 
Montana ‘53 206 I, 23 144 45 78 I 3 ! 20 3 23 | 549 53 Montana 
52 213 4 | 58 162 2 67 88 4 4 32 4 59 698 ‘52 
New Mexico ‘53 355 8 35 4 258 63 73 2 6 | s 26 6 20 861 ‘53 New Mexico 
‘52 | 145 \ 46 167 3 65 49 | 3 39 2 3 | 525 | ‘52 
Pennsylvania ‘53 16 47, 1353 | 20) 20, 460 4 972 298 503 31 2 20 90 95 68 6 ‘53 Pennsylvania 
a ‘52 22 39° «1271 I 15 31 510 4 810 300 526 58 | 26 107 110 64 = 3899 | '52 
Rhode Island ‘53 5 85 2 3 32 64 15 67 | 2 13 3 2 294 ‘53 Rhode Island 
‘52 a 65 3 33 70 15 34 2 2 12 + | 3 248 |'52 
Tennessee ‘53 638 2 2 129, 470 171 122 6 I | 34 17 19 1612 ‘53 Tennessee 
52 573 2 133 310 135 123 3 60 5 1 6 1361 |'52 
Texas *53) 15 2981 | 15 5 397 1956 | 523 624 2 31 3 9 176 124 58 6921 °53 Texas 
‘52 4 2455 5 16 9 603 2; 1604 784 600 | 32 | 34 273 103 77 2 6605 |'52 
49 States Reported ‘53 183 191) 31237 5 362 248 +7338 58, 23408 16, 7787 9389 34; 572 | 46 328 2320 «1191 =61594 58 86366 ‘53 49 States Reported 
To Date for Ma 52 115 150 24842 27 314 256 7979 50; 16605 39 6956 8113 59 597 20 31 247-2615 954 1564 157, 71690 ‘52 To Date for May 
Year ‘53 734, 871 144821 24, 1442 966 39969, 9391-96336 136 37549 44584 295 82823 él 193, 1616 11572 5246, 829% 370 398295 ‘53 Year 
To Date 52 671 701 | 108754 142; 1588, 1308, 38728, 335, 75717 233, 32145 37320 309, 2978 98, 245 1259, 11646 4716, 7525 1043 327461 |'52 To Date 
The following advertised-delivered prices (Hy-Drive i 
include ‘the i list orice “suggested om - eet optional at $145.80 on all 
‘ac » provis ‘or eral taxes, PONTIAC — Chieftain 6 Special — 4-dr. 
and suggested delivery and handling ( ur ren tT p ric e 4y Oo n N ew C ar S sed., $2,014.64; 2-dr. sed., $1,956.36. 
. They do not cover transporta- Chieftain 6 Deluxe—4-dr. sed., $2,118.53; 
tion costs, state and local taxes, op- 2-dr. sed., $2,060.28; conv., $2,444.21. 
tional equipment or any other charges | 50 (8-pass., $4,369): cl. cpe.. $3.155.50;)conv.. $2.2202 estat wag.. $2.403.24;) stat. wag., $2,825.50. (Mere-O-Matic op-| Chieftain 8 Special—4-dr. sed., $2,089.62; 
that may be passed on to the retail buyer. | Newport, $3,522; stat. wag., $3,932.75. New | (Fordomatic optional at $184 on all mod-/| tional at $189.81 on all models.) 2-dr. sed., $2,031.45. Chieftain 8 Deluxe— 
ALLSTATE—Four—2-dr. sed., $1,399. Six | Yorker Deluxe—4-dr. sed., $3,327.50; cl. | els.) a} MORRIS and MG—Morris Minor—4-dr. | 4-dr. sed., $2,193.51; 2-dr. sed., $2,136.32; 
—2-dr. sed., $1,561.18. (Sold only by Sears, | CP€-, $3,298.50; Newport, $3,687.75; conv., FORD OF BRITAIN—Prefect 4-dr. sed., | sed., $1,535; 2-dr. sed., $1,435; conv., $1,- | conv., $2,517.66. Catalinas—Deluxe 6, $2,- 
Roebuck & Co. stores in certain areas.) | | $3,980. Custom Imperial—4-dr. sed., $4,- | $1,337.04; Anglia 2-dr. sed., $1,179.07; | 465. Morris Oxford—saloon, $2,150; stat. | 304.30; Custom 6, $2,370.43; Deluxe §8, 
AUSTIN—A-30 sed., $1,495; A-40 Som- | 259.50; lim., $4,797; Newport, $4,560.25. | Consul 4-dr, sed., $1,695; Consul conv., | wag., $2,385. MG/TD—standard conv., §2,- | $2,370.99; Custom 8, $2,446. Station wag- 
erset sed., $1,795; stat. wag., $1,895; | Crown I rial — 8-pass. sed., $6,921.50; | $2,075 (power top, $150 extra); Zephyr |115; Mark II conv., $2,360. (Delivered in | oms—Two-seat Special 6, $2,449.61; three- 
conv., $1,945; A-40 sports conv., $2,295; lim., $7,043.75. (Fluid - Matic optional at|Six 4-dr. sed., $1,590; Zephyr Six conv., | New York City.) seat Special 6, $2,505.15; two-seat Deluxe 
Austin-Healey 100 sports conv., $2,985, | $130.10 on Windsor, standard on other mod- | $2,425. (Delivered at New York port of NASH — Kambler Super— Suburban, §2,- | 6, $2,589.61; two-seat Special 8, $2,524.61; 
(Delivered at U. 8S. ports.) els. Fluid-Torque standard on Custom Im- | entry.) 002.60. Rambler Custom — Hardtop, §$2,-|three-seat Special 8, $2,580.15: two-seat 
BUICK —Special—4-dr. sed., $2,208.76; |Perial and Crown Imperial; optional at} MENRY J—Corsair Four—2-dr. sed., $1,-|125; conv., $2,150; stat. wag., $2,118.90. | Deluxe 8, $2,663.61. Grain finish on all 
2-dr. sed., $2,149.32; 4-dr., Deluxe sed., $139.75 on other eight-cylinder models, at 399. Corsair Deluxe Six—2-dr. sed., $1,- | Statesman Super — 4-dr. sed., $2,178.35; | station wagons, $80 extra. (Hydra-Matic 
$2,255.32; 2-dr.. Deluxe sed., $2,196.88; | $106.40 on Windsor Deluxe and at $236.50 | 561.18. : ; 2-dr, sed., $2,143.55. Statesman Custom— | optional on all models at $178.35.) 
Riviera cpe., ,295.43; conv., $2,553.17, | 0m Windsor. ) HU DSON—Jet—4-dr. sed., $1,858. Super | 4-dr. sed., $2,331.70; 2-dr. sed., $2,309.50; ROOTES—Hillman Minx—4-dr. sed., $1, 
Super — 4-dr. Riviera, $2,696.17; Riviera DesOTU — Powermaster 6 — 4-dr. sed., | Jet—4-dr. sed., $1,954. Wasp—4-dr. sed., | hardtop, $2,433.20. Ambassador Super — | 699; California hardtop, $1,899; conv., 
epe., $2,610.56; conv., $3,001.59; stat. wag., | $2,385.75 (8-pass., $3,281); cl. cpe., $2,364; | $2,310.87; 2-dr. sed., $2,264.12; cl. epe., | 4-dr. sed., $2,557.20; 2-dr. sed., $2,520.75. | $1,899; Hillman stat. wag., $1.949. Humber 
$3,429.73. Roadmaster—4-dr. Riviera, | Sportsman, $2,634.25; stat. wag., $3,107.75. | $2,310.87. Super Wasp — 4-dr. sed., $2,- | Ambassador Custom—4-dr. sed., $2,716.45; |—Hawk sed., $2,399; Hawk touring lim., 
$3,254.36; Riviera cpe., $3,358.05 conv. | Fire Dome V-8—4-dr. sed., $2,673 (8-pass. | 465.84; 2-dr. sed., $2,413.28; cl. cpe., $2,-|2-dr. sed., $2,695; hardtop, $2,828.60. |$2,699; Super Snipe sed., $3.295; Super 
$3,505.56; stat. wag., $4,030.73; Skylark | $3,558.75); cl. cpe., $2,651.50; Sportsman, | 465.84; Hollywood, $2,811.58; conv., $3,- | (Hydra-Matic optional at $178.85 on States- | Snipe touring lim. $3,595; Pullman lim., 
sports car, $5,000. ( standard on | $2,922.50; conv., $3,144.25; stat. wag., $3,- | 047.50. Hornet—4-dr, sed., $2,768.86; cl. | man and Ambassador. } $5,110. Sunbeam - Talbot — Sed., $2,699; 
Roadmaster models, optional at $192.50 on | 381. (Tip-Toe Shift optional at $130.10 on |cpe., $2,741.99; Hollywood. $3,095.15; conv., OLDSMOBILE — Deluxe 88 — 4-dr. sed., | conv., $2,899; Sunbeam Alpine sports conv., 
all others.) all models. Tip-Toe Shift with Fluid Torque | $3,342.05. (Hydra-Matie optional on all | $2,327.09; 2-dr. sed., $2,261.62. Super 88 | $2,999. Rover—sed., $2,599. (Delivered at 
CADILLAC — Series 62 —4-dr. sed., $3,- | OPtional at $236.50 on V-8s only.) models at $178.03.) — _. |—4-dr. sed., $2,461.71; 2-dr. sed., $2,-|U. S. coastal ports.) 
666.26; cl. cpe., $3,571.33; Coupe deVille, DODGE—Meadowbrook 6—4-dr. sed., $2-| JAGUAR—-Mark VII—4-dr. sed., $4,170; | 395.25; hardtop, $2,673.39; conv., $2,852.59. STUDEBAKER — Champion Custom — 4- 
$3,994.57; conv., $4,143.72. Series 60 Spe- | 024.75; cl. cpe., $1,983; stat. wag., $2,201.-|Mark VII 4-dr. sed. with Borg-Warner | Classic 98—4-dr. sed., $2,785.82; hardtop|dr. sed., $1,767.40; 2-dr. sed., $1,735.12. 
elal—4-dr. sed., $4,304.88. Series 75—8-| 25. Coronet 6—4-dr. sed., $2,136; cl. cpe.,| automatic transmission, $4,450; XK-120 | $3,021.75; conv., $3,228.84; Fiesta sports| Champion Deluxe — 4-dr. sed., $1,862.83; 
pass. sed., $5,604.34; lim., $5,817.73. Eldo- | $2,109. Coronet V-8—4-dr. sed., $2,244.50; | cpe., $4,065; XK-120 cpe. with modified|car, $5,715. (Hydra-Matie standard on|2-dr. sed., $1,830.58; 5-pass. cpe., $1,- 
rado—conv., $7,750. (Hydra-Matie stand- | Cl. cpe., $2,223; Diplomat, $2,385.50; conv., | equipment, $4,460; XK-120 conv., $4,039; | Fiesta, optional at $178.35 on all other | 868.21. Champion Regal — 4-dr. sed., $1,- 
ard on all models. ) $2,519; stat. wag., $2,527.50. (Fluid Cou- | XK-120 conv, with modified equipment, $4,- | models.) 949.17; 2-dr. sed.. $1,916.92; 5-pass. cpe. 
CHEVROLET — One-Fifty — 4-dr. sed., | Pling optional at $20.40 on all six-cylinder | 434. (Delivered in New York City.) PACKARD—Clipper—4-dr. sed., $2,588; | $1,954.55; hardtop, $2,115.80. Commander 
$1,670; 2-dr. sed., $1,613; cl. cpe., $1,620; | models except the Meadowbrook station KAISER — Carolina — 4-dr. sed., $2,-| club sed., $2,534; Deluxe 4-dr. sed., $2,- | Deluxe — 4-dr. sed., $2,121.15; 2-dr. sed., 
bus, cpe., $1,524; 6-pass. stat. wag., $2,-| wagon. Gyro-Matie optional at $130.10 on | 372.69; 2-dr. sed., $2,312.56. Deluxe—4-dr. | 735; Deiuxe club sed., $2,681; Sportster | $2,088.90; 5-pass. cpe., $2,126.52. Com- 
010. Two-Ten —4-dr. sed., $1,761; 2-dr, | all models except the Meadowbrook station |sed., $2,512.79; club sed., $2,459; 4-dr.| hardtop, $2,795. Packard — Cavalier 4-dr. | mander Regal—4-dr. sed., $2,207.54; Land 
sed., $1,707; cl. cpe., $1,726; spt. cpe., | wagon. Gyro-Torque optional at $233.50 on | Traveler, $2,618.55. Manhattan—4-dr. sed.,/sed., $3,234; Mayfair hardtop, $3,268; | Cruiser 4-dr. sed., $2,315.64; 5-pass. cpe. 
$1,967; conv., $2,093; 6-pass. stat. wag., | V-8s only.) $2,649.63; club sed., $2,596.76. Dragon—|conv., $3,476; Patrician 4-dr. sed., $3,735; | $2,212.91; hardtop, $2,374.16. (Automatic 
$2,123; 8-pass. stat. wag., $2,273. Bel Air} FORD—Mainline 6—4-dr. sed., $1,690.47; | $3,923.91. (Hydra-Matic standard on Drag-| Caribbean conv., $5,200; formal sed., $6,-| Drive optional at $231.24 on Champion, 
—4-dr. sed., $1,874; 2-dr. sed., $1,820; |2-dr. sed., $1,641.59; bus. cpe., $1,537.33; | on, optional at $178.55 on other models.) | 526; executive sed., $6,895; corporation | $243.08 on Commander. ) 
spt. cpe., $2,051; conv., $2,175. (Power-| stat. wag., $2,018.90. Customline 6—4-dr. LINCOLN — Cosmvupolitan — 4-dr.  sed., | lim., $7,095. (Ultramatic standard on Pa- WILLYS—Aero Lark—4-dr. sed., $1,732.- 
glide optional at $178.35 on Two-Ten and |sed., $1,782.69; 2-dr. sed., $1,733.79; cl. | $3,522; spt. cpe., $3,625. Capri—4-dr. sed., | trician and formal sed., optional at $199|54; 2-dr. sed., $1,646.09. Aero Faleon— 
Bel Air models only.) cpe., $1,743.29. Mainline 8 — 4-dr. sed.. | $3,766; ‘‘hardtop’’ $3,869; conv., $4,030.50. | on other models. ) 4-dr. sed., $1,861; 2-dr. sed., $1,796.26; 
OCHRYSLER—Windsor—4-dr., sed., $2,- | $1,766.09; 2-dr. sed., $1,717.20; bus. cpe., | (Hydra-Matic standard on all models.) PLYMOUTH—Cambridge—4-dr. sed., $1,- | Aero Ace—4-dr. sed., $2,038.82: 2-dr. sed., 
492.25 (8-pasz., $3,433); cl. cpe., eres: $1,613.53; stat. wag., $2,095.07. Custom- MERCURY — Custom — 4-dr. sed., $2,- | 765; cl. sed., $1,727.25; bus. cpe., $1,617.50; | $1,963.50. Aero Eagle—Hardtop cpe., $2.- 
stat. a” $3,288.75 Windsor Deluxe—4-j|line 8—4-dr. sed., $1,858.35; 2-dr. sed., | 250.50; 2-dr. sed., $2,198.50; spt. cpe.,| stat. wag.. $2,064. Cranbrook—4-dr. sed., | 157.18. Station wagons — 4-cyl., $1,862.70 
dr. 72, 721; Newport, $3,025.25; conv., | $1,809.45; cl. cpe., $1,819.50; stat. wag.,|&2.218. Manterey — 4-dr. sed.. $2,332.60; | $1.872.50: cl. cpe.. $1,842.50; Belvedere, | (four-wheel drive, $2,304.55); 6-cyl. $1,- 
$3,246 “eis New ‘Yorker—4-dr. sed., $3,184.- | $2,266.76. Crestline 8—Victoria, $2,120.23; | hardtop, $2,451.50; conv., $2,609.50; 8-pass. | $2,064; conv., $2,220; stat. wag., $2,207.25. | 949.23. : : 
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Car, Truck Output Estimates | 


_ AUTOMOTIVE NEWS, JULY 13, 1953 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 


Week Week Jan, 1 Jan. 1 | 
Ended Same Ended duly, to to | 
July 11, Week, duly 4, 1953 July 12, July 11, | 
1953 1952 1953* to Date 1952* 1953* | 
CHRYSLER 29,885 18,090 24,805 42,797 524,449 741,409 | 
Chrysler 3,328 2,732 2,791 4,715 71,397 105,979 
DeSoto 3,481 1,906 2,651 4,938 54,415 78,911 | 
Dodge 7,954 4,984 6,317 11,307 140,315 193,550 
Plymouth 15,122 8,468 13,046 21,837 258,322 362,969 
FORD . 86,403 13,595 32,547 55,908 480,062 713,845 
Ford 28,088 9,437 24,632 42,880 371,716 547,587 
Lincoln 1,159 746 1,000 1,724 16,635 29,675 
Mercury 7,156 3,412 6,915 11,304 91,711 136,583 | 
GENERAL MOTORS . 62,608 13,626 51,023 87,655 976,532 1,629,137 | 
Buick 10,404 3,454 9,247 14,945 176,609 292,100} 
Cadillac 2,489 2,233 1,970 3,425 50,644 66,276 | 
Chevrolet . 31,466 3,293 25,800 44,066 476,798 818,330 
Oldsmobile 8,471 2,085 6,465 11,640 124,029 208,412 | 
Pontiac ..... 9,778 2,561 7,541 13,579 148,452 244,019 
KAISER MOTORS 1,299 2,295 476 1,775 64,539 46,146 | 
Kaiser . aa 1,315 ; ; 34,089 19,562 | 
Willys .... 1,299 930 476 1,775 30,450 26,584 | 
CROSLEY mae Sonia ee RPE scagcunie 
HUDSON 1,222 1,574 699 1,491 43,722 51,635 | 
NASH . eee 400 1,970 920 76,301 107,107 | 
PACKARD ..... 1,512 1,328 1,480 2,236 35,329 62,159 
STUDEBAKER 4,670 430 3,242 6,623 91,697 103,727 
Total Cars, U.S. . 137,599 51,388 116,242 199,405 2,294,122 3,455,165 | 








*Revised. 


COMMERCIAL CARS | 

















(U. S. PRODUCTION ONLY) 
Week Week Jan, 1 Jan. 1 | 
Ended Same Ended duly, to to 
July 11, Week, duly 4, 1953 July 12, July 11, 
1953 1952 1953* to Date 1952* 1953* 

CHEVROLET . _— 306 5,195 8,680 175,417 222,252) 
CROSLEY ......... ecddasin acai. eimai Slane Oe cccanee 
DIAMOND T . 160 207 142 “931 4,228 4,531 
DIVCO ew scaide 50 30 1,810 1,395 
DODGE ..... 1,998 3,397 1,616 2,846 91,056 62,797 | 
FEDERAL .. P “isusanss 35 62 857 1,068 
FORD ............. 5,089 3,407 4,311 7,784 121,932 135,931 | 
ae 2,147 275 1,746 2,743 62,719 73,629 | 
INTERNATION AL 2,554 10 906 3,058 78,372 65,264 | 
MACK . 242 211 278 414 6,184 6,461 | 
REO . en 220 339 178 309 9,817 8,980 
STUDEBAKER tation 560 liitines 239 675 33,191 26,037 
WHITE . 310 220 248 434 7,187 8,260 
INET an cvkchcsicsnsscessoveess 2,146 2,028 464 2,610 58,445 42,335 
MISCELLANEOUS ..... 284 284 232 429 8,260 8,271 

Total Trucks, U. S. .... 21,932 10,684 15,640 30,305 659,678 667,211 

Total Cars, Trucks 

Soe ; ...159,531 62,072 131,882 229,710 2,953,800 4,122,376 

Total Cana, Sieh 

Canada 9,128 8,269 8,512 15,540 209,641 287,615 

Grand Total 

Cars and Trucks 

U. S. and Canada ......168,659 70,341 140,394 245,250 3,163,441 4,409,991 | 





*Revised. Miscellaneous includes Autocar, Corbitt, 


Drive, Sterling, Nash, etc. 
N.B.: All U. 8S, 


Marmon H., Brockway, es 


totals include cars and trucks for military orders, 





Car Output at 137,599; | 


53 Mark Due 


in July 


(Continued from Page 1) | 


model run, reportedly because of | 
trouble getting tooling for its 1954| 
lines, 

At General Motors, production is 
continuing at June levels through- 
out the corporation’s divisions, with 
the liklihood that GM will account 
for about 277,000 cars this month, 
as compared with 291,442 in June. 
The difference between the totals 
reflects less overtime plans at GM 
in July. 

Of the Big Three, Ford is the 
only one planning higher output 
in July than it got in June. July 


Gantenbein Sells 
Pyroil to Weibys 


LA CROSSE, Wis.—Sale of Pyroil 
Co. was announced here last week 
as the firm entered its 25th business 
year. The purchasers, M. O. Weiby 
and C. H. Weiby, both experienced 
merchandisers in automotive lines, 
will assume management immedi- 
ately, according to T. B. Ganten- 
bein. 

_Gantenbein had owned the ad- 
ditive business since 1946 and had 
managed it since 1931. He now will 
serve as a vice-president. 

M. O. Weiby was formerly a 
vice-president and merchandise 
manager of Gamble-Skogmo, Inc. 
C, H. Weiby has owned and oper- 
ated general merchandise stores in 
Washington and Oregon. 

Transfer of ownership was com- 
pleted as assets and rights of the 
Pyroil Co. were delivered to a new 
corporation, Pyroil Co., Inc., of 
Minnesota. 








should see the production of 
about 164,000 Fords, Mercurys 
and Lincolns, as against a total 
of 119,000 in June. 

Ford’s July production plans call | 
for both overtime and Saturday 
work, with most of this extra 
activity to be concentrated in Ford 
division assembly points. Ford is 
trying to recoup car and truck pro- 
duction lost during the long strike 
at its Canton (O.) forge plant. 


* * * 


HERE were 11 Ford division 

plants working last Saturday, 
and one L-M plant. L-M supplier- 
strike losses over the past month 
have been neglible in comparison to 
those suffered by Ford division. 

From now on through the 
balance of the year, it appears 
that each month will see at least 
one car maker down for a model 
changeover, with the first of the 
1954 creations bowing to the 
public in late August. 

For the most part, however, 
model changeover shutdowns will 
be of short duration, and most ob- 
servers are still looking for the 
final 1953 car production total to 
top the 6,000,000 mark. 

So far this year U. S. plants have 
produced an estimated 3,455,165 
cars, as compared with 2,294,122 at 
the same point in 1952. 

This year’s truck production to 
date totals an estimated 667,211, as 
against 659,678 in the like 1952 
period. 

More than five cars are being 
built this year for every truck. Last 
year’s car-truck production ratio 
was less than 3% to 1. 





Dealer Average Is 12.7... 


55 


Stocks of New Cars Higher 


(Continued from Page 


rise again after a June 1 decline 
and with the used-car market 
still in a state of relative lethargy, 
many franchised dealers appear 
to have resigned themselves to 
the prospect of lower profits in 
the final months of 1953. 

Dealer reaction to car and truck 
production rates at factories is 
naturally influenced by the final fig- | 


ures on their operating statements. 


* * * 


NGu ve a rapid decline in the re- | 


tail value of five-year- -old, and | 


Automotive Newsreel 


A class to teach mechanics about power steering has been held at Schamberger 
| Motor, Inc. (Nash), Cedar Rapids, la. Mechanics from three Nash dealerships attended 
Instructions were given by J. L. Van Wagenen (standing, left), technical 
service manager for the Des Moines zone. Looking on is Dealer Bill Schamberger 


the school. 


| (standing, right). 


older, 


used cars, a few dealers said|jers replying in the survey had a 


in the survey that the only hope} suggestion something like this for 
for preventing a high mortality rate | coping with increasingly competi- 


in their ranks this year is for fac- | 
30 | 


tories to cut production 25 to 
percent below present levels. 
Other dealers, in addition to 
calling for lower output at fac- 
tories to arrange a return to 
closed territory selling agree- 
ments. Big-city dealers com- 
plained of a lot of competition 
from small-town dealers selling 
the same make of car, but oper- 
ating under less overhead expense. 


However, a majority of the deal- 





|Nash Mechanics Study Power Steering— 





Fisher Contest Entries Scanned— 


Judging began last week on a record-breaking number of dream-car entries in the 
1953 Fisher Body Craftsmans Guild model automobile competition. As the deadline 
Dick Welch and Hugh Baldus, of Fort Wayne, Ind., drove 161 miles to 
Detroit to enter Hugh's model in the senior competition. Hugh is attending Notre | 


drew near, 


Dame University. Receiving the model is Don Brink, midwest regional supervisor. 
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Perfect Sistine Outlet Marks 30 Years— 


The House of Reinhard, an automotive parts firm in Minneapolis, has received a 
association with Perfect Circle Corp., Hagerstown (Ind.) piston | 


plaque for 30 years’ 
ring manufacturer. 


Presentation of the plaque was made at the Upper Midwes 
Automotive Trade Show in Minneapolis by Don Teetor, Perfect Circle vice-president. | 
From Left are Kent Davis and Henry C. Hoffman, both of Reinhard; Teetor, 
Reinhard jr., Victor J. Hillstrom and George C. Scott, all of Reinhard. The House of | 


Reinhard celebrated its 50th anniversary last year. 





Chrysler Triumphs in Mille Miglia Race— 


A Chrysler Saratoga sedan with a 180-horsepower V-8 engine is driven across the 
finish line in Brescia in the 20th running of the famous Mille Miglia race in Italy to 
win the 939.5-mile event in the international touring-car class over two liters. The 
Chrysler averaged 68.91 miles per hour over the difficult course through crowded 
cities and across mountains, and at one time was 14 minutes ahead of two Mark Vil| eral Motors Bidg., 
Jaguars which finished second and third. Paul Frere and Andre Milhoux, noted Belgian 


race drivers, drove the course in 13 hours 28 minutes three seconds. 


and A.c.|aty were inspec 


tive selling conditions: 
“Concentrate on used-car sales 
and service, and hold all expense 
items to a minimum.” 
oa * + 


ORE dealers than in any previ- 
| ous survey reported a more 
than usual amount of urging from 
factory field personnel for dealers 
to accept factory delivery of both 
ears and trucks over and above 
regular quotas. 

The consensus of dealer opinion 
on factory vehicle shipments is that 
| production ultimately will have to 
be governed by the capacity of 
| dealers to sell on a profitable basis, 
rather than by the manufacturer's 
capacity to produce. 

About seven out of every 10 
dealers reporting for the July 
survey said their used-car stocks 
had been pushed higher by June 
new-car sales, They said nine of 
every 10 new-car sales involved 
a used-car in trade, 


Gross on tradeins reportedly has 
reached the vanishing point for all 
except a very few dealers. 

cS * ae 


VOLUME dealer in California 
predicted that the nationwide 
| ratio of used-car sales to new will 
| be at least 2 to 1 by the end of the 
year. The ratio was 1.4 to 1 for the 
first three months of this year, a 
ratio interpreted by most market 
analysts as reflecting the difficulty 
most dealers met in disposing of 
their tradeins. 
| Dealers, who reported their used- 
car stocks down at the start of this 
month from June 1 levels, said the 
paring was done by sacrifice sales 
| methods. 

A Cleveland dealer summed up 
his used-car sales methods as fol- 
| lows: “We absolutely will not let 
| used cars pile up. A used-car has 
| to move within 30 days, no mat- 
| ter how much of a beating we 
| have to take on it.” 
| From the survey, it would appear 
'that the average new-car dealer 
now reconditions about 75 percent 
|of all the cars he gets in trade. 
| Some dealers recondition only 
| one-owner cars, while others recon- 
dition all used-units that will sell 
| for $1,000 or more. 


‘Ford Plays ‘Host 
To 21 Dealers 
Of Dallas Area 


DEARBORN. — Twenty-one Ford 

dealers from the Dallas district 
visited Dearborn last week as part 
|of the 50th anniversary celebration 
|of Ford Motor Co. 
| The group, headed by C. I. Ken- 
}ney, Dallas district sales manager, 
included dealers from Dallas, Fort 
Worth, Waco and surrounding com- 
munities. They lunched with L. W. 
| Smead, general sales manager of 
|Ford division, and members of his 
| staff, then visited division head- 
quarters as guests of L. D. Crusoe, 
| aivision general manager. 
Included on their two-day itiner- 
ction trips to the 
{newly remodeled Rotunda, the re- 
search and engineering center and 
the Ford archives in Fair Lane. 

Included in the Texas group were 
the following dealers: A. H. Light- 
foot, Fort Worth; W. O. Bankston, 
Dallas; Edward R. Maher, Dallas; 
T. H. Maher, Dallas; John Young, 
Kilgore; R. W. Sewell, Odessa; C. B. 
Ostrander, San Angelo; T. M. 
Roach, Sherman; C. B. Middleton, 











| Denison; Bob Cooke, Arlington; 
M. L. Hall, Littlefield; J. N. 
| Weatherby, Goldthwaite; Gus Mor- 


| ris, Greenville; J. O. Dotson, Wich- 
}ita Falls; J. M. Bankston, Garland; 
|Paul Boyd, Temple; L. A. Hower- 
|ton, Paris; Julian Hurst, Longview; 
| J. D. McPhaul, Lamesa; H. S. Mur- 
|ray, Midland, and J. H. Kultgen, 
| Waco. 


| Schwerin Moves in N. Y. 

NEW YORK.—Schwerin Re- 
search Corp. has moved its offices 
to expanded quarters in the Gen- 
1775 Broadway, 
it is announced by Horace 
Schwerin, president. 
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As He Retires from GM Directorship . . . 


Grant’s Magic Years 


(Continued from Page 2) 


standing in his use of sales pro- 
motion in the auto industry. 

Grant is best known for his sales 
slogans. Probably his most famous 
was: “Not only sell to the dealer 
but through the dealer.” His 
passion was selling to the public, 
on the theory that a dealer couldn’t 
buy cars from Chevrolet unless he 
kept his showroom cleared. 

Other Grant slogans of 25 years 
ago, timeless in their value: 

“Know where you’re going, who | 
you're going to see and what you're 
going to say when you get there.” | 

“Plan your work and work your 
plan.” 

“The sale starts when the pros- 
pect says no.” 

“Don’t take no for the final 
answer.” 


* * * 


H's most outstanding philosophy 
on sales was: 

“The dealer who handles the 
used car best will always be the 
leader.” 

Grant, often called the “Voice 
of Chevrolet,” was active in the 
field, always stimulating salesmen 
to greater efforts, He originated 
sales contests, pitting region 
against region, dealer against 
dealer and salesman against | 
salesman. Handsome prizes went | 
to the winners. 

Grant started, and was famous 
for, his Turkey-Bean contests. 
Sales regions were broken up, 
dealership by dealership, for a| 
month’s contest. When the results 
were in, dealers and salesmen met 
for a banquet. 

All tables had a divider in the | 
middle, Winners, on one side, ate 
the most elaborate turkey dinner 
chefs could prepare. Losers, on 
the other side, had to be content 
with beans eaten to the accompani- 
ment of jeers and gibes from the 
Turkey Crowd. Humiliated bean 
eaters were many times turkey | 
diners the following year. And 
Chevrolet sales continued to climb. 

+ * + | 

NOTHER of Grant’s prized sales | 

ideas was the old three-minute 
showroom demonstration, in which 
the salesman used a memorized 
opening talk. The prospect in 
Boston got exactly the same three- | 

minute opener as the one in San 


U.S. Rubber Starts 
Tire Patent Suit | 
Against Armstrong, 


DES MOINES. United States 
Rubber Co. last week filed a suit 
against Armstrong Rubber Mfg Co., 
charging infringement of patents 
covering its U. S. Royal Master tire. 
The action was filed in the Federal | 
District Court here. 

Two basic patents are involved, | 
one covering the structure of the 
protected white sidewall, and the 
other covering the appearance or 
design of the narrow white side- 
wall tire. United States Rubber 
started marketing these tires in 
1950 and patents were granted in 
1951. 

The sidewall has a _ protruding 
rib designed and proportioned to 
protect the white sidewall from 
injury. 

The white sidewall itself, which 
is much narrower than in con-| 
ventional white sidewall tires, is 
framed by the black rib. 





| 
| 
| 





(Continued from Page 2) 


thus giving the dealer a chance to 
move new cars more effectively. 


In the Detroit areas, dealers 
report that clean, low-mileage | 
used cars are very hard to find. 
When such cars appear at the 
auctions in the area, bidding goes 


| 
to premium prices on them, 


When a clean used car—’49| 
through ’51—is offered as a tradein, 
it is safe to allow top tradein value 
and still move it from the lot at a 
profit, dealers say. 


Francisco. Grant felt that if he 
could train a salesman to make a 
good impression in the first three 
minutes, the road to a sale was 
greatly smoothed. 

Another of Grant’s selling ideas 
was the “block plan,” formally 
known as the “Community Plan 
of Selling.” Under the block plan, 
a dealer split his territory into 
as many areas as he had sales- 
men, 

‘ach salesman was expected, in 
the course of a year, to call on 
every person in his area. He was 
entirely responsible for the sales 
showing in his bailiwick. 

All of these Grant innovations 


|and ideas were based on his theory 


CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 156,000 readers engaged in all branches of the automotive industry from Maine to 
California. Low Rates: TWENTY CENTS (20c) PER WORD for each insertion. Cash in advance. Position 
Wanted Ads accepted at half-rates to encourage this classification for the benefit of our employing 
aT ieee ee eee eM a ee ee | 
, in care of Automotive News, Detroit 26, Mich." add 


One Dollar ($1) per insertion for address and extra service as replies are forwarded, unopened, the 


Cif feet baat 1a be) eT Po 


Recalled 


that selling is a continuous oper- 
ation. 
( N THE strength of his record 
in the Roaring Twenties and 
the dark years of the depression, 
Grant became a member of GM’s 
first team. He was elected to the 
administration committee and, in 
1934, joined the board of directors. 
During World War II, he was in 
charge of the GM war emergency 
office in Washington, On Jan. 15, 
1944, at the age of 66, he retired 
as vice-president, but continued as 
a director. 
Born 75 years ago in Ipswich, 
Mass., Grant was graduated from 
Harvard University in 1901, He 


same day received. Display Ads: $11.20 per inch, per insertion. 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


Kindly Acknowledge 


departn 
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HELP WANTED 


SERVICE MANAGER. Rarely does the op- 
portunity present itself where an ex- 
perienced Ford or Lincoln-Mercury (pre- 
ferred) manager can step in and assume 
the responsibilities of a rapidly growing, 
popular service department, in one of the 
fastest growing communities in southeast 
Florida—right in the heart of the Gold 
Coast. Anyone applying must have high 
moral character, an unquestionable in- 
tegrity, honesty, willingness to work, an 
executive ability to handle an outstand- 
ing crew of mechanics and co-workers in 
order to qualify for this top salary plus 
percentage of profit paying job. Only 
men with highest references need apply. 
P. O. Box 638, Fort Lauderdale, Fla. 


ONE OF THE COUNTRY’S LEADING 
automobile dealers has openings for ex- 
perienced service salesmen with sales 
ability to manage new departments. Men 
selected will receive guaranteed salary 
plus bonus on sales with opportunity to 
make excellent income. No investment 
required. If you have successful con- 
sumers selling record, you owe it to 
yourself and family to investigate this 
opportunity. (Present openings include 
Chicago, Detroit and Cleveland areas.) 
Our present employes know of this ad. 
If interested write Box 2717, c/o Auto- 
motive News, Detroit 26 for interview. 


WANTED — MANAGER for Dodge and 
Plymouth dealership in city of 30,000, 
trade area over 250,000, in a _ highly 
industrialized section of the southeast. 
Applicant must be young, experienced, 
able to invest $10,000 and assume 
management of business. Dealership 
established twenty years ago. Address 
Box 2761, c/o Automotive News, Detroit 
26. 








FLEET MANAGER. Take complete charge 
of fleet sales. Must have personal ac- 
counts and able to pick-up new business. 
50-50 split on profit. Very low overhead. 
Every inquiry will be strictly confi- 
dential and answered personally. Tele- 
phone or telegraph Box 2783, c/o Auto- 
motive News, Detroit 26. 


MONTANA AUTOMOBILE DEALERS as- 
sociation is now taking application for 
a secretary. State all qualifications and 
references together with photograph in 
first letter. Address application to Harry 
M. Henricksen, P. O. Box 78, Kalispell, 
Mont. 

LINCOLN-MERCURY MECHANIC and ex- 
perienced parts man needed by oldest, 
largest and most modern L-M dealership 
in Oregon. Fine working conditions, 
guaranteed hourly rate and percentage. 
Francis Lincoln-Mercury, 1505 S. W. 6th 
Ave., Portland 1, Ore, 


ONE OF THE SOUTH’S largest chain 
automobile dealers has openings for 
salesmen and sales managers. Must have 
men who can fully qualify from stand- 
point of experience in automobile 
business, honesty and integrity and a 
willingness to work hard for extra com- 
pensation. This is an unusual opportunity. 
The right man will be allowed to 
purchase up to 50% ownership of the lo- 
cations which they manage. We prefer 
men who now have a limited amount of 
capital and are willing to invest it in 
the business they manage and continue 
to invest each year from earnings. Please 
reply in own handwriting, giving all in- 
formation possible. Box 2773, c/o Auto- 
motive News, Detroit 26. 














HELP WANTED 

$7,800 PER YEAR. Established Nash 
dealer, serving Savannah, Georgia for 
over twenty years, needs an experienced 
used car manager. The man wanted is 
between the ages of twenty-five and 
forty, presently employed in a _ similar 
capacity but interested in bettering his 
situation. Starting salary of $7,800 per 
year will be paid to man capable of 
handling all phases of used car oper- 
ations, with special emphasis on closing 
own and salesmen’s deals. Southern 
Motors, 301 East Broughton St., Savan- 
nah, Ga. 








SALES MANAGER 


Who has proven ability to organize and suc- 
cessfully run a sales department. Must be ca- 
pable of moving used cars and trucks and 
show a profit on over-all operation. Dodge 
dealer for thirteen years in rich wheat belt 
town of 40,000, will turn over complete sales 
operation to capable man on profit-sharing 
basis. Wonderful opportunity for man with 
ability whose efforts have not been rewarded 
by increased remuneration in accordance with 
performance. Write giving complete history 
of sales experience, present or last employer, 
salary and/or commission, duties and reason 
for leaving. Also marital status, age, refer- 
ences and date available. 


KITCHENS MOTOR COMPANY 
P. O. Box 849 Enid, Oklahoma 
No Phone Calls 


POSITION WANTED 


7 


ARE YOU LOOKING for a general man- 
ager that has the know how and the 
ability to operate your dealership on a 
sound and profitable basis? If you are, 
then I am your man. Since 1948, I have 
been general manager of a 500 car 
dealership for one of the ‘‘Big 3.’’ I have 
thorough knowledge of all phases of 
dealership management. Age 38, 2 
children, sober, honest and willing. My 
employer has knowledge of this ad. 
Satisfaction guaranteed. A Florida or 
California dealer preferred but not es- 
sential. Box 2750, c/o Automotive News, 
Detroit 26. 





TRUCK SALESMAN, 44 years of age, 18 
years’ experience in all types of truck 
selling, wants position as sales manager 
or a good commission setup on retail 
selling where the potential earnings will 
run above $15,000 yearly. Write M. G. 
Dermody, 1820 Nassau Bivd., Charlotte, 
a. @& 


POSITION AS NEW or used car manager 
in Detroit area. Can furnish best of 
references with seven years’ experience 
as used car manager for large volume 
dealer. Reply Box 2784, c/o Automotive 
News, Detroit 26. 

GENERAL MANAGER. Now employed as 
business manager large metropolitan 
dealer, desires general management po- 
sition with progressive dealer. Reliable, 
hard worker, excellent references. Box 
2785, c/o Automotive News, Detroit 26. 


GENERAL MANAGER of proven ability, 
exceptionally well qualified and thorough- 
ly dependable. Available to dealership in 
need of progressive management, Can 
provide the enthusiasm, ambition and 
ability needed to produce a smoothly 
functioning operation and expand 
business in all departments with maxi- 
mum profits. Salary and profit sharing 
basis only. Write Box 2774, c/o Auto- 
motive News, Detroit 26 


PARTS SALES MANAGER. MoPar whole- 
saler, experienced in annual million dollar 
volume. Presently employed. References 
exchanged. Box 2775, c/o Automotive 
News, Detroit 26. 











1953 


began his sales career immediate- 
ly in a Boston department store. 
He moved on to the New England 
Telephone Co., still as a sales- 
man, and later joined _ the 
National Cash Register Co. It 
took him nine years there to rise 
from a sales clerk to the position 
of general sales manager. 


In 1915, E. A. Deeds and C. F. 
Kettering persuaded Grant to join 
them in a venture for supplying 
electric light plants for farms. 
Delco Light thus came into being, 
with Grant serving as general man- 
ager. He later became president. In 
1920 Delco was purchased by GM. 
Frigidaire was merged with Delco 
in 1924, with Grant continuing as 
president. 

Two years later came the su- 
preme challenge. And Grant, re- 
tiring last week after 33 years at 
GM, could look back as a co-author 
of one of the most. exciting 
chapters in automotive history. 





POSITION WANTED 

TRUCK SALES MANAGER, Highly quali- 
fied all phases merchandising, recon- 
ditioning, advertising, sales training. Will 
take complete responsibility. Best results 
Ford or Chevrolet. Volume minded. 
Prefer midwest but will relocate. Box 
2776, c/o Automotive News, Detroit 26. 


MANAGER--SALES, GENERAL. Million 
dollar's worth of ability, honesty and 
loyalty for small fraction. 38, family 
man, good habits, ex-dealer, adaptable. 
Fifteen years in ‘‘Big 3°’ dealer level 
operations. Specializing in sales. Have 
keen ability to project salesmanship 
hire, train, supervise quality salesmen. 
Believe 100% that product knowledge, 
planned demonstrations and consistent 
planed selling is the answer to sales. 
Have intense enthusiasm plus shrewd 
“‘*know how.’’ Am high type quality. man 
who is born sales promoter, not high 
pressure but high human interest in the 
public that creates good will. Good ap- 
pearance, magnetic personality, hard 
driving, key house man. Dynamic energy 
tempered with broad experience, sound 
judgement. A_ specialist in appraising. 
Fast, smooth, efficient closer, represent- 
ing the highest type of fair and square 
business ethics. Seek the same in dealer 
with quality automobile. Availability—30 
days. Write now for summary. Box 2777, 
c/o Automotive News, Detroit 26. 





USED CAR MANAGER. Thirty year old 
family man. Thoroughly familiar with 
all phases used car sale. Excellent 
closer. Formerly employed as used car 
manager for Lincoln-Mercury dealer. 
Good reason for leaving. Desires similar 
position with progressive dealer. Will re- 
locate. Write Box 2778, c/o Automotive 
News, Detroit 26. 





DEALERSHIPS AVAILABLE 


LIQUIDATION — Bank liquidating dealer- 
ship, handling Dodge-Plymouth, in Tay- 
lor, Texas — city of 10,000. Equipment 
valued at $14,000, handled by local bank 
without down payment for §200 per 
month. Parts will be consigned. Factory 
requires $12,500 working capitol. DeSoto 
franchise available if preferred. Contact 
Daniel J. Hurta, Taylor, Texas or phone 
1373W. 


LEADING INDEPENDENT located in rich 
Central Valley, California, population 
center. Attractive lease, no used cars or 
receivables. $25,000 cash full price. Box 
2758, c/o Automotive News, Detroit 26. 


DEALERSHIP AVAILABLE, handling 
Ford, in Iowa. Long established and 
located in prosperous town of some below 
2,000 population. Very large prosperous 
trade area. Total cash price for building, 
modern shop and office equipment and 
including physical inventory of all parts, 
accessories, tires, oils, anti-freeze, etc.— 
only $40,000. Factory approval necessary. 
Write Box 2736, c/o Automotive News, 
Detroit 26. 








DEALERSHIP HANDLING CHEVROLET 
and Oldsmobile in Nebraska on two main 
highways. Established for over ten years. 
100 car contract. No real estate to buy. 
Will sell at inventory or flat price. Box 
2756, c/o Automotive News, Detroit 26. 





FOR SALE. Automobile agency with entire 
county franchise for the hottest of the 
‘Big 3’’ cars. Building, inventory also 
farm machinery. Wide-awake community. 
Owner wil! finance. Inquire details. Lake 
Real Estate Agency, N, A. Bierman, 
Realtor, Green Lake, Wisc. 





DEALERSHIP, HANDLING Hudson, in 
California. San Francisco Bay area serv- 
ing over a million inhabitants. Gross 
sales over $1,000,000 yearly. Excellent 
modern facilities and attractive lease. 
Parts $17,000, accessories $3,000, shop 
equipment $18,000, bin equipment $4,000, 
furniture and office equipment $4,000— 
service cars, signs and improvements 
$19,000. Total $65,000. Sacrificing for 
$35,000 or best offer to settle partnership 
estate. No used cars, accounts receivable 
or real estate involved in deal. Box 2755, 
c/o Automotive News, Detroit 26. 


| 


| 
| 





DEALERSHIPS AVAILABLE 





DEALERSHIP HANDLING STUDE 
BAKER. Located in heart of souther: 
textile area, One of south’s most pro 
gressive aud fastest growing cities 
Large, steady payroll. Good lease o1 
building at very reasonable rent. Owne 
selling because of health Part o 
purchase price can be arranged on term 
if necessary. Must be approved b 
factory. Box 2757, c/o Automotive New 
Detroit 26. 


OLD ESTABLISHED DEALERSHII 
handling Chrysler-Plymouth, Los Angele 


area, Selling 150 to 200 new cars. Exce 
lent location and facilities. Lease build 
ing, equipment. $50,000 approximat 


capital needed. Factory approval neces 
sary. Box 2779, c/o Automotive News 
Detroit 26. 


DEALERSHIP, handling DeSoto-Plymouth 
in prosperous industrialized Texas city 
Annual sales $600,000. Inventories an: 
equipment priced at $20,000. Attractive: 
building lease. Box 2780, c/o Automotive 
News, Detroit 26. 


DEALERSHIP AVAILABLE, handlin; 
Studebaker, in city of 50,000 populatior 
trading area over 150,000. Located ir 
fast growing northwestern state. New 
75’x150’ brick building, well located and 
one of the most modern and best 
equipped in the state. Gross over $500, 
000 last year. Will sell or lease building 
$50,000 will handle parts, equipment 
furniture, etc. Box 2781, c/o Automotive 
News, Detroit 26. 


ONE OF CALIFORNIA'S leading dealer 
ships, handling Willys-Packard, priced 
for immediate sale. Low rent. Buy parts 
and equipment only. Reply at once. Con- 
fidential. $20,000 to handle. Must sell 
in thirty days to accept larger deal! 
Heart of 4 WD territory. Wire for con- 
tact to Box 2782, c/o Automotive News 
Detroit 26. 


FOR SALE. Southeast coast dealership 
‘“‘Big Three.’’ Modern, brick building 
Complete service excellent facilities 
Tourist and industrial trade area. Good 
lease. Will consider partnership. $20,000 
cash will handle. Balance can be fi- 
nanced. Box 2791, c/o Automotive News, 
Detroit 26. 


250 CAR DEALERSHIP, handling Chrys- 
ler-Plymouth. Excellent location just out- 
side Detroit competition. Good used car 
market. Owner retiring. Buy equipment 
and parts, lease building six years old 
on main street. Box 2786, c/o Automo- 
tive News, Detroit 26. 





FOR SALE—GMC truck agency. Will sel! 
for inventory. No real estate involved 
Long established and highly successful 
Terms. Reason for selling—retirement 
Meier Truck Sales, 1313 Regent St. 
Madison 5, Wisc. 





WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 


Consult a Specialist 


LEO J. KLEM 


909 Fisher Bidg. Detroit 2, Mich. 








AUTO AGENCIES 


Large, medium and small “Big Three’ auto 
agencies located throughout the United 
States. Write for brochure. 


DAVID JARET CO. 
Established Over 29 Years 
150 Montague Street Brooklyn 2, N. Y. 
ULster 2-5600 





MIAMI DISTRIBUTORSHIP doing $3,000, - 
000 annually selling 1,200 new cars 
Modern quarters, excellent used car lot 
adjoining. Desirable lease, factory ap- 
proval necessary. Reason for selling, 
other interests. Box 2769, c/o Automo 
tive News, Detroit 26. 





DEALERSHIP WANTED 





300 to 400 CAR AGENCY 
CHEVROLET or FORD 


Located in Westchester or Long Island 


Factory approval can be obtained as 
|! am a former automobile dealer. 


Box 2789, c/o Automotive News, Detroit 26 








WANTED 
GM OR FORD DEALERSHIP 
anywhere 


We will buy only if 400 or more units in 
volved. Factory approval. Absolute con 
fidence guaranteed. Box 2698, c/o Automo 
tive News, Detroit 26. 








ATTENTION, 
MANUFACTURERS REPS. 


DO YOU NEED NEW LINES? 


Automotive News can help you b: 
bringing your wants to the attention o 
manufacturers. 

An advertisement in this section will di 
the trick at a nominal cost. 


AUTOMOTIVE NEWS 
Classified Want Ad Department 
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DEALER SERVICES CARS FOR SALE 








INVENTORY SERVICE 

Parts and Accessories Depts. | 
Fu'-time experts. No pickup, part-time help; | 
co: fidential and unbiased. Certified reports. | 
Also special buy-sell service. Experienced 
orcanization—in business since 1939. Free | 


WHOLESALE 
booklet on Parts Department operation sent | 


100 CAR SELECTION 
on request. Call or write for service details. 


| 
Automotive Inventory Service Co. AT ALL TIMES 
10040 Freeland Detroit 27, Mich. WE 3-6449 | 


USED CARS 


Clean and Ready for Sale 





_ 


MAKE YOUR OWN DEAL 
H. D. MAGGIO, INC. 


Dodge-Plymouth Dealer 


1637 N. Cicero Avenue, Chicago, 
Phone BErkshire 7-3122 





INVENTORY SERVICE | 

Parts Accessories | 

Large and Small Dealerships 

Inventories taken, price extended and sum- 

marized within 24 hours. Expert partsmen | 

do all the work. Accurate, unbiased and | 

confidential. Inventories accepted by all 
accountants and by the government. 


ALLIED INVENTORY CO., INC. 
1831 E. 79th St. Chicago, Ill. 
ESsex 5-8300 


Ilinois 








ATTENTION DEALERS 


200 Fine Cars and Trucks Whole- 
sale, reconditioned and ready for 
sale—Tow Bar Service— Storage 


INVENTORY SERVICE. Parts and acces- 
sories. Top type personnel, organized 
procedures, up-to-date records. Model. 
year breakdown for Ford, Chevrolet. 
L-M and MoPar dealers. Fast service 
eastern half U.S.A. Talbot’s Inventory 
Service, 124 S. Woodward, Birmingham. 
Mich. Midwest 4-5355 or 4-8460. 


Phone us for motel reservations 


N. Northwest Chevrolet Co. 


Woodward at 13 Mile Royal Oak, Mich. 
Lincoln 5-1100 
“Home of Michigan's Finest Automobiles" 





DEALERS | 


Are you planning to build or ex- | 
pand? 

We are experts in site location, 
design, construction and financing 
for the automobile dealer. 


CLEVELAND 
AUTO 
AUCTION 


4305 EUCLID AVE. 
CLEVELAND, OHIO 


Research Builders, Inc. 


125 East 170th St., New York 52, N. Y. 
CYpress 3-5555 





CARS FOR SALE 


ATTENTION DEALERS!! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies - Good Motors - Heaters | 
Upholstery New 


BUY NOW — LOWEST PRICES EVER 
1950 


Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 


54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. | 
SARATOGA 7-2300 SHERWOOD 7-1700 





Every Wednesday Noon 
Phone Henderson 1-9219 


Inside Sale—Rain or Shine 
Chester Davis, Auctioneer 


Wm. Bill Cunchula, Owner 
Manny Weiser, Mgr. 


| 
} 
| 
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WE 
SELL WHOLESALE 


WE 
SELL EVERYWHERE 


Over Three Hundred Cars 
“New and Used" 
And Trucks on Hand 
At All Times 


Wire or Phone Us Your Needs 
All Makes and Models 








KEN SCHAEFER'S 


The Only Indiana 


AUTO AUCTION 
in Continuous Operation Since 1943 
EVERY THURSDAY 


Dealers Meet at the Cross-Roads of America | 
wer oe INDIANA 
rt Grandi, Auctionee: 
CORNER CAPITAL ‘AND MORRIS STs. 
Market 8541 — Belmont 015! 


IN THE HEART OF INDIANAPOLIS 


Cars - Trucks - Trailers 


BEN FISHEL 
AUTO CO. 


2114 Sycamore Street, Cairo, Ill. 
Phones 652 — 653 — 654 


USED CAR 
DEALERS 


WE WHOLESALE 
BUY IN DETROIT 


Save Hundreds of Dollars from 
Automotive News’ Average 


ATTENTION! 
USED CAR BUYERS 


| We currently have for sale a nice selection 


SEE HANSON |of low mileage 1951 and 1952 Chevrolets, 
CHEVROLET co. | Fords and Plymouths in coupes, two and four 


| door sedans. 


Two Lots and 200 Cars 


| These cars can be seen at— 
14601 E. Warren | ROBINSON AUTO RENTAL, INC. 
13130 Gratiot 


Please note change of address 
Detroit—Tuxedo 1-5840 


Used Car Prices 





229 S. HANSON ST., PHILADELPHIA 39, PA. 
|. E. Spatig, Used Car Manager 
Phone: Sherwood 8-1500 





















AUTO AUCTION 
TIM ANSPACH 


"Midway", Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY...12 NOON || 
Member of N.U.C.D.A and N.A.A.P.A. 


CARS WANTED 


lers and DeSotos. 
sharp late 
tock-Cadillac, 


Only 
models considered. 
Lansing, Mich. 


exceptionally 
McClin- 









FAIR MARKET PRICES 
for 


YOUR LATE MODEL CARS 


Premiums for Caddies and Hardtops 


S. HENRY 


New Brighton, 





For Quick Results 


Use Automotive News 


WANT ADS 


Phone 6230 Pa. 














| EIGHT PASSENGER CADILLACS, Chrys- | 





| CARS WANTED 
| WE PAY TOP DOLL AR for clean, foreign 
cars. MGs, Jags, Hillmans, Austins, 
Fords or any other. Franchised dealer. 
Write, wire or phone Holiday Motors, 
Inc,, 11647 Ventura Bivd., Studio City, 
| Calif. STanley 7-6266. 


- PARTS FOR SALE 





| 
Genuine Oldsmobile Parts 


| Largest Olds parts wholesalers in the middle 
west. Shipments made promptly. 


GREBE OLDS 


3400 S. Kingshighway 
| Flanders 0800 St. Louis 9, Mo 








BUICK PARTS 


Wholesalers 
“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS" 


Quantity Shippers—All GM Parts 
Shipped Same Day 


WRITE—WIRE—PHONE 
All Shipments C.O.D. 


GORDON BUICK 


Formerly 
ROBERTSON BUICK 
“EDGE OF THE LOOP” 
1000 S. Wabash Avenue 
CHICAGO 5, ILL. 


WAbash 2-1030 











BUICK 
WHOLESALE 
PARTS 


ONE OF THE EAST'S 
LARGEST INVENTORIES 
Same Day Service on Mail Orders or 
Phone Calls — All Shipments C.O.D. 


Phone Parts Department 
Circle 5-5910 
521 W. 57th St. 


MONARCH BUICK CO., INC. 
“Buick's Largest Dealership" 
NEW YORK 19, NEW YORK 








HYDRAULIC WINDOW 
AND TOP PARTS 


Motor and pump assemblies; switches; 
frames; top valves; seat, window and top 
cylinders. Catalog on request. 


MAYFLOWER SALES CO., INC. 
1053B Bedford Ave. Brooklyn 16, N. Y. 
Phone MAin 2-8785 





“TRUCKS WANTED 





TRUCK WANTED. International wrecker 
with Holmes crane, etc. or its equal. 
No later than model KBSS. Air or hy- 
draulic. Ebert Motor Co., South Broad 
St., Lansdale, Pa. 


TRUCKS FOR SALE 
DODGE- G. Ex- 
Demon- 
Canfield 
MeNichols 


~1953 1%-2 ton model B4-G 
tension boom custom wrecker. 
strator, 2,500 miles. Inquire. 
Tow Bar Co., Ine. 6033 E. 
Rd., Detroit 12, Mich. 
1953 CHEVROLET NEW two ton with 
W45 Holmes wrecker. 1951 Ford F8 with 
W45 Holmes wrecker. 1943 Reo 7% ton 
6x6 drive tandem. 1949 GMC 750 diesel 
tandem. Write or call Bill Fishel, Van- 
deventer Auto Sales, 717 S. Vandeventer, 
Mo. Phone Franklin 1750. 





St. Louis, 





BUSES WANTED | 





TWO NEW OR LATE model school buses 


needed. 48 passenger or larger. Any 
make. Send particulars at once. Box 
2787, c/o Automotive News, Detroit 26. 


BUSES FOR SALE 


USED BUSES. 1947 Ford Superior, 
passenger. 1947 Dodge Superior, <o 
Passenger. 1946 Ford, 29 passenger, high 
headroom, 1952 GMC Oneida, 60 passen- 
ger. 1952 Ford, 48 passenger. National 
Bus Sales Co., Inc., 101 N. 33rd St., 
Philadelphia 4, Pa. Phone BA. 2-7605. 


SCHOOL BUSES 


Dealers in New York and New Engiand 





We are receiving school buses every day 
| at Danbury, Conn. 


| property on short notice. 


Call Early — But Please Call 


| Transit Sa'es and Service, Inc. 


23 South St. Danbury, Conn. 
Frank T. Mee, Jr. Tei. 3-4437 





AMBULANCE FOR SALE 


CADILLAC AMBULANCE. 


1946 Two tone 
finish, roof lights, siren, cot, ete. Photo 
available. Bargain. Box 2788, c/o Auto- 


motive News, Detroit 26. 





1953 


You may have a demonstrator on your | 


ANTIQUE CARS FOR SALE MISCELLANEOUS 





ANTIQUE CARS FOR SALE. 1918 Dodge | 
with special limousine body, good tires 
and in excellent running condition 
Bailey-Smith, Inc., 425 S. Grand, Lans- 
ing, Mich 


Our New Model 


MISCELLANEOUS 

ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P, Hughes 
Motor Co., Inc., 800 Commerce St., 
Lynchburg, Virginia. 


TOW BARS 


Cannot Be Matched 
At Any Price 
Write Today For 


Illustrated Catalog 
FACTORY SALES DIVISION 
PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone 2-5257 All Dept's. 
“Leaders in The Industry” 

Since 1939 


DUAL CONTROLS 
DUAL STEERING WHEELS 


For Driving Schools 
Ford, Chevrolet, Plymouth 


ALBRIGHT MOTORS ° Prov., R.I. 
119 Snow St. GAspee |-4848 





Don’t Delay— 
PHONE COLLECT 


TODAY 
Automatic Braking 


WITH BRAKE HOOK-UP 
GUIDE 


ONLY. . . $5145 oii 


Meets 1.C.C. Strength Requirements 
a 
Guide Cables and 


e . 
COMPLETE with 

$6145 
BRAKE HOOK-UP ......... 
Meets ALL 1.C.C. Requirements! 





ATTN. DEALERS- 
& DISTRIBUTORS! 
National Concern 
Will Pay All Cash 

for Your 


AUTOMOBILE 
Leasing Contracts 


All replies held in 
strict confidence 
Box 2790 


c/o Automotive News, 
Detroit 26. 


LESS 


TOW BAR SALES CO. 


Exctusive Factory Distributors 

AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 MO 4-4485 
40 So. Clinton St., Chicago 6, Ill. 











AUTO AUCTION 


CLEVELAND, OHIO 


Every Monday at Noon 
13315 Brookpark Rd. 


Midway between Chevrolet and Ford Plants 
2% miles from airport 


Phone Winton 1-9911 


Joe E. Johnson, Manager and Auctioneer 










HENRY SUSK 


DODGE - PLYMOUTH DEALER 
49's 50's 51's 52's 
WE WHOLESALE 


MAX BERGER 


Manager 


2423 N. Clark St., Chicago Phone Eastgate 7-1000 





New Subscription Order 


| 
| 
Send Automotive News to Address Below . 
for One Year $8 [ ] or Two Years $14 [_] | 
for which check is attached [] or send bill [_] 
| 

| 

| 

| 

| 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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.-.to NEW CARS .--to USED CARS 


The “golden touch” bestows extraordinary pride Used cars with the “golden touch” move faster and sell 
and pleasure upon every owner of a Porcelainized car... for more. Latest nation-wide tests reveal that Porcelainized 
and out-of-the-ordinary year ‘round profits to every used cars move in an average of 4.48 days and 
New Car Dealer on the Vast Porcelainize program. sell for an average of $40.56 more. 
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MANUFACTURED BY FREEMAN & FREEMAN, INC. DENVER, COLORADO 
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